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When they see it running 


they’ll buy it. That has been proven to many 
dealers who have shown the New No. 1075 
Motor Driven Scroll Saw. <A large number 
of them have had to send in repeat orders. 
Write for detailed specifications and net 
prices; then order one; put it in your window 
running, with work done displayed; watch 
the passers-by stop to see. A number will buy. 











GOODELL-PRATT COMPANY Aevlomith GREENFIELD, MASS.U.S.A. 


1500 G@aopD TOOLS 
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ON THE TABLES OF AMERICA’S FIRST FAMILIES SINCE 
































EIGHTEEN FORTY-SEVEN 





There Is But One! 


So recognized is the leadership of 1847 
Rocers Bros. Silverplate in the field of fine 
silverware, that others often seek to suggest 
its quality by similar sounding names. .- 
But sateen is not satin. Those who go part 
way in name, seldom go all the way in 
quality and craftsmanship .. . The complete 
trade mark enchased on every piece thus: 
1847 RoGERS Bros. ... insures your com- 
plete satisfaction through a lifetime of silver 
service ... There is but one 1847 RoGERS 
Bros. Silverplate. In service for 80 years, 
it is guaranteed without time-limit. 


PIECES OF 8 WEEK....--- May 2ist to May 28th 


In the Stores of leading Silverware Merchants. 


Ir you are beginning your silver service, or intend 
, replacing an old service with a new one, your 
first, indispensable ptirchase should be THE PIECES 
or 8 Set in 1847 Rocers Bros. Silverplate. Eight 
of each in knives, forks and spoons, instead of the 
old-style, inadequate set of sixes. (Priced at 


The AMBASSADOR PATTERN [Cold Meat Fork. . $2.50] kebths higher in C di 
763 slightly higher in janada. 
Other Patterns: ARGOSY $43-755 SMEMNY 8 ) 
ANCESTRAL . ANNIVERSARY The week of May 2ist will be celebrated by 
Sas hak : ; a leading silverware merchants as the second anniver- 
MAY WE SEND YOU THE FASCINATING BUDGET BOOK? > : 
: AeA ; - sary of the PIECES OF 8 idea. In each merchant’s 
— welling of a new and delightful svay to acquire an all-em- > : 4 6 
bracing service in silverplate.. - with pleasing speed and “4 — there w ill be a gala display of pieces OF 8 — 
painless thrift. + Write for Booklet JH to International in chests, trays and gift boxes... an event of 


Silver Company .. Department E. .. Meriden, Connecticut especial interest to the prospective wedding guest. 


847 ROGERS BROS 


SILVERPLATE 


. Canapa: INTERNATIONAL Sirver ComPpANy oF CANADA, Limirep, HAMILTON, Ontario 


to the minds of your customers 38 supertority of 1847 
eek, May -28. 


Sauesrooms: New York, Cuicaco, San Francisco .« 


the series that is burning in 


advertisement above is one 0 
— " Silverplate. Note the reference to Pieces of 


ROGERS BROS. 
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“Tt Pays 
to Sell 
GOOD 

TOOLS” 








Full Line of Sizes 


Vaughan Vanadium Ham- 
mers are offered in a complete 
line of sizes 10 to 
20 oz. weights and 
124, 13 and 14 in. 

handles. 


VANADIUM 


Alloy Tool Steel 
Scientifically Heat-Treated 


Better stock them 
all—as they are all 
quick sellers. 


“Tt HAT?’S one big secret of the long life 
of Vaughan’s Vanadium Hammers. 
This alloy makes the steel tougher, 
stronger, denser. 


And it also explains why the sale of these 
has increased more rapidly than any other 
hammers in America. 


QUICK GRIP ‘CLAWS—The toughness and 
strength of our Heat-Treated VANADIUM alloy tool 
steel enables us to make the claw longer and thinner 
than is possible with ordinary hammer-steel. This 
means a quicker grip and a longer leverage to the pull. 
Note also how sides and face of hammer are crowned 
—this one feature has made hundreds of thousands of 
sales. 


A WEDGE THAT PROTECTS—tTests of our 
patented expansion wedge, by the Underwriters Labor- 
atories, Inc., demonstrated that it added 900 Ibs. to the 
pulling resistance of the head. V & B Hammers are 
the only ones that have been granted the Underwriters 
Label! 


Swings easy—Hits Hard Easiest-Selling Hammer 
Wonderfully easy on the hand Ever Offered to the Trade 


See how the Handle is hand-shaved All these features appeal to the ex- 
to a graceful taper. This gives it a  perienced carpenter or mechanic. 
flexibility that takes all jar from hand And every sale made will bring your 


and arm. We use so high a grade of ‘ 2 
inspected cir-ssnmned  sscuad-grewth customer s friends and fellow-crafes 
hickory that the handle stands a tre- ™en into your store for a Vaughan’s 


mendous lot of hard pulling. Vanadium Hammer. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


O“akers of Fine Toots 
2114 Carroll Ave.~ ~ Chicago, Ill. U.S.A. 
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Whats the decidiné factor 
in buying Lawn Fence ? 


It pays to stock the line made by fence specialists 


Your lawn fencing business yields the 
greatest total profit when you look be- 
yond the price and demand the same 
points of quality and reputation you 
require in any other specialty line. 


You need these advantages, found only 
in Cyclone “Red Tag” products, when 
you go after the spring fencing business. 
You cannot afford 
to waste time ex- 
plaining the merits 
of an unknown 
fence and over- 
coming your cus- 





A high-grade trash basket 
and rubbish burner. ones 
finish. 


Basket. w- 
priced to get the big 
volume business. 








Kansas paw 


© ©. F. Co. 1928 






Los A Minnea) 
Philadelphia, P Pittsburgh, 


tomer’s expectation that you will sell him 
“Red Tag” fencing. 


This spring, push Cyclone “Red Tag” 
—the fence that is made by a company 
engaged exclusively in fence manufac- 
ture. Cash in on the prestige of this 
nationally known line. Get the high- 
class ‘fencing jobs, too—with Cyclone 
“Complete Fence.” Built to order, 
with picket type or chain link mesh, 
tubular framework, malleable fittings. 
Galvanized or painted green. Send 
measurements to nearest offices for 
estimate. Write for our latest catalog. 


lone #119 


Ge 


Fence .-’Gates 


CYCLONE FENCE CoMPANY Main Offices: WAUKEGAN, ILL. 


Works and Offices: North Chicago. Ill., Cleveland, Ohio, Newark. N. J., Fort Worth. Texas 
Pacific Coast Distributors: Standard Fence Co., Oakland, California; Northwest Fence & Wire Works. 


REG.U.S.PAT. OFF. 


Portland, Oregon. 


Direct Factory Branches: Atlanta, Boston, Buffalo, Baltimore, Charlotte, Cincinnati, Des Moines. 
Denver, Detroit, pa ay Mich., Hartford 


, Conn., Houston, Indianapolis, Jacksonville, Fia., 
~ Mineola, N. Y., Milwaukee, Mt. Vernon, N. Y., New Orleans, 
. Louis, San Francisco, Seattle, Syracuse, Toledo, Tulsa. 
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The Armstrong Trade Mark is 
recognized by tool buyers. For 
over 35 years it has been the 
emblem of high quality — of 
absolute tool satisfaction. 


Drop Forged 
Carbon Steel 
Wrenches 


STRONG 
NSE EWES. 


Line of Better Wrenches 


Every time you sell an ARMSTRONG Wrench you make a 
friend—a comeback customer. It pays to push this line 
which builds your business. Armstrong Display Boards in 
your store build confidence, for Armstrong Wrenches have 
been known as the “finest made” for over 20 years. Arm- 
strong Dealer Helps and National Advertising make this line 
easy to sell. Wrenches of all sizes and shapes, for every need, 
are included. It is good business to standardize on Arm- 
strong Wrenches. 


Display Boards Furnished to Dealers 


The Armstrong Display Boards are not sold but are furnished free to 
customers with their initial stock order for ARMSTRONG Wrenches. 
The boards are handsomely lithographed im colors and fitted with 
steel lugs or hangers and easel supports. They can either be hung or 
stood up. 





ARMSTRONG-V ANADIUM Wrenches, forged from 
special alloy steel and finished in nickle over copper, 
are longer and lighter yet stronger than any drop 
forged wrench. 


These Super-Wrenches have thin- 
ner heads. They will get a firm 
hold where other wrenches can’t 
be used. They are guaranteed 
not to break or spread. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


314.N. Francisco Ave. Chicago, U. S. A. 
“ARMSTRONG” “ARMSTRONG BROS.” 

Tool Holders Solid Stocks and Dies 

Lathe Dogs Adjustable Stocks and Dies 

Clamps Pipe Cutters 

Ratchet Drills Pipe Vises 





Drop Forged Wrenches . Pipe Wrenches 
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Selling Something 
Different ! 


YES, most of us have always thought that one sledge is as 
good as another. ‘ - 


But— 


Here’s something entirely new in the line of sledges—a sledge 
you can sell on the basis of sheer super-quality. 


It’s a brand new sledge of special steel, just as efficient as the 
rest of the “Devil” family of tools. Gruelling tests of this 
slug Devil sledge on hardened steel surfaces show many, many 
times the resistarice to failure and breakage inherent in even 
the best quality carbon steel sledges. 


You can feature this item—and you can sell it—purely and 
honestly because it’s better. 





Keep QuiKwerKs— 
They Keep Customers 


The Warren Tool & Forge Company 


240 Griswold St., Warren, O. 





SLEDGES PICKS MATTOCKS CHISELS BARS HOES 





a 
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Its buy! g time in the ~. 


Billior n Dolla r Poultry Indus 
~Its selling time for yo 


ODAY---in your trade territory---scores of Now is the time to go after this profitable U. S. 
potential purchasers of U.S. Poultry Fence Poultry Fence trade. 
are figuring their needs. Timely advertising, attractive window displays 
They know what they want, these poul- and aggressive merchandising will 
try raisers. They recognize in U. S. bring new customers to your store, 
Poultry Fence the only netting which open new accounts and build up the 
fulfills every requirement of modern profit side of the ledger. 
poultry husbandry. They know it If you are one of the remaining few 
stretches straight and true from post y cap Ms wey Rh 8 
; not already “cashing in” on the con- 
to post under even, uniform tension. “ 
stantly increasing demand for U. S. 
They know it requires neither top rail Poultry Fence, start now! Be sure 
nor baseboard and, stretches as readily to specify eS. Poultry Fence--not just 
to steel posts as it does to wood. They “poultry netting.» It costs no more. 
appreciate its greater economy. They 
demand it---nothing else will do. 


And, while it is buying time for the 
poultry-man, it also is selling time for 
the dealer. 










U.S. SAMPLE ROLL FREE. The surest way 
Poultry to convince yourself of the superiority of 
U. S. Poultry Fence is by actual compari- 
son. Send today for miniature sample roll 
(PATENTED) yd descriptive catalog. 


Indiana Steel & Wire Company 
Dept. H. A. Siancie, : Indiana 


Fence 





S. 


“She Netting Shat an Lloze' 
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Yale Popular Priced Padlocks 
Will Make More Profits for You 


The name Yale on a padlock is a standard You don’t have to cut price. You can 


of quality that all your customers know. sell them at the suggested list, make a 
The padlocks shown here are within the good margin of profit and enjoy a rapid 
purse of the average purchaser. turnover. 





No. 605V No. 223 
oupted, a Price Suggested Retail Price 50c 
— No. 225 


Suggested Retail Price 65c 






é 
7 
ks 





No. 615X 
* Suggested Retail Price 
$1.00 





No. 164X 
Suggested Retail Price No. 453] 
60c Suggested Retail Price 30c 
No. 455J 


Suggested Retail Price 40c 


A 


No. 9425B 





Suggested Retail Price No. 326 
$1.30 Suggested Retail Price 80c 
;. No. 324 
No. H16—$12.92 each List Suggested Retail Price 65c 


The Yale No. H16 Panel attractively displays. each padlock is listed on the reverse side. Use the 
Yale popular priced padlocks for which you will Yale No. H16 Display Panel to call to your 


have a steady demand. Leading jobbers carry customers’ attention their many needs for Yale 
these panels in stock and ample “re-fill’”’ sup- Padlocks—then you will sell more and make 
plies of padlocks. The suggested retail price of more. 


The Yale & Towne Mfg. Co., Stamford, Conn., U. S. A. 


Canadian Branch at St. Catharines, Ontario 


YALE MARKED IS YALE MADE 


Padlocks, Auxiliary Rim Locks, Builders’ Locks and Trim, Cabinet 
Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 








A CLOSED TRACK 
JOB AT A FLAT 
TRACK PRICE 
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» CANNON BALL 
BEATS EM ALL 
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OORS are the only part of a building 

that “works.”” Your reputation as a 
dealer can be ruined if the door hangers 
you sell fail to do all that is expected of 
them. 


Cannon Ball Junior will save your customers a 
lot of money and make you a good profit without 
risking your reputation. 


Cannon Ball Junior is easiest to hang—saves lots of 


time and trouble. It runs easy. The track is perfectly round; 


the wheels are ball shaped with long roller bearings that 
can’t twist or pile up. Cannon Ball Junior hangers never 
go back on you. They run even, bear even, wear even, for 
years and years, no matter how the building sags or settles. 


TRACK ANY LENGTH 
Track comes in 3, 4, 6 and 8 ft. lengths, with brackets 
for single track or parallel installations to hang from side 
wall or ceiling. 


Send now for big 228-page catalog 
and unusual dealer proposition 


Hunt-Helm-Ferris & Co., Inc. 


Established 1883 
Harvard, III. 


San Francisco, Calif. 


Albany, N. Y. 





1103 Set for folding-sliding doors 
Complete Set in tox or parts as wanted 


1154 Curve—1162 Hangers take doors around the corners 


No better 
closed 
track job 
at any 





price for 

doors 
weighing 
up to 250 
Ibs. each 




















Self-Cleaning Round 
Track 16-Gauge Steel. 
Solid Ball Wheels 
(Roller Bearing) Lathe- 
Turned of Cold 
Rolled Steel 






Illustration below 
shows how track 
protects the hangers 
and how the slot in 
the bottom of the 
track lets the dirt, 
dust, rust and mois- 
ture drop out sothat 


Hangers Can’t 
Clog or Bind 






















Actual Size 
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2400 Mires 


$1700 worth of Bees in 
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CO An Advertisement for Bell Long Distance Telephone Service 


A PENNSYLVANIA cement company called by 
Long Distance and secured a 30-ton order from 


a town in New York. Telephone charges $1.95. . 


A 24-ton order from a Maryland town; charges 
$2.50. A 20-ton order from a Pennsylvania 
town; charges 75 cents. And a 15-ton order 
from a town in Virginia; charges $3.50. ... . 
Twenty-four hundred miles were ‘‘traveled’’— 
there and back. Total orders secured, $1700. 
Total charges, $8.70. Talking time, 14 minutes. 

So many businesses have found Long Distance 
indispensable in sales work that the ‘‘key town’ 
plan has been developed as a further assis- 
tance and saving. By this plan key towns 
are selected. Each one of these is central 





&) 


to all of the towns in its trade territory. From 
the key towns in the various territories, the 
representatives cover the other towns by tele- 
phone, in minimum time and at low cost. 

To facilitate the use of the key town sales 
plan, interested firms may arrange for credit 
identification cards to be issued to their travel- 
ing representatives. 

Long distance telephone service can be cus- 
tom-made to fit your business. Surprising how 
much long distance calls will do and how 
little they will cost. Ask the nearest Bell 
business office about the key town 
plan. Calling by number takes 
less time. Number, please? 
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better 


for nearly sixty years 


HE ‘‘Old Reliable’ reputa- 
tion of the Genuine ‘‘Phila- 
delphia” Lawn Mower is but the 
foundation. As the world has 
moved, so the ‘‘Philadelphia’’ 


has been improved. 


Ever since 1869, in fact, the 
Genuine “Philadelphia” Lawn 


Mower has been constantly 
bettered as materials were 
developed and manufacturing 
methods advanced. 


Sixty years of betterment is 
what keeps lawn mower leader- 
ship for the Genuine ‘‘Phila- 
delphia’’. For sixty years 








experience, in manufacture and 
use, points out both where im- 
provementis possible and how 
improvement can be made. 


There are many features of 
excellence in the current styles 
of the Genuine “Philadelphia’’ 
Lawn Mower. Every part is 
designed and every piece of 
material selected for the high- 
est efficiency and durability. 

But All Fine Tool- Steel 
Blades and Oversize Bearings 
assure your customers of un- 


usual satisfaction and guarantee 
to you their good will. 


Philadelphia 


Lawn. 





Blades of Fine 
Tool Steel 







Write for Catalog No. 25 


11 


—— 


Lawn Mowers 


Philadelphia Lawn Mower Co., Inc. + Philadelphia, Pa. 
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PURE—c; oan 
Will Not Tan _ SAN =. 
SRICINAL MANUFACTURERS 





HERE AREITS 
SALES FEATURES 


C. C. S. Bottle Caps are 
made by the company that 
originated them. 


Every cap uniform and 
perfect—means repeat 
business. 


Every cap clean and sani- 
tary—means perfect satis- 
faction to your customers. 


Packaged in convenient, 
attractive cartons, easy to 
handle—easy to sell. 


A profitable line for the 
neighborhood grocer or 
hardware store. 


Small stock and quick 
turnover. Backed by the 
service and the reputation 
of a world-wide organiza- 
tion. 


CROWN CORK & SEAL CO., 


Baltimore, Md. 


Gentlemen—Mail me special proposition, 
samples and prices on C. C. S. 
Bottle Caps. 


H. A. 4 





K & SEAL Co. 






_——~ 


Home Use 


ave 






ZA 











? 













ts a prospect 


ALES surveys show that an average of 

‘one home in every four” uses or is a 
prospect for a better quality, dependable 
cap properly packaged. 


In thousands and hundreds of thousands of 
homes caps are in demand for use in sealing 
home beverages. The market, and a thorough 
investigation shows it to be a tremendous one, 
is readily accessible to an article which possesses 
the selling advantages of C. C. S. Bottle Caps. 


Packaged in attractive cartons for convenient 
retailing, they are also available in bulk pack- 
ages containing 50, 100 and 200 gross each. The 
small package ’for the trial buyer, the one gross 
carton for the large user. 


Tell your customers about them—tell them the 
fact that the perfect fit and cleanliness of these 
caps will prevent beverage spoilage. 


Backed by the service and the reputation of a 
world-wide organization. 


your stock of fast moving staples. They 
sell and return you an unusually attractive 


Add C. C. S. and Home Use Bottle Caps to 
profit. Send coupon for special proposition. 


CROWN CORK & SEAL CO. 


Original Manufacturers 


Baltimore Maryland 
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Made to Keep 


The Faith 


Our Mark of Identification 








When the same merchants continue to sell 
the same merchandise, year in and year out, for 
twenty, thirty and forty years and more, it, 
simply proves how satisfactory and profitable 
that merchandise is. . 


When the same mechanics and tool users con- 
tinue to buy the same make of Rules and Levels 
and other tools all their life-time, it also proves 
the complete satisfaction they derive from using 
them. 


UNION HARDWARE TOOLS are that 
kind. They have “Kept the Faith” for more 
than half-a-century. That is why men who seek 
“Good Tools at Reasonable Prices” look for 
our mark of identification. 


Ask your Jobber to supply you. If he cannot 
—write to us and we will refer you to the near- 
est Jobber who will. 


We protect our Jobbers. 





Reg. U. S. Pat. Off. 


TORRINGTON, CONN,., U.S. A. 
New York Office: 151 Chambers Street 


Established Incorporated 


1864 
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Read this Story 


About Mrs. “Maclntosh!” 


RS. MACINTOSH walked into “Billi 

Smith’s” Hardware Store and bought a 

can of Whoozit’s Pipe Opener for 35c, and a 

can of Blankso Bowl Cleaner for 25c. She 

took them home, perfectly satisfied with her 
purchase. That was on Friday. 


Saturday morning, she went shopping for 
“Sunday groceries. As she passed the Ketcher 
and Skinner Chain Store, a nifty window 
display attracted her eye. Whoozit’s Pipe 
Opener, 21c, and Blankso Bowl Cleaner, 17c. 


It isn’t recorded exactly what Mrs. MacIntosh 


said but we imagine it was some- 
thing like this. “That’s the 
last time I buy anything from 










Positively 
cleans without 


scratching 





ean A for 
cleaning * 





Restores natu- 
ral wood oils 


A thousand 
household uses 






World’s best 
wood-work cleaner 


RE 


saNITARY 


me 





Quickly opens 
stopped drains 








that hardware store! Their prices are ridicu- 
lously high!” ... And then “Smith” stocked 
Presto Sanitary Products—a line of 10 house- 
hold cleaning products sold only through the 
hardware store. The trade he builds up is all 
his. The guaranteed quality of the products 
brings into the store the profitable repeat 
business of women—the business he wants. 
Instead of 25%, he averages more than 40% 
profit. He gets the benefit of newspaper adver- 
tising, samples, window displays and literature. 


MORAL: Back the manufacturer who backs 

you! Start by sending for special introductory 

offer. Jobbers — write for prices and details. 
THE CHAMBERLAIN HABER 


CHEMICAL COMPANY 
Cleveland, Ohio 


1105 West 11th Street -- 


2 te 
yellow stains 
instantly 





Won’t scratch 


the finest surface 








Cuts window 
cleaning time 





Also excellent 
fire extinguisher 





Through Hardware Dealers 
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HERE AREA! 
5 REASONS 


CRESCENT SNIPS 
are Better 
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BETTER 


NIPS 


FOR EVERY 





WHY 


Blades hardened all the way 
through. Repeated grinding is 
possible without taking away 
the hard cutting edge. 


Flush bolt. Out of the way 
and doesn‘t catch on metal 
being cut. 


Smooth, bevelled shoulders. 
Metal being cut slides back 
over them without kinking. 


Snip cuts along entire edge, 
and can be opened with one 
hand enough to allow entire 
length of cutting edge to be 
used. 


Large, comfortable eyes make 
cutting easier and give a better 


grip. 


SPECIFICATIONS 
Number Size Cut 
S47 7 inch 1% inch 
S48 8 inch 1% inch 


$49 9 inch 2 inch 
$410 10 inch 2% inch 
S411 Il inch 2% inch 
$412 12 inch 3 inch 
$413 13 inch 3% inch 
S414 14 inch 4 inch 














and they're CRESCENT 





all through 


This is a brand new line of snips to the trade. But samples 
of them have been in the hands of tinners for over a year. 
This method of testing them right in actual service has shown 
us that they do better work. 


And they hold their edge longer. 


Some of the special features of design are mentioned at the 
left. In addition, special processes and new automatic 
machines have been developed by the Crescent Tool Com- 
any. This makes possible the high degree of accuracy and 
ow price of these snips. 


? 


The ten inch, 2%” cut, sells for $1.00 and the twelve inch, 3” 
cut for $1.25. Other sizes in proportion. 


The regular Crescent —— of perfect satisfaction or 
money back applies to these new snips. 


Handles finished in Crescent blue enamel. Blades polished. 
Each snip packed in a box with a display easel in the cover. 


Ask your jobber about the new Crescent snip. 


CRESCENT TOOL COMPANY 
204 Harrison Street Jamestown, N. Y. 


CRESCENT 


and Smith &Hemenway 


TOOLS 







- Made under the supervision of and guaranteed by the originators of the Crescent Wrench 
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C6’ HOUSANDS of farmers are getting 
ready for the Summer’s work— 
tools and equipment are being put 


in Shape and. soon, if not now, they 
will be calling on you for the 





The handiest abrasive tool ever 
offered—its biggest job is sharpening 
mower section knives—doing it 
better—quicker. 


They use it for scythes, grasshooks— 
for edging spades and hoes— 


It will sharpen any edge farm tool. 


Gardeners, handymen, householders 
—all find use for it. 


Enter a Trial Order with your Jobber or Direct today 
To Stock this File is to Sell It! 


Carborundum is the Registered Trade Name 

| used by The Carborundum Company for Sili- 

° oon Carbide. This Trade Mark is the exclu- 
sive property of The Carborundum Company. 


THE CARBORUNDUM COMPANY 
} NIAGARA FALLS, N. Y. 


. =’ CANADIAN CARBORUNDUM Co., Ltp. 


ay “ ¢ NIAGARA FALLS, ONT. 


” Sales Offices and Warehouses in 
New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, Grand Rapids, Milwaukee 
The Carborundum Co., Ltd., Manchester, England Deutsche Carborundum Werke, Dusseldorf, Germany 
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From a Lad 
With a 600-lb. Grip! 


A Citizen of 
Michigan Writes: 


“T happen to have 
a 600 pound grip in 
my hands and used 
the last Bernard Pliers for some heavy work, 
viz., removing plugs from an old square 
piano. I had to use both hands to start the 
plugs, but they came out readily. 


“Bernard Pliers are the handiest and most- 
used tool I have in the shop. For light work 
and heavy, they serve many purposes.” 


We like to print users’ letters—they tell the 
story so much better than we can. 





THE WM. SCHOLLHORN CO., NEW HAVEN, CONN. 


BERNARD 


TRADE MARK REG. 


TOOCS 


Made by the Makers of 


BERNARD SIDE-CUTTING PLIERS 
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No. 177 DIAGONAL CUTTING NIPPER 
Strong Drop-Forged Nippers with Multiplied 















































Improvements 
1. Beautiful gold and 
black colors. 


2. Completely 
enclosed gears. 


3. Improved regulat- 
ing cover. 

4. New turnable sup- 
ply can. 

5. Easier turning. 

6. Oil window. 

7. Floating bowl. 





ALL who have had an opportunity of seeing and trying the new 1928 Fiftieth Anniversary “Golden Series” De 
Laval Separators unhesitatingly pronounce them the finest separators that have ever been made. 





Milk Cows the De Laval Way for 
Greater Profit and Pleasure 


De Laval Milkers are now being used on 
thousands of farms, and are milking more than 
one million cows. They enable one man to 
milk two or three times as many cows as can 
be milked by hand; they milk the cows better 
and produce cleaner milk. They milk faster, 
better, cleaner and cheaper than can be done 
in any other way. They soon pay for themselves. 











They are finished in gold and black colors, which are beautiful, dura- 
ble and practical. They are nice enough to put in the parlor, but thor- 
oughly practical in the dairy or barn. 

All gears on these Fiftieth_ Anniversary De Lavals are completely 
enclosed and protected, insuring maximum durability. 

A new type of regulating cover and float affords a flow of milk from 
the supply can of the separator in a smooth, even stream, without 
spattering. : 

The user will appreciate the turnable supply can, which permits 
bowl and covers to be removed or put in place without lifting the 
supply can from its position. 

The “Golden Series” are also easy to start and turn, and require less 
power to operate, for the work they do, than any other separator now 
made. 

By looking through the oil window on the “Golden Series” one can see at a glance 
just how much oil the separator has, and what condition it is in. 

And of course the “Golden Series’ De Lavals have the wonderful floating bowl—the 
finest ever made. It is self-balancing, runs smoothly without vibration, with the least 
power, and delivers a smooth, rich cream. 

Dealers who have these new De Laval ‘Golden Series” on display are reporting 
unusual interest in them. Now is the time to get started with De Laval in the “Golden 
Anniversary” Year. There are always opportunities for live-wire dealers in the De Laval 
organization, 


The De Laval Separator Company 


New York Chicago San Francisco 
165 Broadway 600 Jackson Blvd. 61 Beale St. 





50" 


First in 1878 


ANNIVERSARY ibys Lava Best in 1928 
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— Dover, Ohio 








in Electric 


Appliances . 







No other maker affords 


your profits the same 
kind of protection 


This insurance policy is packed with every 
advertised Dover appliance and positively as- 
sures the purchaser that the heating element 
will be replaced free of charge if it ever burns out. 


Dover offers the trade protection equal to 
that by requiring everyone who handles Dover 
products to do clean business and sell at fair 
prices that net an honest profit for the seller. 






INSURED 
PRODUCTS 





A Newand Amazing Idea 


in Electric Irons 





. (Women all want 
| Lady Dover, the most 
! perfect electric iron. 


NW © Evenif they havean- 
other iron at home, the wonder- 
ful free gift offer of the percolator 
clinches the sale. 


@ No woman can resist such a 
generous gift! No other manu- 
facturer ever made so liberal an 
offer! No better proposition 
has ever come to you, to create 
new profit and new friends for 
your business. 


@ And it costs you nothing. 
Your profit on every sale re- 
mains normal. 





eT ee 7 


Coffee made the exclusive Dover 
way is made as all real authori- 
ties recommend—does it quick- 
ly—and keeps it piping hot for 
half an hour. 

Avoids bitter, harsh flavor. 
Easy to keep sweet and clean. 
This beautiful $2.50 Aluminum 
four-cup size Dover Percolator 
comes free. with every Lady 
Dover Iron. 





orn pee the see eos 


Better, Quicker Ironing 


& Lady Dover’s heating element 
cleverly concentrates the heat 
at the points that first strike 
the cool, damp cloth. That 
makes ironing easier. 
@ The iron reaches ironing tem- 
perature faster than any other, 
and stays hot ‘til the task is 
done. That saves time. 
@ The shape helps by making 
all the work visible. 
@ These things, with the larger 
ironing surface, will do better 
ironing in one-fifth less time. 
@ And best of all, Lady 
Dover is insured for life 
against burning out. 

















Sell More Percolators 


@ This is the Electric Percola- 
tor year. Tremendous merchan- 
dising force is selling the idea 
of electrically percolated coffee 
in every home. 


( This percolator is the real cof- 
fee maker. Makes such perfect 
coffee, and is so easy to take 
care of, that once tried, it is 
used for every meal. Keeps 
coffee piping hot for half an hour. 


@ And every Dover Table 
Percolator or Percolator Set 
you sell carries with it “Our 
Gift to you,’’ the beautiful 
Dover Boudoir Iron. 


Due 


The Dover Boudoir Iron is a 
Junior model of the Lady Dover. 
Handy for travelling, and light 
ironing, weighs 2)4 pounds. 
This iron has the Vea patented 
no-burn-out heating element, 
guaranteed for a lifetime of 
service. Price, when sold sepa- 
rately $2.50; this wonderful iron 
is our gift to everyone who buys 
a Dover Percolator. 


Percolator 


Dover, Ohio _ New York x Dallas Los Angeles 


To Create New Business 


and Percolators 





"Sell Better Coffee 


@ Coffee made the exclusive 
Dover way is made as all real 
authorities recommend. 


@ Percolation does not start un- 
til the water is boiling—then it 
should continue for only three 
to five minutes. 


@ This method puts into the 
coffee only the clear, sweet, 
appetizing flavor—without the 
harshness or bitterness that 
comes with long percolation. 


@ Keeps the coffee hot for 
half an hour. Easy to clean 
and to keep clean. 





1 Merchandise that people 
actually want 
2 Plans that create business 


3 Policies that protect your 
profits 
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A heavy duty armored plug 
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Using Watches to Sell Alarm (locks 


| es easy to convince your customers of the advan- 
tages of owning an Ingersoll Alarm Clock. Just hold 
a clock in one hand and point to your Ingersoll Watch 
display with the other. This will be enough to get the 
main point over—that Ingersoll Alarm Clocks have the 
identical value that has made Ingersoll Watches famous. 


Thirty-five years of Ingersoll advertising —both word- 
of-mouth and published—have sold people on Ingersoll 
Watches. So when you compare the clocks with the 
watches, you give them the benefit of past Ingersoll 
advertising as wellas the immenseamountof current Inger- 
soll advertising featuring alarm clocks and watches, too, 


When you show a customer an Ingersoll clock, be 
sure to mention that it has the same dependability, the 
same sturdiness, the same accuracy, the same good looks, 
the same guarantee and the same service. The TYPE-T 
Alarm Clock at $1.50 parallels the Yankee Watch 
at $1.50 — offers the same dependability at the same 
low price. 


Service is Important 


Watch or clock repairs are almost an impossibility for 
you unless the timepiece has a real service department in 
back of it. That’s one reason why handling Ingersolls 
has always been a pleasure for the hardware merchant. 

The Ingersoll Service Department at Waterbury, 
Conn. , will handle your Ingersoll repairs on both clocks 
and watches with a minimum of effort on your part. 
When a customer comes to you with a watch for repair, 
simply give him one of our addressed mailing boxes, 
tell him to put his watch in it, PRINT his name and 
address on it,and mail. His watch will come back to him 
quickly, delivered C. O. D., and with very little to pay. 

If it isa clock that neéds repair, give him a clock box 
and tell him to address it to us at Waterbury. He'll get 
the same quick service—at the same low prices. 


INGERSOLL WATCH ,CO., Inc. 


New York Chicago San Francisco 
Service Dept., Waterbury, Conn. 



























HARDWARE AGE for APRIL 5, 1928 





Not a substitute 

Not an imitation 

Not something 

“just as good” 

Not something 

“that will do 

if it has to” 


tHEAMDS 


VACUUM BOTTLE 


to retail 
at 














Here’s an opportunity you can’t 
afford to neglect. ““Thermos” for 
a dollar— Genuine ‘““Thermos”— that’s 
the biggest vacuum bottle news in years! 
Get behind this big seller—cash in on 
“Thermos” for a dollar. Ask your 
wholesaler, or write 


THE AMERICAN THERMOS 
BOTTLE CO. 


366 Madison Avenue 
NEW YORK 
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“Madam, This Union Dish Drainer 


is our most popular seller/ ” 





Popular with customers—and with dealers be- 
cause it is easy to sell! Women are being edu- 
cated by domestic science schools and household 
magazines to scald dishes and let them drain dry. 
Your profitable part in the movement is sup- 
plying the necessary Dish Drainer. 


Union Dish Drainers are made of heavy elec- 
trically welded steel wire with a retinned finish 


we 


Pei a a ae BS 


that prevents rusting. A removable silverware 
basket is provided with most models. Best of 
all they are priced so that you can feature them 
for sales in volume, without sacrificing your 


profit. 


WS-75A and WS-115 Dish Drainer are similar in 
construction, except that the “115” is of slightly 
lighter construction. 


Refer to catalog 427 and write for new prices. 


UNION STEEL PRODUCTS COMPANY 
oy ae Albion, Michigan 


WS-115 
Dish Drainer 






















' 


WS-75A f 
Dish Drainer 





wa 
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Onder Union Rublich Burners Now for Spring Clean lp Sales 
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mending cap screws that are easy to work with, that 
do not stick or bind. Scovill Cap Screws save time 
on the job and don’t cause trouble. Experience has taught 
many to insist upon Scovill Cap Screws where both satisfac- 
tory tensile strength and a bright,,clean finish are required. 
And Scovill sees to it that customer production is not held up 
because of stock shortage. A large supply is kept on hand for 
your. convenience in the Waterbury and Chicago warehouses. 


| NSURE satisfaction and get repeat orders by recom- 
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Scovill means SERVICE to all who require parts or finished products 
of metal. Great factories equipped with the last word in labora- 
tories, and modern machinery manned by skilled workmen, are at 5 

your disposal. °Phone the nearest Scovill office. ‘ 


SCOVILL | 




















MANUFACTURING COMPANY - - Waterbury, Connecticut 
NEW YORK — CHICAGO — BOSTON — SAN FRANCISCO 
DETROIT — PHILADELPHIA — LOS ANGELES — ATLANTA 
PROVIDENCE — CLEVELAND — CINCINNATI 4 
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IN EUROPE—THE HAGUE, HOLLAND 


Member, Copper and Brass Research Association 
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A Sound Way to Merchandise 
The NICHOLSON Tungsten Point File 


Place the display card shown above where it 
can be readily seen. Car owners will be inter- 
ested to caek 

metals like tungsten and iridium—capable of 
cleaning fused and pitted distributor points, 
getting them back into flat, perfect contact. 
That means a hot, even spark. 


about a file capable of cutting 


As the thickness of the Tungsten Point File 
exactly equals the correct width of the spark 
gap, it can be used to gauge the distance be- 
tween the firing points. 


Tungsten Point Files are furnished in boxes or on display cards 


NICHOLSON FILE COMPANY 
Providence, R. I., U.S. A. 


t 
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33,000 Reprints of this letter were asked for within 3 weeks after its appearance 


PYREX SALES DIVISION 


OF 


CORNING GLASS WORKS 


OFFICE OF THE MANAGER 


CORNING, N. Y. 


OVENWARE January 28, 1928. 
” TEAPOTS 
ene P YREX NURSING BOTTLES 
ru.neo.u.eener. [RADIO INSULATORS TO WHOLESALE DISTRIBUTORS: 


Twenty three years ago, the writer seldom heard of what is now 
termed "Chain-store competition", etc. During the interim it, was even heard that 
some enthusiastic merchants advocated governmental legislation, which might at least 
curtail such activities and that of mail-order houses. 

I have used the last twelve of those years promoting the sale 
of PYREX Ovenware. Until two years ago, there was nothing in our line which retailed 
at 10¢. Then we reduced our PYREX Percolator Top to retail at 10¢, and.sold it to 
some Chain-stores, They sold more Tops for us than we had ever sold before, and at 
our advertised price of 10¢ retail each. 

In January of last year we offered all trade our #410 PYREX 
Custard Cup to retail at 10¢. Our sales to a single Chain-store company for the year 
were over $30,000.00 net. That is more than we sold of that item to all of our other 
trade combined. These Cups were all retailed at 10¢ each; to thousands of housewives 
who in most instances are also buying something in other stores. 

Investigation proves that Chain-stores do not buy merchandise 
and then wait for consumers to buy it; but they display the merchandise, and by thus 
making it easy for the consumer to buy - the profitable turn-over becomes the Chain- 
store's, Merchants, particularly retailers of hardware, have advocated for their use 
some low priced article and in addition have asked us to supply them with a "SPECIAL". 
Last year we offered as a "Special" the very best selling item in our line. This is 
the #209 PYREX Pie Plate which retails at 90¢ and as a "special" it was to be retailed 
in limited quantities at 59¢. We also supplied the necessary “advertising and display 
help. The Department Stores bought, displayed, advertised and SOLD large quantities 
of this "Special" and in so doing also sold a surprising quantity of the regular priced 
items. They fully recognized in the "Special" a dynamic vehicle for increasing sales. 
They used it to its ‘full extent and profited by it. 

On the other hand, we regret to find through investigation that 
many other merchants bought the #410 PYREX Custard Cup "because it retails at 10¢", 
and bought a few of the "Special" Pie Plates "because the Jobber was offering a bar- 
gain" - and then apparently forgot that the items were theirs, and forgot, or neglected 
to use to the fullest extent this "Special" as a powerful selling aid, and so missed 
the reward in sales which otherwise would have come to them. 

Now, while we are again offering a PYREX "Special", therefore, 
we wonder whether you desire to advise your salesmen of our experience, so that they 
in turn may bring the value of it to the attention of their customers. In fact, PYREX 
Ovenware today is offered in exactly the manner which was asked for by hundreds of 
Hardware Dealers these many years. 


ESE: 


Very truly, 


POI Hoe a a eee 


By 


_M. J .LACEY 3s HHC 
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NESCO 


Gasoline 
Cook Stove 













“Backed by 44 million 

sales-building advertisements HE Nesco Gasoline Cook Stove has won 
: . the instant and enthusiastic endorsement 
in QF great asec of the trade everywhere. 


It embodies several new refinements and fea- 
tures that are possessed by no other gasoline 
stove made — features that make it a worthy 
and wonderfully attractive companion stove to 
the famous Nesco Kerosene Stove. 


Add it to your line. Display it prominently in 
your store and in your windows. Profit by the 
powerful advertising campaign that is already 
creating interest and desire in the minds of mil- 
lions of women—many of them your customers. 


Write or wire us or your jobber 
for complete specifications. 


NATIONAL ENAMELING & STAMPING CO., Inc. 
Executive Offices: 425 East Water Street, Milwaukee 
Factories and Branches: 


Milwaukee New York Chicago Philadelphia 
St.Louis Baltimore New Orleans Granite City, lil, 





This smashing double-spread 
in colors appears this montl 
in The Country Gentleman. 


Kerosene COOK STOVES Gasoline 
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CThe BEST COOKS use |. ate —e 


Alu In ] | U ; On the left you see one of the na- 
; tional magazine advertisements of 


® the Aluminum Wares Association, 
4 : reproduced exactly as it will appear 














in the Ladies’ Home Journal, Good 
Housekeeping, McCall’s, Country 
' Gentleman, Hygeia, American 
‘ Cookery, Journal of the American 
Medical Association, and other 
magazines. 


On this side, we merely want to 
call attention again to the sales- 
making importance of this adver- 
tising—itts cash value to you. 


Bear in mind that every Associa- 
tion advertisement which catches 
your eye is being printed in maga- 
zines with a combined circulation of 
over 8,000,000 copies— 

*x* * * 


That there is a new advertisement 
every other month—a new instance 
of some famous hospital, hotel, or 
other institution which uses and en- 
dorses aluminum for all cooking— 


That 48,000,000 separate Associa- 
tion advertisements in the course of 
a year are going to have a tremen- 
dous influence on the buying habits 
of millions of women-—on many of 




















Kitchens of the Los Angeles Biltmore Hotel are exclusively equipped with alumi cooking utensils 
your own customers— 
o e 8 
In Distinguished Hotels. ,..2.cixeee2 
Ss of continuous Association advertis- 
: ing. 
te Bearing a distinguished name, and the fame of being ; . 
one of the largest and finest hotels on the Pacific eX. Ler 
Coast, the Los Angeles Biltmore speaks with May we suggest that you mark 


authority on the virtues of aluminum cooking utensils. 

‘The most satisfactory ware I have ever used . . . lasts in- 
definitely . . . easy to keep clean and sanitary’’—so says the 
chef of this great hotel. Many other exclusive users of alumi- 
num—hotels, hospitals, and other noted institutions — share 
that opinion of experience. 

To the housewife, the greatest buyer of kitchen ware, such 
expert evidence is most valuable. This wonderful ‘‘modern 
metal,’’ so economically durable, so easy to keep shining 
clean, cooking everything so well—what can match its use- 
fulness for the foundation equipment of efficient home kitchens? 


The best cooks use aluminum. 
seseesecees seeenesecceccsccccesce *sMAIL COUPON FOR BOOKLET*#+++++seesseecsens seescececceesens 
: ALUMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush St., Chicago — 


Please send booklet, ““The Precious Metal of the Kitchen,” to address written below: 


this advertisement and pass _ it 
around so your sales people can get 
the story? 

If you have never read the new 
Association booklet, “The Precious 
Metal of the Kitchen,” clip the cou- 
pon on the other side and send for 
it. It is full of the kind of informa- 
tion that makes sales. 


ALUMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush St., Chicago 
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435—Wall Paint Brush. Long Black 
China Bristle, heavily filled and vulcan- 
ized in hard rubber—nickeled ferrules. 









5401 Hamilton Ave. 


San Francisco 





(PN) 


SPEED UP 
YOUR BRUSH SALES 
AND PROFITS 


The Osborn line of Paint and Var- 
nish Brushesenjoysasteadily growing 
market. Make your expectations for 
liberal profits and fast turnover a 
certainty by stocking the Osborn line. 


Osborn’s manufacturing policy cen- 
ters around a constant effort to im- 
part unusual qualities of utility and 
long wear at the lowest commensu- 
rate price. There is a type and size 
for every purpose—each specially de- 
signed and built for the job. 


ThE OSBORN MANUFACTURING LOMPANY 


Branch Offices 
New York Detroit Chicago 





Sizes 3” to 5” widths. 








Cleveland, Ohio 


Los Angeles 





A BETTER WEARING BRUSH FOR EVERY USE 














444 — Flat Varnish 
Brush. Black China 
Bristle, vulcanized in 
hard rubber—chiseled. 
Tin ferrules. A handy 
brush for general use. 
Sizes 1” to 4” widths. 


401 — Flat Varnish 
Brush, Black China 
Bristle, vulcanized in 
hard rubber, triple 
thick, chiseled. Nick- 
eled ferrules — cherry 
handles. A popular 
high-grade brush. 


441 —Oval Paint or 
Varnish Brush. Black 
China Bristle, vulcan- 
ized in hard rubber— 
chiseled. Nickeled fer- 
rules. Sizes 1%" to 
2%” diameter. 


456—Oval Sash Tool, 
Black China Bristle, 
chiseled, vulcanized 
in hard rubber, seam- 
less nickeled ferrules, 
polished handles. Sizes 
%" to 1%" wide. 
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GRA Y-WICK 


“Gray-Wick may cost a little more, but—it is worth it” 


This popular brand of Screen Wire Cloth has proved one 
of the best sellers on the market. 


It is extremely durable, being made from rust-resisting 
Open Hearth Steel produced in our own furnaces. The 
wire is drawn in our own mills and every operation is 
under our personal supervision. 


Gray-Wick carries an extra heavy electro zinc coating 
thoroughly enameled with transparent varnish. It gives 
wonderful service and absolute satisfaction, being knovin 
as the cloth of ‘Long Life.” 


It unrolls smoothly and lies perfectly flat, making it easy 
to apply. Has a pleasing Gray color. 


Your Jobber will supply you. 


12 Mesh, No. 33 gauge each way Our Other Brands of Screen Cloth 
14 Mesh, No. 33 gauge each way . Cortland Black Enameled 
16 Mesh, No. 33 gauge filler White Metal Finish 
No. 34, gauge warp Wickwire Premier 
18 Mesh, No. 34 gauge each way Wickwire Bronze 
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{STAB LISMED 1875 
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— [t stays underfoot / 
G6 99 
oll Floor Varnish 





DIGGING HEELS, tapping 
feet, dancing toes meet stout re- 
istance when they come in con- 





People have been 
Varnish for 40 ye 
national advertising like th 


pedals and where children play, 
that is where “61” Floor Varnish 
demonstrates its long life. It is 
heelproof, marproofand of course 
waterproof. 

“61” Floor Varnish was origi- 
nally made for just one purpose 
— floors. Its extreme durability, 
its resistance to actual abuse on 
floors quickly popularized it as 
a general utility varnish for fur- 
niture and woodwork ofall kinds. 
Itgreatly prolongs the life of lino- 
leum and brightens the pattern. 
When you have “61” Floor Var- 


talking about the h 
ars. That fact lar 


is helps the dealers, 


See eta Gt TG 




















From a drawing by L.V. A. Guild 


Varnish smile all the brighter. 

Besides the lustrous Clear 
Gloss and the popular Dull Fin- 
ish, “61” Floor Varnish comes 
in six woodstain colors, which 
stain and varnish in one stroke 


of the brush. 
Senp For Free SampLe Pane 


finished with <<61’’ Floor Varnish. Try 
the ‘<‘hammer test’’ on the panel! Color 


PRATT & 


eelproof and waterpr 
gely accounts for the 


Stead 66499 
See eed ady sales of ‘6]’’. 


€ whole P&L D 


Copyright 1928, P&L 


card and names of dealers in your vicinity 





oof qualities of 61” 


Floor 


And 


the front door, 1 ealer story. 
tween rooms, under the piano veiepiaes nt = 
- you prefer it, makes “61 Floor _ by paint and ha 





Pratt & Lambert-Inc., 114 Tonawanda 
St., Buffalo, N. Y. Canadian address: 20 
Courtwright Street, Bridgeburg, Ontario. 





- — 


Cogn 99 
‘ah Lacquer Enamel 


Wherever a quick, durable, opaque enamel 
finish is desired, use “61” Lacquer Enamel, 
Dries almost immediately! Brushes easily. 
Will not crack,chip or peel and is waterproof. 








the surface and 
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VARNISH PRODUCTS 
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This is not the type of man who reads the 


CLASSIFIED 
OPPORTUNITIES SECTION 


The energetic young man above may be a clerk, 
resting up after a hard evening in society. Or, 
he may be a “rising” young dealer who has not 
yet started to rise. At any rate, he is not the 
type of man who reads and uses the Classified 
Opportunities Section. 


If you are looking for a wide-awake clerk, a 
top-notch traveling man, a business man with 
money to invest, or a hardware dealer who is 
in the market for another store—use the 
Classified Opportunities Section, because these 
are the very men who read it weekly. 


Wise Dealers 
Read and Follow 























HARDWARE AGE 


239 West 39th Street New York, N. Y. 
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The Test of Time! 


HE severest test of a manufactured article is 

the test of time. Every now and then some in- 

ferior screen cloth appears on the market, but 
because it cannot successfully withstand the test of 
time, it inevitably disappoints and disappears. 


OPAL heavily zinc-coated-after-weaving wire screen 
cloth has successfully withstood the test of time. 
Leading hardware dealers, successful merchants, 
who themselves have successfully withstood the test 
of time and have handled OPAL for many years, pre- 
fer it because of its dependability, uniformity, and 
the permanent satisfaction it gives their customers. 


See that the trade mark name OPAL is on the label 
and on the identity tag attached to end of each roll. 


NEW YORK WIRE CLOTH CO. 


Manufacturers of golden and antique bronze. bright copper 
zinc-coated and black enameled screen cloth- 


342 MADISON AVE. NEW YORK Works -York.Pa. 
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The Auto-Set Plane, No. 707, etc. Combined 

clamp and chip-breaker, adjustable without 

removal. Chromium steel cutter can not chat- 

ter, and, unencumbered by a spring cap, ma 

be removed for ones without loss o 
i 


time. Lateral and longitudinal adjustments. 
Smooth, jack, fore, and jointer sizes. Smooth 
and corrugated bottoms. Fully guaranteed. 


v9 


Hexagon Steel Plumb Bobs, Nos. 
206-208-212. Minimum wind-surface 
for outdoor use. Will not roll. 
Nickel-plated steel, brass screw top. 
6, 8 and 12 ounces, Brass Plumb 
Bobs, Nos. 5, 6 and 8. Cast brass 
shell, lead filled—maximum weight 
and stability. Polished steel points 
and brass screw top. 











Standard Bench Plane, No. 407, etc. All Sar- 

gent planes equipped with high-grade chro- 

mium steel cutters, heat treated and tempered 

to give best service. Lateral and longitudinal 

adjustments. Smooth, jack, fore and jointer 

sizes. Smooth and corrugated bottoms. Fully 
guaranteed. 

















Measurements for 
hip, valley, jack and 
cripple rafters oe 
angles for top, bottom 
and side cuts, and 
for the 7 common 
roof pitches for 
buildings of any 

width. 


Sargent Roof 
Square, No. 


need for calculation on 
the part of user. Made 
of steel in a variety of 
finishes—also in alumi- 
num. A book of useful 
information packed with 
every square. 





Framin 
N 





& 
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This hardware has a three- 
fold market—it sells to car- 
penters, manual training 
schools, and to the home 
















SARGENT & CO., Hardware Manufacturers 


New Haven, Conn. 


New York: 92-98 Centre Street 
Chicago: 150 North Wacker Drive (at Randolph) 











Steel Block Plane, No, 5206. Made 
entirely of steel highly finished in 
nickel. Unbreakable. Cutter is set at 
a low angle. These features, together 
with its simple construction, make it 
a favorite in the manual training 
‘school. High-grade cutter of chro- 
mium steel. 











Block Plane, No. 5306. Highest + 

made. Unbreakable steel knuckle- 

joint cap. Lateral and longitudinal 

cutter adjustments, adjustable throat 
for fine and coarse cuts. 








Display Assortment, No. 1. An assortment of 
the best-sellin Sargent planes, on a hand- 


some hardwood board. Well displayed in the 
store, it brings increased sales and profits. 


Sargent Saw 
Vise, No. 93. 
Popular type. 
Moderate price. Screw 
— for fastening to 
bench, and screw ad- 
justment for holding at 
any desired angle. 
Wearing parts of mal- 
leable iron. Saw vises 
of other’ types 
shown in our 
sotaies. page 
575. 
















Adjustable Iron 
Floor Scraper, No. 
52. Wood handle 
adjustable to any 
angle. Reversible 
blade—all four 
edges may be 
‘ used without re- 
moving. One edge sharpened. Only 
necessary to turn blade until new 
edge is in position. 





Re” 





EN 
PF aa 
Combined Rabbet and Block Plane, 


No. 507. Handy for professional or 
home use. Cutter extends through 


sides for ry ina ge as well 
as for use as a block plane. Japanned 


finish, nickel-plated clamp. 
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Safe Progress Assured 
by KARDEX CONTROL 
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PROGRESS SAFELY, sales, costs and production must be 
controlled. Kardex visible equipment provides the facts 
necessary for profit plans and executive decisions involving the 
safety of your business. Yet Kardex is but one of a long line 
of modern business machines and equipment speeding the safe 
progress of American business and backed by the single 
responsibility and world-wide service of Remington Rand. 
One hundred and tentrained research engineers, fifteenthou- — 
sand skilled workers in twenty-eight modern factories, four ‘iy ORy, 
thousand sales representatives, are back of every responsibility , 
ile 


each Remington Rand man assumes. Remington Rand service 
is available in your city, as near as your telephone. Remington PSS 


Rand Business Service Inc., 374 Broadway, New York. 


Remington Rand 


BUSINESS SERVICE wnc 


REMINGTON - KARDEX - RAND: SAFE-CABINET 
DALTON: POWERS : KALAMAZOO 
BAKER-VAWTER : LINE-A-TIME 
LIBRARY BUREAU 


AdA 








HARDWARE AGE for APRIL 5, 1928 














ACCURACY ¥oOoO WEED GOOD; TOOLS 











* SCRIBER 
STYLE 1, No. 778 


* CENTER GAUGE 
No. 650 


BROWN & SHARPE MFO.GOL titi cusseeb: 
RI ot 


6 
2 
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No. 10 





Adjustable Square No. 554 has blades which may be > mae whe to * THICKNESS GAUGE 
any length and are reversible. This square can on hound No. 640 
where it would be impossible to use a square with a fixed i Bode. ‘ 


Cc ool i blade shown in square, blade for 
narrow ioe and Coa blade for 60° and 45° angles. 


The Work of the World | 


* GRADUATED STEEL 


Depends Upon Fine Tools sa 


The manufacturers of hundreds of devices that do 
the daily routine of the world depend upon Brown 
& Sharpe Tools to make accurate measurements. 5 j 
The manufacturers and their mechanics are your cus- 


tomers and will give you profitable business if you * FLEXIBLE STAINLESS 
carry Brown & Sharpe Tools. Petes heceer 











This profit is further assured because we encourage pur- 
chasing through dealers. Dept. H.A., Brown & Sharpe 
Mfg. Co., Providence, R. I., U. S. A. 





* HANDY BLOCK AND 
CLAMP, No. 751 


Brown 






* This tool shown in 
Catalog No. 30 











mo WORLD*S iSTANDARD OF ACCURACY 
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Offers Quick ‘Turnover 


MIA SAAACAASL AAAS ALOPOAAOOGAOCOS AAPA LOA? 


Long Profit and Low Prices 


SELF-STARTING demand is back of Kolorware. Women appreciate and want 

color in the kitchen. And without making an investment in large and expensive 
kitchen equipment, naturally the utensils of every day use in the kitchen are the logical 
items for the housewife to buy. Kolorware meets this need. Prosaic pots and pans 
are turned into things of beauty. And women everywhere are demanding these new 
utensils. 


This popular demand accounts for the rapid turn-over—in fact some merchants find it 
difficult to maintain a large enough stock to cash-in on the demand. 


Low price is a further inducement to buy Kolorware. One or two utensils are not 
enough to make a showing; thus several utensils are now selected instead of one or two. 


The six most popular large items illustrated here have been selected for an assortment 
of one dollar specials. (Retail slightly more at far distant points.) Order from your 
jobber, or if he cannot supply you, write us direct. 


2 


Suggested 
RETAIL PRICE 











> A beautiful display poster of ¢ 


< these pieces in natural colors Bitte Contenk 
furnished with every deal. / COPYRIGHTED 
F.E.4&8.Co. 1928 

+—_ ere 
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Kolorware asa sales stimula- 


tor cannot be beat. Color 
being in such great demand, 
this line offers the fastest mov- 
ing enamel Kitchen Ware. In 
addition to the assortment 
pictured, Kolorware is also 
supplied in the following range 
of items of various capacities; 
Percolators, Oval Dish Pans, 
Round Dish Pans, Convex 
Kettles and Pots, Water Pails, 
Seamless Coffee Pots and Tea 
Kettles, Deep Sauce Pans, 
Pudding Pans, Mixing Bowls, 
Dippers, Sink Strainers, Col- 
anders, Oblong Stove Pans, 
Wash Basins, Rice Boilers, 
Garbage Pails. 


Decide now to take ad- 
vantage of the popular- 
ity of Kolorware. 


GEOERaz 


e = aay 
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Federal Enameling & Stamping Company 


PITTSBURGH, PA. 
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A window display featuring approved products made by Ware’s 





/ by 

| Good Housekeeping | 

X%,, ° Institute a, 
NR 


Conducted by 


of New Rochelle, N.Y. Housexcepine MAC 


“We're Proud of the Seal” 


Here are a few of the 
1345 Items Tested and Ap 
proved by Good House- 
keeping Institute : 


Bicknell Folding Ironing 
Table 

Belding Hall Refrigerators 

Boyle Grapefruit Corer 

Ladd Beaters 

Polar Enameled Ware 

Kitchen Katch-All 

Squeez Ezy Mop 

Bissell Carpet Sweepers 

Hotpoint Electric Iron 

Drip-Drop Iron Roaster 

Duplex Fireless Cooker 

Brillo 

Pyrene Fire Extinguisher 


Send for a complete list. 


SAY THESE MERCHANTS 


HE Scull, Swain & Wallace Co., hardware merchants of Sherman, Texas, 


wrote us on March 26th: 


“We were rather proud of the fact that we had over fifty Good 
Housekeeping Institute approved articles on hand..... “ 


This expresses the feeling of thousands of other*merchants who value their 
prestige and reputations for selling only satisfactory merchandise. 


The Seal of Approval of Good Housekeeping Institute is a guarantee of satis- 
faction. It is granted only to household devices and appliances which have 
passed exacting tests that leave nothing to chance or guesswork. Such 
products can be depended on to give your customers a dollar’s worth of value 
for every dollar spent. _ 


No wonder merchants are proud to sell these products. Their stores are 


looked upon as headquarters for quality. Their customers place complete con- 


fidence in them. Make it part of your sales talk to point to the Seal on the 
product and say: “This is approved by Good Housekeeping Institute.” Then 
you'll realize how easily confidence and good-will are won. 


GOOD HOUSEKEEPING 


New York City 


119 West 4oth Street, 
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Protect the Good Will 
‘of Your Trade with 
Segal Locks 


Thousands. of hardware dealers sell 
Segal Locks because they know they 
are protecting the good will of their 
customers. For— 


The burglar’s way is the jimmy way—it is the 
simplest and quickest for the prowler. The test 
of a burglar-proof lock is, therefore, in its jimmy- 
proof qualities. 


Police records show that most burglaries are made 
by jimmying doors. This takes only a few seconds. 
What protection do you afford your customer 
against the burglar’s jimmy? 





No. 666 
Segal Jimmy-proof Lock 


Segal Jimmy-proof Locks have stood the 
test for years. They protect millions. 
Never jimmied. Study the construction 
and you will see why. 


Indorsed by National Board of Fire 


Underwriters, burglary insurance com- 
panies, and by satisfied customers every- 
where. 

















The Segal Latch 


No. 212 is furnished with: 


A —Segal Patented Gauge Marks (see arrow mark) make 
it easier to install—saves risk of spoiling the door. 

B—A full lock-size pin-tumbler cylinder with unlimited key 
changes. 

C—Patented countersunk cylinder-ring. 

D—Our full size back plate assures perfect alignment of 
cylinder with case, easy operation and prevents latch-case 
from shifting out of correct position. 

E—More screws on case give added security. Protect your 


good will by selling Segal Latches. They offer the greatest 
latch value. 











Segal Six 
Lever Padlock 


or 


No. 1030 


Pays for itself in 


It brings business. 


Even this has the touch of Segal 
quality. These strong wrought steel 
padlocks are one of the best selling 
items in the big Segal line. 


Positive accuracy 











Segal Key Cutter 





Anyone can operate it. 


Write for literature. 


Segal Double-Acting 
Cylinder Padlock 
Nee 


KN 





a few months. 
No. 731 


Segal Cylinder Padlocks afford real 
protection because of their sturdy 
construction. Keys turn in any posi- 
tion—right or left. These Locks are 
having a large sale throughout the 
country. 


is assured. 
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ATKINS &, 


mw SILVER 





STEEL 


THE FOUR HUNDRED 
WORLD’S FINEST SAW 


This saw is the standard for excellence. Made 
from “Silver Steel”—Atkins exclusive formula; 
5 gauges taper ground; mirror polish; equip- 
ped with handle of solid rosewood and 
nickeled screws—Perfection Pattern—pre- 
vents wrist strain. 


The cutting efficiency of THE FOUR 
HUNDRED is unquestioned; its use 
among better carpenters is becom- 
ing universal; its design is abso- 
lutely exclusive and distinctive; 
furnished in Regular, or Nar- 
row Ship Pattern. 









Sales and Profits 


Every first class hardware store should stock this 

and other Silver Steel Saws. Your customers are 

bound to obtain SERVICE in all of’ the ATKINS 
QUALITY SAWS you sell. ° 


For yourself you will receive that “customer friendship” and 
confidence that only Atkins Silver Steel Saws command. 

Atkins No. 401 is the same grade of saw except it is Straight 
Back, and made in Regular Narrow Ship Pattern. 

















Write for literature. 
“Pointers,” “Saws in the Home” 
**How to Sell a Saw” 







Modern Manufacturing Methods Make Atkins Saws the Leaders 


E. C. ATKINS & COMPANY 


ESTABLISHED 1857 The Silver Steel Saw People 








Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 
Memphis New York Seattle 
Paris, France Vancouver, B. C. 





ASK FOR ATKINS NEW CATALOG 
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Do you know how to re- 
duce the cost of your 
newspaper advertising? 


UY HUBBART tells you 
in a remarkably helpful 


article in next week’s 
HarpwareE Ace. He points 
out among other things the fact 
that it is just as important that 
newspaper readers recognize 
your store’s ads as it is that they 
recognize the front door of your 
store. 

Every line of this article 
bristles with genuine informa- 
tion that will make your adver- 
tising bring home the bacon. 
Get it and read it without fail. 
Other special features too! 
NEXT WEEK. 


Read What They Say 
About Us: 


Keep up the good work. We need 
HARDWARE AGE more than ever with 
the advance of each year. 

Sincerely, 
Waite Harpware CoMPANny, 
Potsdam, N. Y. 


We like Harpware AcE better 
than any other trade paper. 
Very truly yours, 
Missouca Harpware & PLUMBING 
Co., 
(By) M. S. Costigan, 
Missoula, Mont. 
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Fashion is fickle 
—even in hardware! 


Last year we added 4609 new items to 


our line—and dropped 2080 old ones 


V ER six thousand changes in our line in 

twelve months—that gives you the 

picture of shifting demands in the retail 
hardware business! 

Theservices which Hibbard’s thus renders 
a merchant in this respect are three-fold: 

1. Constantly in touch with thousands 
of retailers throughout the country, we are 
quick to discover those items which register 
a slowing up in demand. A single merchant 
may overlook this trend, may be inclined to 
reorder since he is out of some particular 
item, and has always carried it. But we at 
Hibbard’s drop it from our catalog and our 
stock, and thus prevent our customers from 
loading up—even to a small degree—with 
unwanted merchandise. 

2. On the other hand a new product is 
. introduced in one part of the country, be- 
comes popular there. We learn of it, intro- 
duce it in our line and give our customers 
everywhere the opportunity of increasing 
their business with this new seller. 

3. And most impor- 
tant of all, it is in the 
“New goods pages” of 
our catalog and our 
Flyers that we acquaint 
our trade with proven 
articles, many of which 
have not previously 


been regarded as hard- 





ware items or sold by hardware stores. To- 
day, with the drug store, the chain store— 
even the grocery store—reaping profits from 
lines which in times past were only found 
at the hardware merchant's, it behooves the 
latter to “fight the devil with fire,” by add- 
ing to his stock other fast-selling lines in 
order to balance the business he is now 
sharing with other classes of retailers. 


Mother’s Day, Dad’s Day, Christmas, 
vacation season—the year is dotted with 
opportunities when the alert hardware 
merchant— with appropriate goods and at- 
tractive displays can secure his rightful share 
of the gift business done annually in his 
community. Gift shopping is rarely done on 
a price-haggling basis, the goods carry better- 
than-average profit margins, the type of new 
customers attracted by such merchandise are 
very desirable as permanent trade. 


The retailer who constantly “sweetens 
his stock” with a selection from our New 
Goods items is not only demonstrating 
his progressiveness to 
everyone who enters 
his store, but he is in 
many cases creating new 
business by catering 
to entirely new needs. 
He gets some of the other 
fellow’s business. He de- 
velops more of his own. 





HIBBARD, SPENCER. RARTLETT & (. 


211 EAST 


SHI CAS © 


WATER ST. 





’ 





nN 
Kod 
"he 











HARDWARE AGE for APRIL 8, 1928 45 








TRADE WINDS 


By {lew S. Soule 








Dupes of Duplication 


N the last five years the Woolworth stores have in- 
creased their turnover from 51% times a year to 914 
times a year. In other words, the approximately 

1600 Woolworth stores, on the average, turn their entire 
stock of merchandise every six weeks. 


One of the main reasons given for this increase of 
turnover is the elimination of unnecessary duplications 
in lines. The Woolworth Company has discovered the 
fallacy of spreading its sales of a single item over 
too wide a range of makes and varieties of approximately 
equal value. 


At one time the Woolworth stores carried 26 varieties 
of screwdrivers. Today they carry only six varieties. 
Even the veriest novice can see that the same sales 
volume applied to six varieties will show a better turn- 
over than when applied to 26 varieties. 


At the same time the company is carrying much larger 
quantities of each of the six varieties than it formerly 
did of each of the 26 varieties. In other words, it has 
increased its purchases of the varieties carried and also 
released money to use in broadening its range of mer- 
chandise. 


The Woolworth Company claims that the customer 
is better served through the carrying of fewer duplicate 
lines, because it simplifies his buying. When a cus- 
tomer is confronted with a dozen varieties or makes of 
an item, all designed to do the same thing, he is natu- 
rally confused. He hesitates, delays, wastes his own time 
and that of the salesman. Meanwhile the salesman is 
also more or less at sea. When the sale is finally made, 
the selling expense is higher than it should be, while 
the turnover of that item is lower than it should be. 


However, H. T. Parsons, president of the F. W. Wool- 
worth Company, says that one of the fundamental needs 
of the 5 and 10 cent store is “a lot of merchandise”; 
not a lot of duplicate lines and items, but a lot of mer- 
chandise covering a wide range of use. In other words, 
the Woolworth type of store cannot attract enough cus- 
tomers to make the business profitable unless it offers 
a lot of merchandise to fit a lot of needs. Also it must 
have plenty of the items it does stock. A policy of being 





out of goods is suicidal to the chain store. We are in- 
clined to believe that it is equally suicidal to the; in- 
dependent store. 


Recent investigations of hardware stocks in all parts 
of the country indicate that the average independent: 
retail hardware merchant is carrying too many. dupli-. 
cate lines. Because of this fact, he is buying his duplis 
cate lines in small quantities—so small that his business 
in most of those lines is not profitable to his source. of 
supply, and increases the general business overhead. 


Meanwhile his stock of the individual items of the 
duplicate lines is so small that he is continually out of 
goods, thereby losing sales and driving away customers. 
Also his range of salable items is curtailed because of 
his heavy investment in duplicates. His attitude is ab- 
solutely at variance with the merchandising trend of the - 
times. ‘ 


The successful hardware man of the future must carry 
a sufficient range of goods to attract large numbers of 
people to his store. That range should be carefully 
selected to include only merchandise that will sell on 
a fairly rapid basis. When the lines and items have 
been selected, he should carry quantities which will in- 
sure him against “outs,” and at the same time give him 
a reasonable turnover. 


He cannot do this so long as he clutters up his stock 
with unnecessary duplications. 


With his stock relieved of unnecessary duplicate lines, 
he can buy in quantities which will give him better 
prices, without overbuying. He can make his orders 
worth more to the distributer, and help cut the general 
cost of distribution. He can increase his turnover, re- 
duce his selling costs, and release capital for the stock- 
ing of other profitable lines. Finally, through his wider 
range of merchandise and his elimination of “outs,” he 
can attract and hold more customers. 


We have learned the lesson of display from the chain 
stores. Why itot take a few more pages from their book, 
on the subject of “duplicate lines,” “stock range” and 
“quantity.” 
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Many old timers 
have not kept in step 
with the changed 
conditions of now 
and twenty years 
back, says this 
author, who gives 
the hardware man 
a glimpse of himself 
as the customer sees 
him. 


By JOHN NJCHOLS 
Popular Science Monthly 


The author working in his basement shop, formerly used for coal storage 


66 HERE was a time when we thought nothing 
! of receiving two or three orders for a gross of 
hand drills unexpectedly by mail. Now, when 
we get an order of this size it is considered unusual.” 
This statement was made to me recently by a well- 
known tool manufacturer. Many old timers like the 
gentleman quoted have not kept in step with the 
changed conditions of now and twenty years back. 

I am not in the hardware business, nor have I ever 
manufactured a tool, but I do know this. If retail hard- 
ware merchants, located in villages, suburban towns and 
in cities where most of their customers live in houses 
they own, woke up to the fact that a large number of 
these home owners are their own plumbers, carpenters, 
electricians and painters (because of ever-increasing cost 
of mechanical labor) they would realize that these people 
are big buyers of all kinds of tools—as well as paint 


% 


E. CRAWFORD, 

« cashier of the Gage. 
Park State Bank, near 
Chicago, has inaugurated 
a program of practical. 
cooperation with the 
merchants of that com- 
munity. Each merchant, 
regardless of whether he 
was a custemer of the 
bank or not, was invited 
to place a display: of his.. 
merchandise in the bank 
lobby to remain there 
for one week. The space 
is now booked for nearly 
three months in advance. 
Any merchant can re- 
peat the performance 
just as often as he likes 
provided a free week can 
be arranged. 


¥ 





and supplies, and if they dressed their windows accord- 
ingly and went after this business seriously many of 
them could double their tool sales. 

The manufacturer of hand drills shrugs his shoulders 
and attributes the falling off of hand drill sales to the 
use of portable electric drills by the mechanic, but he has 
not impressed the retail dealers of the importance of 
substituting these lost sales by selling hand drills to 
the home owner, when he comes in to buy varnish or 
screws for the new radio set or ship model he is 
building. 

One day this week I was in a large New York hard- 
ware store buying some screws when a man asked the 
clerk at what counter they sold locks. “What kind of 
locks?” asked the clerk. “I don’t know, some kind of 
lock. I want to see what kind of locks you have. I am 


making something ‘special’ at home,” said the customer. 
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| of the SMALL TOOL MARKET 


While waiting for the clerk to wrap up my package I 
got talking to the prospective buyer of locks, and told 
him I guessed I was very much like him, that I did a 
good deal of work 
about my house but 
found I never had 
just the right tool 
to do the job with 
and in many cases 
did not know just 
what I did want, 
and found it very 
hard to get any 
constructive help 
from the hardware 
dealer. 

I found’ that the 
man buying the 
lock was building a 
workbench. Hav- 
ing made one my- 
self, I asked him if 
he was going to 
equip it with a 
“quick action vise” 
and a “bench dog” and told him how I had fastened 
the legs by bolting them through the two inch maple 
top, whereupon we spent the next half hour buying said 
vise, bench dog and a two inch bit. 

I’ll bet a hat, that if I had not spoken to that man, all 
he would have bought from this store that day would 
have been a 65c. lock: The point I want to make is this 
—any hardware clerk can spot a mechanically inclined 
home owner. If, instead of assuming a superior air, as 
many of them have with me when I came to them eager 
to buy, they would take an interest in the mari’s problem 
and think with or for him, not only would the customer 
buy more, but would come to that man time and again 
as well as tell his friends about the good hardware store 
he had found. 

There is one hardware store in New York that makes 
a specialty of catering to the mechanically minded home 
owner. This store has prepared a special booklet, list- 
ing the tools they sell that would be helpful to the home 
owner. They not only do a very large retail business, 
but in a little over two months have distributed, through 
advertising, over 4000 of their books to people all over 
the world, and they are receiving orders, by mail, for 
everything from a set of doweling sticks to a complete 
set of tools listing for $125. This store has people com- 
ing from all over the New York metropolitan district, 
just because they carry a quality line of tools and sup- 
plies and they help people buy what they want. 

How many hardware dealers, and manufacturers also 
for that matter, recognized the big opportunity to sell 
tools to the radio set builder until the craze had half 
passed to the buying of complete sets? 

How many hardware dealers were conscious of the fad 
for building model ships until complete factory made 
models were on the market? 

How many hardware dealers appreciate the fact that 
there are over 1,000,000 men, today, who have workshops 
in their homes, some of them equipped with a complete 





The home owners are their own carpenters, plumbers, electricians and painters 


set of the very best quality tools made, many of which 
they have not very pressing need for, but they have, 
nevertheless, because they want them. When a man 
gets bitten with the 
“workshop bug” 
the purchase of a 
$110 bench and tool 
cabinet is the same 
as a golf nut buy- 
ing a complete set 
of matched golf 
clubs and a trick 
bag, or the fisher- 
man who thinks he 
has to own a four 
ounce Leonard Rod 
in order to catch a 
few trout each 
year. The average 
amount a home 
workshop hound 
spends on tools is 
$32 a year. I 
know, because I’ve 
made it my business 
to find out. Several well-known national magazines de- 
vote many of their pages to items of interest to men 
interested in mechanics and tools. One national magazine 
offers complete working blueprints on such things as fur- 
niture, ship models, toys, radio sets, etc. The plans list 
tools and materials necessary. During the last year this 
publication has sold over 75,000 of these blueprints for 
25c. each. In the last three years over 200,000 :of these 
blueprints have been sold. Figuring that only 50 per 
cent of these plans were ever finished it would mean the 
sales of over $175,000 worth of paint, $25,000 worth 
of hardware and over $500,000 in small tools. 

The man who has a home workshop as a hobby is the 
hardware retailers’ best customer. He buys good tools, 
because of the variety of jobs he tackles and he has good 
credit and is always buying. I say this is a market that 
most tool manufacturers and dealers have overlooked. 








A Banker Helps Sell Hardware 


A shining example of true community cooperation 
which may be found in Gage Park, Chicago, is worthy of 
notice, 

In this rapidly growing district, R. E. Crawford, 
Cashier of the Gage Park State Bank, has inaugurated 
a program of real cooperation. As explained in the 
caption on the opposite page, each merchant, regardless 
of whether he is a customer of the bank or not, was 
invited to place a display of his merchandise in the 
bank lobby, to remain there for one week. 

Among the first to avail himself of the display space 
was J. F. McElroy, a hardware dealer in the neighbor- 
hood. Mr. McElroy believes that it brought a number 
of new customers to the store and he is anxiously await- 
ing his turn to try it again. 

Mr. Crawford states that the bank’s desire is to help 
the neighborhood grow and so prosper itself. 
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“INTERLUDE” 


By Saunders Norvell 


EFORE me are several voluminous stacks of pa- 
pers with notes on various interesting subjects. 
These papers are full of statistics that have been 

laboriously gathered. One subject of a forthcoming 
article is a survey of the cutlery business of the United 
States—past, present and future. There is a lot of 
matter here for not only an interesting but a very amus- 
ing article. When I study the cutlery business of the 
United States, in all of its various phases, I am re- 
minded of the song from “The Mikado” ; “It is a Source 
of Merriment—of Innocent Merriment!’’ But this morn- 
ing I don’t feel strong enough to tackle this subject, so I 
lay these papers carefully aside for future attention, 
when I may be feeling more courageous. 


* * * 


Then here is another stack of papers on the subject of 
price cutting. These papers are a study in relativity— 
the relations of profit to volume. Here, I have tables 
showing, if the price on an article is cut 5 per cent, how 
many more goods the salesman must sell, at the lower 
price, to make the same net profit. Among these papers 
is also a study of the state of mind of a jobber and a 
jobber salesman who, at the established price make just 
a net profit of 5 per cent, but who enthusiastically go 
out and seek business, offering a cut of 5 per cent there- 
fore taking all the credit risks; doing all the work ; and 
in the end coming out without any profit whatever. Just 
what is the state of mind that leads a jobber and a sales- 
man to conclude that this method of doing business is a 
worthwhile outdoor sport? Another point in this game: 
When you sell goods at your old cost it will be to your 
advantage, if you can possibly arrange it to give a long 
dating. 

*x* * * 

Then among these papers I find notes of an actual 
interview with one of the “leading salesmen” of a job- 
ber who came to my office, interviewed me on the sub- 
ject of price maintenance and then naively inquired what 
was the use of being the “leading salesman” of his house 
if he were compelled to sell goods at the same prices as 
other salesmen. What would become of his prestige 
with his customers if he could not offer them any con- 
cessions? “Why,” said this salesman, “my customers 
naturally expect me to offer them something better 
than the common ordinary salesman. Now when I call 
and tell them ‘NOTHING DOING,’ I realize that my 
standing as a ‘leading salesman’ in this territory is in 
jeopardy.” These notes suggest that the “leading sales- 
men” of some of our jobbers, in league with their pet 
customers, are actually trying to déstroy and nullify the 
jobbers’ efforts to stabilize their prices. 

Then, among these papers I find another lot of notes. 
Here is a jobber whose salesmen have always cut prices. 
They have sold goods only on price. Now these sales- 
men have been instructed by the head of their house to 
maintain prices on his line. They are calling on cus- 
tomers and the customers are, of course, expecting the 
usual cuts. These salesmen cannot come across. Not 
knowing any other means of selling, except to use that 
confidential five, like Othello, their occupation is gone. 


So, of course, they do the obvious thing ; they write their 
houses that the traded are getting cut prices from others 
and will not place orders. These salesmen don’t see the 
point, that,in the past, having always sold goods by cutting 
prices nothing is expected of them but cut prices. The 
retail merchant expecting cut prices and not getting them 
feels peeved, and when he finds it necessary for him to 
place his orders at the regular price, naturally he will not 
place them with those salesmen who formerly gave him 
the cut price, but will buy his goods from the salesman 
with whom he has had no cut price discussions. ; 

Well, these things are all interesting and a long arti- 
cle could be written on the subject. But this morning 
I feel too weak to tackle it, so I just lay these — 
aside with all of the tables about volume and profits for 
some future and more propitious occasion. 


* * * 


I am inclined to think that my articles, recently, have 
been losing “punch,” because I have not received an 
anonymous letter bawling me out for more than a month. 
| am afraid “my public’”—as the movie stars say—is be- 
coming indifferent. You must always keep your public 
stirred up. When they go to sleep on you, you are 
lost ! 

ie. thee 

It is a curious fact that some of my most popular arti- 
cles—the articles about which I receive the longest and 
most complimentary letters—are those that I write in 
my moments of temporary aberration. When I pick out 
some subject that is not worth while—when there is 
actually nothing to it—and when I write about it, I al- 
ways look for a flood of letters from “my public.” So 
I feel, this morning, in my present state of mental de- 
bility, that I should write one of these weak-minded 


effusions. 
* * of 
oe 


” 


“A personal allusion,” so I once heard an orator re- 
mark, “is always an impertinence.” Therefore allow me 
to proceed forthwith to be impertinent! I have a little 
apartment on Thirty-sixth Street in New York. I have 
enjoyed it for a number of years. If I should give it 
a name, I should call it THE CACHE. That, you know, 
is what the explorers at the North Pole called the place 
where they stored their supplies in case of dire neces-: 
sity. Now, The Cache is a very simple place. There 
are some easy chairs; some good lamps, and shelves 
filled with many books. There is no servant here. The 
apartment house provides service. There is a telephone 
but most of the time there is no one to answer it. Most 
of the time, The Cache dwells in silence, and as you 
know, of course, where there is no ear to hear there is 
absolutely no sound. So The Cache, most of the time, 
is soundless. But when there are ears to hear then The 
Cache often makes up for lost opportunities. There is 
frequently much talk and much laughter. Here the af- 
fairs of the world are discussed and everything is ar- 
ranged to the satisfaction of the talkers. But in this 
article I wish to pay my respects to a certain unknown 
visitor to The Cache. 

At regular intervals The Cache is burglarized! On 
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one occasion I was in Europe. What I had done to my 
Letter of Credit was something terrible! Then, I had 
to buy presents for all the family—where was the money 
coming from? Then came a cable: “Apartment burglar- 


ized, fully covered by burglary insurance—will collect.” 


Splendid! I came home loaded with presents for the 
family, thanks to the kind attention of the burglar and 
the insurance company. That burglary was rough work. 
It was a clean-up. Since then, I have discontinued wear- 
ing stickpins that were presented to me by maiden 
aunts, in my early youth. I am consoled with the thought 
that stickpins are out of fashion, and that real gentle- 
men do not wear much jewelry—that a large display of 
rings, stickpins and watch charms is an outward indi- 
cation of an oriental temperament. Since that time The 
Cache has not had an out and out burglary ; but first one 
thing and then another has been disappearing. It is 
what one might call a creeping process of larceny. 

This lady, or gentlemen burglar, has excellent taste. 
Common ordinary five-and-ten-cent counter things are 
passed over, but some of my rare objects d’art are be- 
coming memories. There was a jeweled handle dagger 
from Spain that is gone. I loved this dagger. It had 
a history. It is a shame for the history to be separated 
from the dagger itself. Possibly the burglar does not 
know the history, but if he will write me I shall be glad 
to give it to him, so that he will be able to appreciate the 
dagger more. He may think it is only a common ordi- 
nary dagger—(it was once owned by a Moor in Gra- 
nada, of the time of Boabdil). 

Then a mother of pearl cigarette lighter—a present 
brought to me from Europe—has recently joined the list 
of my valuables, that like the Arab have silently folded 
their tents and faded away! What will go next? I am 
trying to fool this burglar; I am laying out on the table 
in a careless but attractive manner, some phoney things 
Ihave. It would delight my soul to have him steal some 
modern object with an idea that he had an antique! So 
far in this indoor game, my light-fingered friend has 
all the best of it. He has not made a single mistake in 
his selections—he always takes the best! 

This morning, after missing the cigarette lighter, I 
wandered over past my neighbor’s, Mr. J. Pierpont Mor- 
gan’s art gallery, to Park Avenue. Old Mr. Morgan 
had his residence on the corner and back of the residence 
was his private art gallery. This was connected with his 
residence by a tunnel. Now he has torn down his resi- 
dence and has built another art gallery, and both of these 
galleries will be presented to the city. Mr. Morgan al- 
ways has two guards, night and day, patrolling the side- 
walk around his place. Now that’s the trouble with 
making a collection. You have to have guards. I have 
often talked with his guards—they enjoy my cigars. 

If the burglaries continue in my collection, I will see 
if I cannot arrange for one of Mr. Morgan’s guards to 
walk up and down in front of The Cache. This matter 
is really becoming serious and I may have to talk to Mr. 
Morgan about it. It is too bad that two collectors on a 
neighboring block can not continue their innocent 
amusement of collecting antiques without being the vic- 
tims of a predatory public. I wonder if Mr. Morgan 
ever missed any of his art treasures after he has had a 
party. 

* * * 


This morning in the bright sunshine, I sauntered over 
to Park Avenue and stopped to enjoy a few ultra-violet 
rays against the wall of the Community Church on 34th 
Street. Happening to turn and glance at the wall, I 
saw a bulletin board, and on this board were announced 


four weekly lectures, commencing on April 5, by Will 
Durant. The subject of his first lecture is: “IS OUR 
PROGRESS REAL?”—$2 for the course ; seventy-five 
vents per lecture. Now I am going to be in the front 
row at that first lecture on April 5 as I have my own 
ideas about the present progress the world is enjoying. 

In passing, I must add that my burglar friend is also 
a judge of books. One of the things he has carried away 
has been Will Durant’s “Story of Philosophy.” I was 
very sorry for this loss because it was autographed by 
Will Durant himself. 


* * * 


As I walked up and down the platform of the subway, 
trying to dodge the negro sweeper, I glanced at the 
boardings (this is English for billboards) and there were 
two large billboards side by side that lifted me out of 
my spirit of gloom and depression. One of these bill- 
boards read, “Dolores Costello now acting in TENDER- 
LOIN,” and the billboard, full length, six feet high, 
alongside read, “BROMO SELTZER—for headaches.” 
Now that billboard man did have a sense of humor. 
Dolores should bring an action for damages. 


* *K * 


There is a play here in New York making a great hit. 
I am informed seats are now quoted on the Stock Ex- 
change at $12 each—possibly you did not know that the 
leading theaters in New York are now quoting the prices 
of their seats on the ticker in Wall Street. 

This play is called “The Amazing Interlude.” I am 
told it was offered to the Shuberts, but they declined it. 
The tired business man goes to this play at five o’clock 
in the evening, then between seven and eight there is an 
interlude for dinner. You then return to the theater 
after dinner and see what happens. Heywood Broun 
says that the Shuberts, in order to recover what they 
had lost on making the play, have bought out the res- 
taurant across the street and are making’ a handsome 
profit in the dinners bought by the tired business men 
and their friends between the acts. I have “The Amaz- 
ing Interlude” on my list, and when I can accumulate 
enough money to buy a ticket, I hope to see it. 

I am getting just a little bit leary of the tastes of my 
Western friends in plays. The other: day, some friends 
came on; they rang me up. Now sometimes I wish to 
see people and sometimes I do not. In one case I say 
over the ielephone, “Splendid! So glad you are in town; 
meet me at the 5.30 train in the Grand Central Station 
and come out to Larchmont and we will have a good 
old-fashioned family dinner.” Then you should hear 
the explanations and excuses. In other cases, when the 
telephone rings, I say, “Fine! Glad you are here. Let 
us have dinner at the Colonial and then go to the play. 
Afterwards we might see a second show.” Then you 
should hear the enthusiastic acceptance! (It is a curious 
fact how good, steady family people from the West do 
hate and despise family life when they come to New 
York.) 

The other day, some dear friends of mine from the 
West arrived; usual telephone call. The lady of the 
family (a charming little woman) wished to see “The 
Ivory Door.” So we went. She sat between two large 
men—her husband on one side, and the contributing 
editor on the other. She told us afterward, that she 
thought “The Ivory Door” was wonderful. I looked at 
the husband and he looked at me, and we both felt guilty. 
Both of us had slept peacefully through the entire play. 
In one of the moments when I woke up, I heard him 

(Continued on page 109) 
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Store Reduces Inventory $20,000 


Increases Selling Efficiency and Sales 


Craig Wilson Did It in Buffalo, N. Y. Perfected Lighting Gives Full 
Display Value to 85 Per Cent of Stocks on Open Top Fixtures 


AST June en 
® route to the Mack- 
inac Island con- 
gress Craig Wil- 
son was _ thor- 
oughly steeped in 
the science of re- 
tailing hardware. 
His modernized 
store in Buffalo, 
N. Y., was then 
two months 
young, completely installed by W. C. Heller & Co., 
Montpelier, Ohio, and functioning with greater efficiency. 

In that short time second 
sales had become more fre- 
quent. Selling time had been 
reduced and a check-up proved 
that instead of a scant 40 to 50 
per cent of his stock on view 
he now displayed, for sales 
purposes, better than 85 per 
cent of the many lines carried. 

With a year’s record, Mr. 
Wilson finds he has been able 
to decrease his inventory about 
$20,000 and finds that with 
only nine months in 1927 his 





Wilson’s attractive store front is shown 
on the top of the page. small cut 
with the initial letter is a view taken 
the morning after the fire which gutted 
the building in January, 1927. To the 
right you get a glimpse of one side of 
Wilson’s modern store. Note the num- 
bers on the Heller open top display 
fixtures. Each employee is assigned a 
certain group of tables which -' inet 
keep clean, neatly arranged and ade- 
quately stocked. Any carelessness in 
p= details is checked against the man 
hose assignment lists the number of 
the neglected table. There is ample 
aisle space between these well arranged 
tables, encouraging customers to shop 


year’s business was slightly ahead of the volume for the 
entire twelve months of 1926. The store ‘was closed 
three months, due to a fire early in January, 1927. The 
new store was not completed until the middle of April. 
The year 1927 was rated as only fair with most busi- 
nesses, yet a modern store enabled Jas. L. Wilson & 
Son to better all of 1926 in nine months. Harold 
Daughters, merchandising engineer of Painesville, Ohio, 
worked with Craig and his brother Roy, discussed 
modern methods and sold them on many points which 
they did not readily accept at first. 

In order to study retailing up-to-date the Wilson 
brothers visited the new stores of Steinman Hardware 

o., Lancaster, Pa., Chas. Walmer, Wilkinsburg, Pa., 
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HERE are no 
displays above 

the  seven-foot 

eye level point in this 
new Wilson _ store. 
You can look from 
‘ the front to the back, 
: -or-from one side to 
the other and grasp 
the display idea used. 
Steel goods, seeds, 
fertilizer and related 
items are grouped in 
one section. Aisles 
are kept free and dis- 
play compartments are 
not overcrowded. Fix- 
tures were installed 
by W. C. Heller & 
Co., Montpelier, Ohio. 





and Stambaugh-Thompson Co., Youngstown, 
Ohio. All of these stores had?been pictured 
and explained in HARDWARE AG&;’so that these 
Buffalo merchants knew just where to go and 
what to see. ; 

One of Mr. Daughters’ hardest battles was to 


sell the idea of displaying tools without glass. 
The Wilsons feared theft would be too great 
and cleanliness difficult. They acceded unwil- 
lingly and today are glad, because they find 
theft slight and have learned that the increased 
sales and reasonable care eliminates the prob- 
lem of keeping the displayed tools clean. 
There is no such thing as slow-moving stock 
in this store today. Items which had little 
demand have been active since the customers 
have been able to see them. It is also an interesting fact customers and do a bigger individual volume. It is easier 
that an increasing number of women customers and a_ to keep stocks adequate and when inventory time came 
larger average sale to each customer are noticeable. it was possible to do the job at odd times, during six 
Previous to the fire Craig 
and Roy often considered re- 
modelling the store but were 
inclined to feel the cost was too 
high. The fire, of course, 
gutted the store, forcing re- 
building and so they decided 
that only a modern store would 
do. With one year’s expe- 
rience they feel that, regard- 
less of the fire situation, the § : 
money put into a new store @ ., “om 
would have been a definite ae en a 
businesslike investment. — 
The store staff join in the 
enthusiasm. Customers com- 
ment freely on the advantages 
of the new Wilson store. 
Lines’ not varied previously 
have found a ready market on 
display. Each individual sales- 
man finds he can handle more 
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TORE plan now used by Jas. L. Wilson 
& Son, Buffalo, N. Y., is shown at the 
right. Below are three types of tags 
and stickers used by this firm in pricing 
foods. Note each bears the company name 
and provides space for stock numbers, stock 
location and any additional markings. Be- 
low the store plan is a group picture of the 
Wilson personnel dressed in white coats on 
opening day so that visitors could identify 
them. The two men in the center are the 
Wilson brothers. Craig is on the left and 
Roy on the right. 











days, whereas previously it had taken 
fifteen days and often longer. 

When the new store was ready a 
grand opening was celebrated, bring- 
ing 4000 people in to see what was 
advertised as “A New Idea in Hard- 
ware Selling Never Before Seen in 
This Section of the Country.” The 
opening day was a Saturday, the 
hour 10 a.m. For several days the 
windows and doors were locked, cre- 
ating.an air of mystery which intensified the local interest. 

In common with modern practice there is no display 
more than 7 ft. from the floor. From the door you can 
see the entire store. The color scheme on the wood is 
silver-gray. 

When the store was ready for completion a floor plan 
was sent to Nela Park, where lighting engineers designed 
a plan of illumination, which looked reckless at first be- 
cause it called for 300 watt lamps and special fixtures. 
The actual light bills have been about $100 per year 
greater than the average year’s light bill, but sales due 
to better light have paid many times for this extra in- 
vestment. Customers were quick to appreciate the sci- 
entific lighting. Many commented on it, and, partly due 
to the good light on the open top Heller tables, the firm 
has tripled its sale on Mazda bulbs. 

The Wilson hardware store grew from the well-known 
plumbing firm of the same name, founded in 1893, by 
Jas. L. Wilson, father of the two men now conducting 
the business. In 1912 Roy joined his father’s plumbing 
business and in 1917 the firm was incorporated and 
Craig came in. A year later the hardware store was 
opened with Craig in charge as store manager and sec- 
retary of the firm. His father was president and his 
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brother vice-president in charge of the plumbing busi- 


ness. The senior Mr. Wilson died in 1924. Roy is 
president and Craig vice-president and secretary. 

The hardware business looked akin to plumbing. 
Those buying plumbing supplies often requested tools, 
bolts, nuts and other hardware. Craig fancied the busi- 
ness and it was decided in 1918 to invest $5,000 in hard- 
ware. When the store was ready for business it was 


‘found that stock and fixtures inventoried at about 


$12,000, including a fair stock of emergency plumbing 
items. For the first nine months Craig ran the business 
unaided. The night before the opening he worked until 
3 a. m., with the assistance of jobbers’ salesmen. He ar- 
ranged the stock, marked the prices, cleaned the win- 
dows and put everything in readiness for the grand 
event. 

Ever since he has been a student of hardware retail- 
ing, and an active association member, an interested par- 
ticipant in conventions and a diligent reader of hard- 
ware journals. Wherever there is hardware merchandis- 
ing knowledge available Craig goes after it: 

In his ten years’ experience the topnotch year showed 
gross sales about $250,000 in the store and about the 

(Continued on page 106) 
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Why Polish Shovels? , 


Black Goods Cost Less—Wear Longer— 
Important Simplification Overlooked 


EVIEWING the simplifica- 
R tion proposals on sizes, pat- 

terns, and finishes of shovels, 
scoops and spades and checking these 
with the schedules recently adopted 
by manufacturers and distributors 
through the Division of Simplified 
Practice, Department of Commerce, 
we are inclined to believe that a most 
important and economical part of the 
plan was not adopted. When con- 
sulted the trade overlooked the stipu- 
lation, which provided for the elimi- 
nation of many special blade finishes, 
such as full polished and half pol- 
ished blades and suggested the stan- 
dardization by all manufacturers on 
black or naturally finished blades. 

The very use shovels are put to, 
suggests that a full polish is extrava- 
gant and of short duration. Investi- 
gating further we find that the proc- 
ess of polishing is not only expensive 
but that it removes the best part of 
the blade stock. So we.ask, why pol- 
ished shovels? Black goods cost less 
and wear longer. 

A prominent hardware man, agree- 
ing wholeheartedly with our question, 
adds to this thought the following : 

“I have often wondered why, in 
light of the usage to which shovels, 
spades and scoops are put, one 
should ever consider the purchas- 
ing of polished goods. The putting 
of a highly polished finish on these 
articles is unsound and uneconomical. 
If one ever considered the labor and 
expense for polishing a shovel and 
then its appearance within five or ten 
minutes after it was put in use, it 
would certainly seem that the usage 
of polished goods, with possibly one 
exception, is without reason. 

“All shovels, spades and scoops of 
the polished variety are made from 
exactly the same piece of steel as the 
black or natural finished tool, yet a 
great amount of labor is put upon 
same to produce a beautiful finish, 
which doesn’t last and which costs a 
great deal in money, and the final re- 
sult is a tool the life of which has 
been shortened by the very polishing 
process. 

“Originally shovels were made of 
iron, then when steel came into use, 
on account of objections (not, how- 
ever, sound ones) to the usage of steel 





it was necessary to polish steel 
shovels so that they would look ex- 
actly the same as the polished iron 
shovel. The outer surface of any 
piece of metal, whether it is in the 
bar, sheet or cast form, is the very 
hardest part of same, and to polish 
same away not only means spending 








Do you agree 


or disagree with us 
on the polishing of 
shovels? 


ET us have your 

opinion on this sub- 
ject. It looks as though 
an important phase of 
the recent shovel, spade 
and scoop simplification 
program was overlooked. 

We want your ideas 
on this subject whether 
they agree with us or not. 
Every hardware man is 
invited to contribute to 
this discussion. Send in 
your letter now! 





money for a purpose which is not 
lasting but produces an article the 
life of which has been very materially 
reduced. 

“Everybody is, we believe, trying 
to simply his business, and certainly 
it is not simplification when we take 
into consideration the great number 
of special finishes asked for in this 
line of goods. The dealers have to 
stock both kinds, which works a 


hardship from the inventory stand- 
point and in addition to that renders 
him less liable to give service unless a 
tremendous stock should be carried. 
A polished tool when put into use by 
the natural process of rusting will 
wear away quicker than a black or 
natural finished tool, and it seems 
axiomatic that nobody should ‘buy 
polished goods with the exception of 
the foundryman for his molder 
shovels.” 

Our friend’s expression could also 
be summed up, “black goods cost less 
and wear longer.” ‘ 

Another hardware 
and says: 

“All shovels now have blades of 
steel, varying in analysis and quality, 
of course, but steel, nevertheless, and 
no longer is it necessary to polish a 
steel blade to differentiate from a 
blade of iron. A shovel with a pol- 
ished blade is exactly the same in con- 
struction as a shovel with a blade of 
natural finish, except the polished 
blade is thinner ‘and therefore weaker, 
having been ground and ground on 
abrasive wheels until it shines. It is 
a well known fact that the best (wear 
resisting) part of a steel blade is the 
outer crust or layer, the part which is 
ground away in the process of polish- 
ine the blade. . 

“The grinding or polishing of 
shovel blades is uneconotnical, ¢ostly 
and injurious to the health of ‘many 
workmen and for the benefit of the 
user, the dealer and the manufacturer, 
should be discontinued. 

“The dealer with the foresight to 
stock and sell shovels, spares and 
scoops having blades of black or nat- 
ural finish will reduce his inventory, 
will enable himself to serve his cus- 
tomers with tools of greater value and 
will assist the industry in the elimina- 
tion of a costly and wasteful practice. 

“With the exception of a few spe- 
cial patterns, such as molder shovels, 
there is no logical reason why tools 
made to handle dirt, sand, gravel,, 
coal, etc., should be manufactured 
with specially finished blades, most 
of which rust or tarnish before they 
can be delivered to the users.” 

Your opinion would be most: wel- 
come! Let us hear from you on 
this important subject. 


man concurs 
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EVERYBODY’S BUSINESS 


By Floyd W. Parsons 


HEN Henry Hud- 
Wx sailed away 

from Amsterdam, 
Holland, more than 300 
years ago seeking a new 
route to India, he sailed 
west for six months before 
finally dropping anchor in 
what is now the harbor of 
New York. The other day 
the president of The 
Netherlands Chamber of 
Commerce in New York 
City lifted the receiver of 
his telephone from the hook 
and was in instant com- 
munication with the chair- 
man of the Holland Cham- 
ber of Commerce in 
Amsterdam. Science has 
transformed months into minutes, so far as communica- 
tion is concerned. 

In order to really understand the full significance of 
the tremendous change that has taken place in human 
environment, one must pause a moment and recall the 
early days when it was indeed a short life and not a very 
merry one. One baby out of every five died before it 
was a year old. The expectancy of life at birth was only 
28 years. Such things as protected water supplies, 
sewage disposal and safe milk were unknown. Typhoid 
fever, diphtheria, small pox, tuberculosis and diarrhoeal 
diseases were a constant menace. Cancer was not so 
much of a threat because the majority of people did not 
live long enough to reach the cancer age. The average 
citizen labored for long hours with little diversion and 
was beset with fears and obsessions. 

Those were the days when kerosene provided our 
“bright lights”; when hoopskirts, bustles, pill-box hots 
and cameo brooches were all the style; when men wore 
padded cravats, spring-button trousers and derby hats 
with linings so elaborate they would have done credit 
to the handiwork of an expert casket trimmer; when 
every house had a fence around it and the streets were 
lined with hitching-posts and trees; when church bells 


© Wide World Photo 


rang on Sunday and the lady of fashion preserved her . 


modesty by mounting stepping-stones at the curb in order 
to get into her Victoria; when sodas were a nickel and 
even “Ma” rode a “bike”; and when watermelons were 
round rather than oblong. 

Little Johnny wore copper-toed boots designed to fit 
either foot, and around his neck hung an “assifidity” 
bag calculated to protect against the evils of disease. 
Father came home for his midday meal, and after work- 
ing hours he would get drunk for a dime or dead drunk 
for a quarter. The host offered you a pinch of snuff 
instead of a cigarette, and the swain who possessed a 
horse and buggy and could drum a guitar had the chief 





New Problems—New Answers 





FLOATING LANDING FIELDS WILL DOT THE OCEANS 


qualifications of a village 
shiek. No home was com- 
plete without tidies, gaudy 
mottoes on the walls, coffee 
cups having mustache 
guards, and at least one 
squeaky chair that rocked 
on stationary runners. 

Fredericksburgh, Va., 
passed the first speed law 
which imposed punishment 
by fine upon anyone who 
galloped his horse on Main 
Street. A factory owner in 
Massachusetts posted some 
rules, among which were 
the following : 

The mill will be put in 
operation 10 minutes before 
sunrise at all seasons of the 
year, and the gate will be shut 30 minutes past eight each 
evening. 

Anyone damaging machinery or impeding the prog- 
ress of work must pay for the losses incurred. 

Anyone employed for a specified period of time must 
make up lost hours before becoming entitled to his pay. 

Anyone who quits without giving a month’s notice 
forfeits four weeks’ wages. 

From September till March, 25 minutes will be allowed 
for breakfast, 30 minutes for dinner, and 25 minutes 
for supper, and no more. During the summer months 
all employees must have their breakfast before going 
to work. 5 

Public opinion of that day was largely opposed to baby 
carriages because they made it possible for the mother 
to wander too far away from her home. The first 
talk about women’s rights, female “doctresses,” and co- 
education brought forth tirades about “unsexed” women, 
“the shrieking sisterhood,” and “he-girls.” Ladies of 
good repute were not expected to walk alone on the 


Streets, or go to the theater unescorted. There was 


much excitement over the first lady acrobats, and 
Harper’s Bazar was severely criticized in the late 60’s for 
exhibiting women’s faces in public prints. 

Up until 1883 we did not even have an accurate time- 
keeping method. Trains operating between large cities 
started on one time system and arrived at their destina- 
tion on another. Train-dispatching was in its infancy. 
Hours were reckoned from sunrise to sunset, and many 
people set their watches by the noon shadow on the sun- 
dial. Few complained if a train was no more than an 
hour off its schedule. New York, Boston, Montreal, 
Hartford and Albany all differed in time, and yet no 
one of these cities was willing to yield a single minute 
to any other. 

This condition brought no end of chaos. One railroad 

(Continued on page 107) 
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Concentration of Capital and Territory Under 
Discussion by Hardware Council 





(PD EALIZING that the hardware trade is 
the Hardware Council is doing we are pleased to have an opportunity 
to present this report from that organization. 
insofar as you can, adapt the findings of the Council to your own problems. 
This, therefore, is your opportunity to keep 
abreast with the great forward movement, which so vitally concerns the future 
of the hardware industry. 


The Council represents you. 


intensely interested 


Read this report, study it and 


in what 











EETING in New York re- 
M cently the Hardware Council 

spent two intensive days 
studying important current hardware 
problems. An interesting part of the 
session was the discussion on the 
value of concentration of capital 
territorial activity and buying. The 
composite report on these related sub- 
jects starts with the questions and is 
followed by the finding of Council. 
This report follows: 

“Can more valuable service be 
rendered by a merchant concentrat- 
ing his capital and efforts in the lines 
he is best fitted to supply or by at- 
tempting to serve all the orders of his 
customers ? 

“We think that real merchants can 
better serve their customers on most 
anything they ask for in the hard- 
ware line. And by the way, these 
merchants are in the minority, as this 
requires capital and ability. 

“There are a great many retailers 
in business today that have not a 
sufficient knowledge aside from items 
on their own shelves to order items 


other than they carry in their stock 
regularly that their customers might 
ask for, consequently one answer 
would not apply to all dealers. 

“If a person wished to buy some- 
thing out of the ordinary in worth 
while quantities, the merchant with 
ability will not let this person go 
away, where the storekeeper would 
be inclined to pass up goods of this 
kind. 

(Question No. 2). “Can the cost 
of distribution be lowered by each 
merchant concentrating his efforts in 
the territory he can best serve or by 
operating sales activities into terri- 
tories where competitors have an ad- 
vantage? 

“We look at this question in this 
way : Each individual jobber will have 
to figure out his own salvation de- 
pending on what he has to do with, 
whether he can operate at all in a 
foreign or distant territory, in other 
words: in the other fellow’s territory. 

“Tt would seem to the small jobber 
having a limited stock and a limited 
variety could not operate successfully 


too far from home where the larger 
jobber with a larger variety and some 
special prices would be more suc- 
cessful. 

(Question No. 3). “Does the re- 
tailer who buys from too many firms 
increase operating cost for the whole- 
saler? Real cooperation between the 
wholesaler and retailer should enable 
the former to sell on a closer margin. 
Small orders caused by the retailer 
dividing his business among too many 
firms, requires the wholesaler to keep 
more help than should be necessary 
for his volume. 

“We feel that small dealers should 
buy from not more than one or two 
local jobbers. This might apply also 
to some of the larger dealers, but 
the small dealer will be better served 
by his local wholesaler. The conve- 
nience of the short telephone calls, 
quick service and rapid transportation 
is a great convenience for the small 
retailer who carries a limited quan- 
tity of various lines.” 





How Can I Create Capital? 


HAT is a question which is being asked by hundreds 

of ambitious young fellows. They feel the impulse 
to have their own business, but how can they command 
the necessary capital to start? To one who has not ac- 
cumulated the capital and who has no prospect of inher- 
iting any, this question seems ominous. 

“A-penny saved is twopence earned,” is the pith of 
any answer which can be given. In other words we 
must discipline ourselves so that we shall be willing to 
go without something today in order to enjoy a future 
good. 

Savings banks, insurance companies, building and loan 
associations are all agencies created for our benefit to 
aid us in satisfying future need. Bankers are willing to 
advise us how to do certain things, but we must disci- 
pline ourselves and force ourselves to live up to the 
conditions which will give us what we must have to 


supply the future good we seek. Most of us must have 
the training involved in creating capital before we are 
fitted to handle a business on our own hook. 

Is it a want or is it a need? There are a few funda- 
mental needs that we must supply, but most of us could 
do with much less if we really had a consuming desire 
for future good. We fail of our goal only because we 
yield to present temptation to satisfy immediate wants. 
This is one of the jobs which each must do for himself 
if it is to be successfully done. First of all, save your 
time and energy by employing them fruitfully ; next save 
some money and invest it prudently; then focus your 
free thought on your definite goal, and nothing can keep 
you from gaining a worthy end. Facts are stubborn 
realities. You must-learn to handle them in the interest 
of the future good you seek.—Harris-Dibble Bulletin. 
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The (Guarantee of 


Guarantee is 
Overstressed 


66 HIS not 

only applies, 
in our opinion, to 
small tools, but to 
larger items as 
well. Just recent- 
ly we had a rather 
peculiar experience 
ourselves with ref- 
erence to a guar- 
antee. 

“A lady from a 
nearby town, who 
had at one time bought a range from 
us, came in and wanted to see some- 
one with reference to a stove that 
had gone bad. She was referred to 
the proper party for making an ad- 
justment and left him under the im- 
pression the range 
had been bought 
only a short while 
and that some of 
the fire-box cast- 
ings had burnt out. 

“As the infor- 
mation she had 
with reference to 
the style and num- 
ber of the stove 
was not complete, 
it was necessary 


J. E. COCKRIEL 
for her to go home to get this 


additional information. She was 
asked to give full information as 
to the style, number, etc., of the 
range and report back, and was told 
her claim would be given due con- 
sideration. After she went home, 
she wrote us a letter giving us the 
information asked for and in her 
letter stated she had had the stove 
five years, and that it was guaran- 
teed and she thought the castings 
should be furnished without cost to 
her. 

“Had she not told this part of the 
story, it might have been possible 
that our house would have lost the 
price of the castings, thinking she 
had had the range only a short while. 

“While we have instructed our 
sales force to be careful in handling 
the word guarantee, it may be possi- 
ble that five years ago, in making the 
sale of the range, the salesman told 
her the stove was guaranteed. If so, 
she still remembers that part of the 
transaction above everything else. 





TOOLS 


fermen are many opinions offered on the tool 
guarantee problem. Retailers, jobbers and 
manufacturers are speaking freely, because they 
recognize the importance of the subject. 
tically every letter agrees that existing guarantee 
policies by their broadness encourages abuses 
mentioned in these letters. 
come. Have you written your opinion yet? 


“A satisfactory explanation was 
given to the lady that no concern 
would feel justified in replacing stove 
castings, especially fire-box linings, 
where a stove had been in use for 
five years, and after explaining the 
matter in a sensible way, the cus- 
tomer was satisfied. 

“This only goes to show that the 
word guarantee should be handled 
very carefully, anu in our opinion 
75 per cent of the guarantees are 
entirely unnecessary. As _ stated 
above, we try to be careful about 
guarantees. 

“Of course, the policy of our house 
is like, we think, all other good re- 
liable concerns. We want to give 
our customers value for their money 
and whether or not we guarantee an 
article, if it is not worth the price 
we have asked for it and doesn’t give 
the service it is intended to give, we 
cheerfully make an adjustment even 
though the word guarantee has never 
entered into the transaction. 

“We believe dealers, manufac- 
turers and jobbers should all get 
away from the word guarantee and 
substitute a policy that would be 
fair, and that is give a dollar’s worth 
of merchandise for a dollar.” 

(Signed) J. E. CocKRIEL, 
Secretary-Treasurer, 
Guenther Hardware Co., Owensboro, Ky. 





Poor Way to Sell 


66 OR myself, I wish there were 

no guarantees, for I think it 
is a poor way of selling merchan- 
dise. It is only human nature to be 
generous with our friends if some- 
body else is standing back and pro- 
tecting us. I -have seen cases where 
the local merchant got such a reputa- 


There are more to 


tion for replacing 
goods that fellows 
came from far and 
near to secure re- 
placements on 
standard goods. 
He, the local mer- 
chant, could build 
up a reputation at 
the expense of the 
manufacturer and, 
alas, too often the 
owner down deep 
in his heart knew 
he was not entitled 
to a replacement. 

“Here’s another sense, however, in 
which it works against the local mer- 
chant. A fellow can become so good 
at replacing tools and merchandise 
that instead of making money on 
the sale of goods, 
either he or some- 
body else never 
made any money 
save on the orig- 
inal sale. A chap 
might get a hatch- 
et or a hammer or 
a_ shovel — paying 
one profit one time 
and then instead 
of anybody, distrib- 
utor or local deal- 
er, ever making another profit, the 
next two or three transactions were 
just handled for the love of humanity 
and, yet all the work of overhead and 
expense was involved as if another 
sale had been effected. 

“We go on the plan that any pres- 
ent-day, established, legitimate 
manufacturer is as vitally interested 
in the goods that leave his hands as 
the consumer, local dealer or dis- 
tributor can possibly be. We also 
assume that he knows more about 
how the article should be made than 
any one of those other three. We 
respect his ability and experience as 
a manufacturer which must cover a 
much wider field than any one or 
the other or all of the other factors 
in any given case; and hence I might 
just as well attempt to tell the presi- 
dent of a railroad how to operate 
trains, or the maker of an estab- 
lished, high grade, well knwon auto- 
mobile how to make automobiles as 
to tell a maker of tools.” 

(Signed) W. F. KENNEDY, Pres., 
Ott-Heiskell Co., Wheeling, W. Va. 


Prac- 





W. F. KENNEDY 
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Urges Standard Practice 


iT 3 — were 

very much 
interested in your 
issue of March 15, 
particularly that 
section relating to 
the guarantee of 
tools and the let- 
ters which have 
been written on 
this subject by 
manufacturers, 
wholesalers and re- 
tailers. 

“Our experience prompts the state- 
ment that about 50 per cent of the 
tools which are returned are proper- 
ly subject to replacement, and the 
other 50 per cent represent items 
which have been abused or worn out, 
and for which the maker should not 
be responsible. 

“We have had hand saws returned 
to us which have become practically 
useless as far as cutting is concerned, 
due entirely to improper setting of 
the teeth. Axes have been sent in 
which show a break and yet no signs 
of a flaw; while hatchets and ham- 
mers seem to be the leaders in the 
returned items, and in many cases 
the tool has been abused. Trowels 
also are returned that have seen 
many months of constant use and 
have really become worn out. 

“We realize that there should be 
some standard form of guarantee, 
and it occurs to us that the annoy- 
ance could be-reduced to a minimum 
by not promising a replacement, but 
on the contrary allow the manufac- 
turer of the tool to be the judge. 

“Our thought would be: 

“1, That the retailer should not 
exchange or agree to replace a tool 
until the manufacturer has had an 
opportunity of examining it, and 
that the expense of its return to the 
factory should be borne by the indi- 
vidual who owns the tool, rather than 
asking the merchant to bear this 
burden. 

“2. That all tools should be re- 
turned direct to the factory instead 
of through the jobber. It would ex- 
pedite the work and cut out some 
expense, as the postage or express- 
age from retailer to the wholesaler 
is today practically wasted, for the 
jobber has again to reforward and 
does so at his own expense. 

“3. That the jobber be notified of 
such shipment to the factory, and it 
should be the duty of the jobber to 
follow up the matter and see that 
adjustment is made without delay, 
and if the goods are defective that 
such adjustment should be in the 
way of a replacement direct to the 


A. J. BIHLER 











retailer, and the expense of such re- 
placement to be borne by the manu- 
facturer. 

“4, That in case the goods are de- 
fective, the manufacturer should 
readily admit this fact, and in mak- 
ing the replace shipment the dealer 
should be notified and a carbon-copy 
of the correspondence sent to the 
jobber. 

“Some such plan as the above 
would mean more or less corres- 
pondence, yet not as much as it is 
necessary to do today on returned 
goods, and this company would be 
very glad to cooperate along the 
above or similar lines in order to 
bring about a satisfactory solution 
and one which will be fair to all 
parties.” 

(Signed) A. J. BIHLER, 
Vice-president, James C. Lindsay 
Hardware Co., Pittsburgh, Pa. 





Would Like to Discontinue 
Guarantee 


66 C\OMETIMES 

I think I 
would like to dis- 
continue guaran- 
tees on every 
article that carries 
a guarantee in our 
store, but this 
would cut down 
sales on merchan- 
dise which has 
been guaranteed 
in the past. 

“I think the guarantee problem 
will largely have to be figured out 
by the manufacturers, as they are 
the ones that make the guarantee 
which is passed on to the jobber and 
retailer. 

“We, as retailers, can only guar- 
antee merchandise that is guaran- 
teed to us by the manufacturers, and 
if the manufacturers find that the 
guaranteed merchandise sells better 
than unguaranteed, they should fig- 
ure out whether they can afford to 
take off the guarantee and reduce 
the sales. 

“For there is no doubt in my mind 
that if you remove the guarantee on 
most merchandise that you will re- 
duce the sale of that merchandise 25 
per cent or more. 

“It is a difficult matter to sell a 
good tool at a good price without a 
guarantee, yet we believe that two- 
thirds of the tools that are returned 
to us are not defective in material 
or workmanship. But traveling 
salesmen tell us not to argue with a 
customer, but to replace their guar- 
anteed merchandise without ques- 
tion. The word ‘Guarantee’ is used 


H. W. PEEL 





so much as a football or by-word 
that it means very little any more. 
Some customers seem to think that 
they have not received their money’s 
worth unless they get two tools for 
the price of one. 

“T think good tools should be guar- 
anteed by the manufacturers, d 
the manufacturers should put in the 
guarantee just what they agree to 
do, and no more; the jobber should 
pass this on to the retailer and the 
retailer to the consumer. 

“While we know some manufac- 
turers replace pocket knives with 
broken blades, we have had them to 
do that with us. But this is unjust 
to the manufacturers. I do not men- 
tion jobber or retailer, because the 
burden is passed on to the manufac- 
turer in most all cases. 

“We now tell all of our customers 
that we positively will not replace a 
knife with a broken blade. Now we 
know that the manufacturers would 
be perfectly willing to replace a 
broken bladed knife if it was caused 
by defective material or workman- 
ship, but we do not tell our cus- 
tomers this because that would give 
them a loophole to get a new knife. 

“Let the manufacturer make the 
guarantee plain and to the point, 
leaving out all this mush about the 
customer always being right, etc.; 
put the customer on the same 
ground with any other business 
man or woman. Let us all have a 
little more backbone, and make our 
guarantee good as a government 
bond.” Signed) H. W. PEEL, 

H. W. Peel Hardware Co., 
Frankfort, Ky. 





, Necessary in Competition 


Tt) HERE is no 
question in 
my mind that there 
is a lot of abuse to 
be contended with 
in the uncondition- 
al guarantee of 
tools. However, it 
is a known fact 
that the catalog 
house gives just 
such a guarantee 
and, as I see it, 
will make it almost impossible for a 
dealer to change the present prac- 
tice. Then again, we always will 
have some manufacturers who will 
use such a guarantee to obtain busi- 
ness even to the extent of going out 
and selling his products direct. Per- 
sonally, I would rather leave the mat- 
ter as it now stands.” 
(Signed) Louis GLOVER, 
Glover Hardware & Harness Co., 
Waupaca, Wis. 





LOUIS GLOVER 
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The modern farm is a rich market for the progressive hardware store, both for production equipment and other merchandise 


Farm Sales Build Future Business 


Sales of farm supplies and equipment are capital investments that 
increase the purchasing power of your market. 


By Elmer T. Wible 


HE hardware merchant is in the fortunate position 

: of dealing in many items that are purchased for 
the production of additional wealth, contracted 

with such merchandise as groceries and clothing that 
are purchased for outright consumption. Tools, imple- 
ments, cream separators, feeds and even such items as 





washing machines tend to produce additional wealth, but 
none more so than fences. 

You furnish some supplies to the industrial enter- 
prises in your community, including such items as build- 
ers’ hardware, ladders, drills, rope, chains, paint and 
tools, and you know how desirable this business is. 
Such merchandise is pur- 
chased willingly because it is 
a capital or productive in- 
vestment. 

Farming is an industrial 
enterprise—the nation’s larg- 
est industry. Most hardware 
sales to farm purchasers are 
of merchandise to be used in 
the production of wealth. 
Even items like automobile 
tires, purchased by farmers, 
are used primarily in the 
business of farming. Here is 
an industrial market at your 
door-step, strictly a retail one, 
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Poultry and egg pro- 
duction represents an 
extensive market for 
fences, feeds, hoppers, 
conditioners and many 
other items. 
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and your store can be made the chief supply depot for 
the many things needed for productive farming. If you 
render a service to your farm trade that contributes to 


their greater effi- 
ciency and pros- 
perity you can 
reasonably ex- 
pect to get a 
substantial share 
of the new 
wealth created. 
Much of it will 
come back to 
you, not only for 
more productive 
equipment, but 
also for such 
merchandise as 
refrigerators, 
stoves, silver- 
ware, cutlery, 
toys, furnaces, 
lawn mowers 
and electrical 
supplies. 
Probably no 
single item leads 
more directly to 
increased profits 
for the customer 
than fences. 
Farm fences im- 
mediately en- 


hance the value of the farm more than its cost; it 
brings about improved farming methods, rotation of 
crops and saving of time; it is a requisite to successful 
live stock farming, protecting animals and crops, per- 


down corn. 











Dairying is a profitable farming activity which calls for its share of hardware 


merchandise. 








of their work, methods and efficiency. 


in the future. 


mitting pasturing crop fields after harvest and hogging- 
Poultry and garden fences, of course, are 
directly associated with the production of wealth, whether 


the products of 
the garden and 
poultry run are 
sold in the mar- 
ket or consumed 
at home. 

What a favor- 
able basis it is 
upon which you 
can build busi- 
ness for these 
farm - industrial 
items! What 
better sales talk 
can you advance 
than that the 
customer needs 
the merchandise 
in his business to 
increasehis 
profits! Mean- 
while you are 
rendering a real 
service to, and 
advancing the 
prosperity of 
your customers 
and the com- 
munity by rais- 
ing the standards 
Do not minimize 


the importance of the farm market, but take advantage 
of it to build securely for a larger business this year and 





The many production activities on the farm require much equipment which can be distributed by hardware mer- 


chants. 


Here are temporary corn cribs made of wood slats and wire fencing. 




















HARDWARE AGE for APRIL 5, 1928 











Color and character are two important factors in window display work today, says the author of this interesting article on the subject 


ood Window Displays 
Make the Passer Buy 


By NAT WYLIE 


Steel Hdw. Co., 


HE window display is one of the most 
I important methods by which a mer- 
chant greets the public. He cannot be 
careless of the impression created any more 
than he can afford to be careless of his per- 
sonal appearance when he approaches his 
banker for a loan. And yet, one often 
wonders while gazing upon some of the 
store windows of both large and small cities 
if the owner actually means to convey the 
impression created by his window displays, 
some of which are merely junk heaps of 
merchandise, while others make the crowds 
stop and look with interest that creates a 
desire to own the article or articles displayed. 
I have found through my years of con- 
tact with hardware stores in connection with 
window displays that there is no geograph- 
ical difference in human nature. The greatest appeal, 
the strongest selling argument a merchant can present, 
is an artistic display. It has been my good fortune thus 
far in having sold my employers on the value of good 
window displays—and in having a frontage of 225 feet 
of modern windows at my present position, giving me 
ten average sized displays and two big windows on the 
main frontage, with which I can create almost any kind 
of a display that may enter my mind. . 





NAT WYLIE 


Wichita, Pa, 


With this splendid opportunity for dis- 
play I have been able to satisfactorily study 
and compare differences in results between 
everyday displays and the more pretentious 
types. 

It is true that all merchandise cannot be 
displayed in the proper atmosphere and sur- 
soundings, but all too often the display man 
overlooks the opportunity to create these 
displays when such is at his disposal. 

The valuable displayman of today is the 
man who is constantly on the alert for the 
opportunity and makes the most of it. To- 
day there are so many sources through 
which a displayman can secure suitable tnate- 
rial at moderate prices for making artistic 
presentation that he has no excuse for not 
having attractive windows. 

Color and character are two important factors in 
window display work today which will attract more peo- 
ple, and as a result sell more goods. Character should 
be reflected in the background and in the merchandise 
selected, leaving the lasting impression of distinction 
and creating an appeal that would otherwise be impos- 
sible. Colors must be seasonable, harmonious, impres- 
sive and convincing. Window displays should be 
changed frequently, especially in the smaller towns. It 
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helps to keep up the interest of the frequent passersby. 
Customers become better acquainted with the variety of 
stock you carry. Goods should not be left in the win- 
dows to soil, fade or rust. Not only is loss occasioned 
but a bad taste is left on the part of the prospective cus- 
tomer. 

Your windows are the most conspicuous part of your 
store. They are the face you show to your public. 
Keep them spick and span and interesting in character 
and color. Character in window displays can be made 
forceful by putting human interest into them. Give 
suggestions as to the use of articles—seasonable or local 
tie-ups in your displays. Display related articles to- 
gether. Group your merchandise, don’t scatter it. Don’t 
crowd the windows—make your displays simple, under- 
standable—use every wile at your command to attract 
attention and leave nothing undone to sell your policy 
to the public. 

Ruts are easily fallen into. Many men and institu- 
tions alike have taken naturally to ruts, to the beaten 
paths, as it were, and as they proceed day by day the 
rut becomes deeper and deeper. Imitating and follow- 
ing in the footsteps of others, doing the same things 
that have been done year in and year out, is no doubt 
the “easiest way.” But this “easiest way” is generally 
the way that leads to no particular success for display- 
men. But today we find the storekeeper getting to be 
more broadminded and alert for new ways and means 
of attracting the public to their stores by means of 
window display. 


‘Displays Emphasizing Service 


Competition is keen and often in the same town stores 
of similar size and character are located within a stone’s 
throw of each other. Their owners and salesmen are 
equally as well liked. Now all they have to offer to gain 
the lion’s share of the business is their individual service 
and attention, and can you conceive of a more logical 
way to call the attention of the passing public than by an 
attractive and appealing show window ? 

Creating consumer interest in displays, in my estima- 
tion, is an original fashion of presenting timely mer- 





What dog lover could pdss this window display of dog supplies without 

experiencing the desire to enter the store and spend some money? 

Indeed such a window would, with its full colored prints of high-class 
canines, make a dog owner of most any one 


chandise to the best advantage. Timeliness will account 
for more than half of the success of the average window 
—its appeal to utility, its faculty for clinching the half- 
formed intention to purchase, giving it a power in excess 
of any other medium of advertising. Buying a can of 
gum oil or a cleaning rod is not likely to impress the 
prospective patron as strongly as acquirement of a radio 
set. For a week he may forget each day in succession 
that he needs a can of oil; if, however, he sees a display 
of gun oil his need is instantly brought to mind and the 
sale is made. 

Merchandise should be featured for any or all of the 
following reasons: Because it is new, necessary, at a 
special price, or because it is superior to any other prod- 
uct of its kind on the market. When making a display 
stick to unified articles and see that, when your display 
is finished, the one idea which you intended is put across. 
Of course, a few accessories may be used to enhance the 
showing, but in no way should they detract from the 
main commodity. (Continued on page 109) 





Make your displays simple and understandable, says Nat Wylie. 


This radio window display creates consumer interest that spells sales success 
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Biloxi Gulf Schooner Championship 
Lyle’s Fishing Camp, Biloxi Back Bay 





en a 


Club House on the Biloxi Golf Course 


Aeroplane View at Biloxi, Looking East, Showing Deer Island 





View at “Holmhaven” 
Fishing in Back Bay, Biloxi 


All Aboard for Biloxi 


Joint sessions of American manufacturers and South- 
ern jobbers will discuss problems at gulf resort. 


EAUTIFUL Edgewater Park, 
Mississippi, on the edge of the 
Gulf of*Mexico, has been selected for 
the scene of the 1928 joint convention 
of the American Hardware Manu- 
facturers’ Association and the South- 
ern Hardware Jobbers’ Association. 
The new palatial Edgewater Gulf 
Hotel will be headquarters of the con- 
vention which will have its opening 
session on Monday, April 16. Mem- 
bers of both associations will be de- 
lighted at the selection of this beauti- 
ful resort on the Mississippi Gulf 
Coast. It is situated between Gulfport 
and Biloxi and is easily accessible 
without change from all points by 
the fast trains of the Louisville & 
Nashville and Illinois Central sys- 
tems. The Edgewater Park station 
on the L. & N. is within the hotel 
grounds gyhere the Illinois Central 
provides “Oy service from its Gulf- 
port depot. 
A heavy attendance is expected and 





the hotel reservations are rapidly be- 
ing made. Members who are unable 
to secure accommodations at the 
Edgewater Gulf Hotel can find ex- 
cellent rooms at the Hotel Markham 
in Gulfport or the Buena Vista and 
Biloxi hotels in Biloxi. Either city 
is only a 15 minute drive along the 
old Spanish Trail from the Edge- 
water. Ample facilities for both rec- 
reation and education are within a 
stone’s throw of the convention head- 
quarters. Boating, fishing and swim- 
ming in the warm waters of the Gulf 
is most delightful, while riding paths, 
shady drives and a championship golf 
course are close by. The hotel itself 
is only a year old, has 400 outside 
rooms each with bath and is located 
on a 654 acre tract of land which ex- 
tends to the Back Bay and has an 
800 foot frontage on the Gulf. 
Various entertainment is in store 
for the ladies, including a most in- 
teresting drive along the Spanish 





Trail, with tea served at the pictur- 
esquee Inn-By-The-Sea. 

The various committees have been 
working very industriously to make 
both the group meetings and discus- 
sions of greatest benefit to the in- 
dividual member. To further this 
aim, it will be of interest to know 
that there will be no formal sessions 
of the convention in the afternoons. 
This time will be devoted to personal 
contact and informal discussions. The 
annual joint meetings of these asso- 
ciations have always been worth 
while and the 1928 convention is ex- 
pected to surpass all previous efforts. 

Three nationally known speakers 
have been secured and their messages 
will be well worth,«whiie. They are, 
Senator Pat Harrison of Mississippi 
who will talk on-“Questions of the 
Day”, Representative Clyde Kelly, of 
Pennsylvania, co-author of the Cap- 
per-Kelly Bill, whe will speak on the 
Fair Trade Bilky"”nd Dr. Gus W. : 
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Dyer of Nashville, Tenn., whose 
topic is “The New Industrial Revolu- 
tion in the South.” 

At the Thursday morning session 
of the manufacturers, Charles J. 
Graham of Pittsburgh, Pa., president 
of the American Bolt, Nut and Rivet 
Association, will be invited to speak 
informally on his plans for holding 
a National Conference on Distribu- 
tion and Selling. This would be at- 
tended by manufacturers and jobbers 
in all lines. The manufacturers ex- 
pect a further development of the 
group plan of meetings, successfully 
started about a year ago. 

Among the major topics that will 
come up for discussion are, “Is There 
Justification for Unusual Datings on 
Other than Seasonable Lines?”, 
“Small Direct Shipments and Broken 
Packages" vs. Profit. Which?”, 
“Would the Legalizing of Resale 
Prices Tend to Stabilize Business?” 
and “Has Service in the Form of 
Missionary Effort Worked to the 
Ultimate Benefit or Detriment of 
Manufacturer and Wholesaler?” 

L. M. Stratton, Stratton-Warren 








The palatial Edgewater Gulf Hotel at Edgewater Park, where the convention will be held 


Co., Memphis, Tenn., is president of 
the Southern Hardware Jobbers’ As- 
sociation; Thomas P. Frazer, King 
Hardware Co., Atlanta, Ga. is first 
vice president; R. J. Ogilvie, 
Thomas-Ogilvie Hardware  Co., 
Shreveport, La., is second vice presi- 
dent, and John Donnan, W. S. Don- 
nan Hdwe. Co. of Richmond, Va., is 
the secretary-treasurer. 





Officers of the American Hard- 
ware Manufacturers’ Association are 
D. A. Merriman, American Steel & 
Wire Co., president ; vice presidents : 
Frank L. Campbell, Congoleum- 
Nairn Inc., A. E. Alverson, Greenlee 
Tool Co., and J. P. McKinney, Jr., 
McKinney Mfg. Co., Charles F. 
Rockwell of 342 Madison Ave., New 
York City, is the secretary-treasurer. 





New Electricians’ Hammer 


An electricians’ hammer with a long 
neck is manufactured by the Evansville 
Tool Works, Inc., Evansville, Ind. The 
No. 77 was designed by a master mechanic 
who studied the needs of ‘electricians and 
plumbers and designed the hammer to save 
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labor and to do a better job. The long 
poll makes it easy for electricians to 
reach into outlets and inaccessible corners. 
The semi-straight claws have been pre- 
pared to be used in place of a chisel for 
chipping joists, and their shape gives the 
hammer good leverage for prying. This 
hammer is made of the wel! known Molyb- 
denum steel which resists breaking. 





Dudley Keyless Door Lock 


A new combination door lock, requiring 
only a very few seconds to open and oper- 
ating by sight, feeling og sound, has re- 
cently been patented ol is now being 
manufactured by the Dudley Lock Cor- 
poration, 107 North Wacker Drive, 
Chicago, III. 

Instead of having a key cylinder, this 





new lock works on the tumbler principle. 
The combination cylinder of the Dudley 
Keyless Lock is supplied either with or 
without the latch case. Its design permits 
it to be used on doors already equipped 
with practically any kind of rim lock hav- 
ing the flat key type cylinder. As many 
people might hesitate to replace an entire 
lock, this feature is important from the 
dealer’s viewpoint. 

The lock is said to be pickproof and 
the mechanism is strong and sturdy. It 
operates by a three-number combination, 
indicating a few turns to the right or 
left. There are thousands of combina- 
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tions possible. and any number of locks 
with combinations alike can be supplied. 
These locks have suitable finishes to match 
the rest of the hardware and all exposed 
parts of the combination cylinder which 
shows on the outside of the door are of 
highly polished brass. 





Non-Splitting Stronach Nail 


A non-splitting nail has been 
placed before the trade by the 
Stronach Nail Co., Union Bank 
Building, Pittsburgh, Pa. Realiz- 
ing that the common nail was apt 
to split wood, due to the shape of 
its point, H. S. Stronach, of this 
company, invented this nail which 
has a blunt triangular-shaped end. 
This end punches a hole slightly 
| smaller in area than the cross sec- 

tion of the body of the nail. The 
fibres of the wood are cut and 
pushed through the wood ahead of 
the nail. The area of the hole 
made by the triangular end is 
smaller than that of the cross sec- 
tion of the nail and thus no void 
tL spaces ,are left, giving the nail 

increased holding power on all 

sides. 

The company states that the use of this 
nail will result in great saving, as many 
woods now plentiful and cheap can be used 
in place of the more expensive wood which 
had to be used because it resisted splitting. 

The company’s plant is located at Ell- 
wood City, Pa., where several sizes of the 
Stronach Nail are being manufactured. 








New Keil Hardware Catalog 


Francis Keil & Son, Inc., 401 East 163rd 
Street, New York City, has published a 
complete catalog for 1928 covering the line 
of miscellaneous hardware and electrical 
goods which it manufactures. A large line 
of builders’ hardware is shown, as well as 
push-button outfits, letter boxes and door 
openers. 
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Cason, Monk & Co., Fosters Renewed Loyalty 
with a Real Idea in a Window Display 


most in the minds of many is loyalty to the home 

town store. It has been discussed in many ways 
with varying degrees of success, but Cason, Monk & 
Co., of Nacogdoches, Tex., have hit upon a means of 
getting the desired message thoroughly home to the 
people of that community. 

Their window display, pictured here, is so well 
thought out as to color scheme and power of attraction 
that it not only gets attention momentarily but registers 
the real message firmly in the mind of the spectator. 

Let Robert Monk, window dresser for the house of 
Cason, Monk & Co., tell the story of how the idea was 
utilized : 

The size of each page was about 4 ft. square and was 
made of beaver board. Each half of the book was han- 
dled separately to enable easy handling. The top and 
bottom that gave depth to the book was made out of 
1 in. x 8 in. lumber trimmed to give it this curved shape 
of a catalog when opened. The side ends were also 
made of this 1 in. x 8 in. lumber, and after an applica- 
tion of flat white paint lines were drawn with a large 
lead pencil to give it the appearance of hundreds of leaves 
stacked upon each other. The cover effect of the part 
of the back that shows when a catalog is open, was made 


A PHASE of merchandising that has been upper- 


by tacking a strip of lumber 2 in. wide entirely around 
the book and then painted it light blue, so that there 
would be a distinct difference. With this construction 
you readily see that the anderside was “empty,” making 
it very easy to tie the articles underneath by the use of 
small wire. 

The reasons for trading “At Home” were printed on 
the different easels. The colors used in painting the 
centers of these easels were: Dark green, light blue and 
gray, for ones used above the catalog; magenta, light 
red and dark blue for easels on the left; light orange, 
purple, light red and dark blue for the easels on the right. 
The crepe paper used for background was light red. 
The floor was covered with green colored sawdust. The 
rope was used to break the joint of the two halves. The 
large book did not rest against the back wall, but was 
erected in leaning position about 18 in. from the wall. 

So you see that with these pleasing color combinations 
the window had a very attractive atmosphere to the 
passerby. Once stopped, and it stopped them all, they 
were eager to read the reasons, consequently getting 
the “message” put over in fine sh2pe. Such expressions 
as “That’s right, we owe it to our town merchant,” from 
many of our customers causes us to believe that the 
window has created a renewed loyalty to us. 
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Toy Center Organization Has 
Annual Meeting and Election 


The annual meeting of the various manu- 
facturers and their representatives who | 
have permanent salesrooms in the Fifth | 
Avenue Building, New York City, recent- | 
ly held their annual meeting in the con- 
ference room of the building. These men 
are grouped together to promote this build- 
ing as The Toy Center. 

The meeting was well attended, and 
James S. Lehren, of the Wolverine Supply 
& Mfg. Co., presided as president of the 
organization. The principal business of 
the meeting was the election of new offi- 
cers. Those selected to serve throughout 
the ensuing year are: President, R. R. 
Ballinger, Dowst Mfg. Co.; vice-president, 
L. K. Anderson, Selchow & Righter; sec- 
retary-treasurer, C. E. H. Gil, A. C. Gil- 
bert Co. The executive committee consists 
of the three officers mentioned and C. R. 
Smith, Toy Tinkers; H. W. Bessell, N. D. 
Cass Co., and Ben Levy. 

G. Chapman, of the Fifth Avenue Build- 
ing Co., was elected an honorary member 
of the Toy Center organization, and re- 
tiring President J. S. Lehren was elected 
honorary president in recognition of his 
service during the past three years. 

This organization has grown rapidly 
since 1925 and now has an active mem- 
bership of 64 manufacturers, while prac- 
tically every plant represented in the toy 
trade in the building is also represented 
in the organization. 





Glass Distributors’ Association 
Meets in New York City 


The March meeting of the Eastern Divi- 
sion of the National Glass Distributors’ 
Association, held recently in New York 
City, was well attended. Several repre- 
sentatives of well-known manufacturing 
firms spoke briefly, and J. Scott Walker 
talked in behalf of the window glass pro- 
ducers. It was reported that manufac- 
turers of plate glass had no complaint to 
make about the volume of business, and 
that window glass orders continued to be 
good. 





“The Making of an Auger Bit” 
Issued by Greenlee Tool Co. 


An extremely interesting and highly in- 
structive booklet has been prepared by 
Greenlee Tool Co., Rockford, Ill., entitled 
“The Making of an Auger Bit.” Real- 
izing that few people know how a tool is 
made and, due to their ignorance on this 
subject, cannot appreciate the fine points 
in the finished tool, the company has un- 
dertaken to graphically present the various 
processes through which a bar of steel 
passes before it becomes an auger bit. 
The story starts in the forge shop, with 
the raw steel coming in from the stock 
shed. It is sheared down to size and then 
the powerful hammers form the “round” 
and “square” parts of the bit. The “twist” 
is put in while the forging is uniformly 
hot, and then the head is formed. After 
this operation the bit is straightened and 
the throat is cut out on a buzz wheel. 





The many processes of finishing, testing 
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and packing are covered, and the book- 
let closes with the finished auger bits be- 
ing placed in the company’s stock room. 
There are many illustrations which help 
in the describing of the various processes. 

“The Making of an Auger Bit” will 
be distributed to a selected list of deal- 
ers, jobbers and manual training super- 
visors, and a limited supply will be avail- 
able for distribution to consumers through 
the dealers. 


Frank L. Campbell Joins Congo- 
leum-Nairn Executive Sales 
Department 


Frank L. Campbell, formerly general 
sales manager of the United States Chain 
& Forging Co., Pittsburgh, Pa., who re- 
signed from that company on March 1, is 
now connected with the executive sales 





FRANK L. CAMPBELL 


Congoleum-Nairn, Inc., 
Philadelphia, Pa. Mr. Campbell is a vice- 
president of the American Hardware 
Manufacturers’ Association. 


department of 





William A. Hartnett Dies 


William A. Hartnett, departmental buyer 
for Hibbard, Spencer, Bartlett & Co., Chi- 
cago, died at his home in that city on 
March 24 after an illness of several 
months. 

Mr. Hartnett, who was 41 years of age, 
entered the employ of the hardware firm 
in a clerical position immediately upon his 
graduation from high school. In 1916 he 
was made an assistant buyer, and in 1920 
was given the position which he held at 
the time of his death. He is survived by 
his widow and one child. 





Ohio Safety Engineers Elect 
J. M. Woltz President 


J. M. Woltz, Youngstown Sheet & Tube 
Co., Youngstown, Ohio, was elected presi- 
dent of the Society of Ohio Safety Engi- 
neers at the annual meeting held at the 
Hotel Cleveland, Cleveland, March 24. J. 
E. Roof, Willard Storage Battery Co., 
Cleveland, Ohio, was elected vice-presi- 
dent; A. C. Cook, Carnegie Steel Co., 
Youngstown, secretary, and E. R. Rose, 
Republic Iron & Steel Co., Youngstown, 
treasurer. 


| Texas Distributor Warns of Im- 
poster Now Operating 


Another case of an imposter collecting 
money from manufacturers has _ been 
brought to light by the E. L. Wilson Hard- 
ware Co., Beaumont, Tex. In a letter 
received from this firm, the following in- 
formation is quoted: 

“A man named R. C. Wilson is calling 
on Northern manufacturers representing 
himself as part owner of Wilson & Co., 
wholesale hardware house of Beaumont 
and Houston. He also claims that our 
company has changed its name to Wilson 
& Co. 

“His method is placing orders subject 
to confirmation and in other ways creating 
favorable impressions. One manufacturer 
in Ohio and one in Indiana have already 
indorsed worthless checks for $300 each. 
This man is an imposter and is in no way 
connected with the E. L. Wilson Hard- 
ware Co.” 


Yale & Towne Mfg. Co. Plans to 
Increase Capitalization 


The Yale & Towne Mfg. Co., Stam- 
ford, Conn., is to increase its capitaliza- 
tion from $10,000,000 to $11,000,000. 
The new stock will be sold to shareholders 
in the ratio of one new share for each 10 
now held at $60 a share. The purpose of 
the increase is to provide funds to replace 
withdrawals from the company’s surplus 
when plants were recently acquired in 
Germany. 


Richard L. White, Treasurer, 
Landers, Frary & Clark 


Richard L. White, assistant treasurer of 
Landers, Frary & Clark, New Britain, 
Conn., was made treasurer of the com- 
pany at a recent annual meeting of the 
stockholders. Mr. White has been with 
the company for several years and is a 
graduate of the Harvard Business School. 

Other officers and directors of the com- 
pany were reelected at this meeting. 


Lubrication Devices, Inc., 
Elects A. O. Jones President 


A. O. Jones, president United States 
Register Co., Battle Creek, Mich., has 
been elected president of Lubrication De- 
vices, Inc., Battle Creek, recently formed 
by a reorganization of Farmer Lubrication 
Systems, Inc., Detroit. 

The company will occupy its new plant 
at Battle Creek about April 15, and will 
engage in the manufacture of Farmer cen- 
tralized lubrication systems for the indus- 
trial and automotive fields. Other officers 
are Charles C. Green, president City Na- 
tional Bank, Battle Creek, vice-president ; 
L. E. Gordon, treasurer; P. J. Daniels, 
formerly purchasing agent Duplex Print- 
ing Press Co., Battle Creek, secretary; A. 
J. Jennings, recently manager of the lubri- 
cation division of E. F. Houghton & Co., 
Philadelphia, sales manager, and A. J. 
Farmer, chief engineer. 
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George C. Brainard Heads 
General Fireproofing Co. 
George C. Brainard, who has been vice- 


president in charge of operations of the 
General Fireproofing Co., Youngstown, 








GEORGE C. BRAINARD 











Ohio, was elected to the presidency of the 
company at a recent meeting of the board 
of directors. 

Mr. Brainard joined the company in 








W. H. FOSTER 











1923, having previously been vice-president 
of the Hydraulic Steel Co., Cleveland, 
Ohio. During the war he served on the 
staff of the chief of ordnance and is 
recognized to be one of the best sheet 
steel engineers in the country. 

W. H. Foster, former president, has 
been made the chairman of the board of 
directors, a position which has been vacant 
since the death of M. I. Arms about two 
years ago. 





Lower Merchandise Costs Pre- 
dicted by Alvin E. Dodd 


Speaking on “The Present and the 
Future of Wholesaling,” Alvin E. Dodd, 
manager of the Domestic Distribution De- 
partment of the United States Chamber 
of Commerce, in a recent address before 





the wholesale trade division of the Cin- 
cinnati Chamber of Commerce, Cincinnati, 
Ohio, predicted lower merchandise distri- 
bution costs, brought about by cooperative 
effort of wholesaler, retailer and manu- 
facturer. 

“The groundwork has been laid for the 
most thorough study of wholesaling ever 
undertaken,” he said, in describing the re- 
sults of the National Wholesale Confer- 
ence held in Washington under the auspices 
of the United States Chamber of Com- 
merce last month. 

“Almost nothing has been accomplished 
toward a really scientific study of distri- 
bution in the wholesale field. Therefore, 
the detailed analysis to be made by the 
four special committees which grew out 
of the National Wholesale Conference will 
be illuminating and valuable. 

“Because of the size and extent of the 
United States and the multitude of prod- 
ucts used by ‘the American people, the 
distribution of merchandise at wholesale 
is a crucial economic activity. 

“Closer relations between wholesalers 
and retailers and manufacturers are highly 
desirable, and this is another movement 
which has been given momentum by the 
conference. 

“In several trades wholesalers are 
already working closely and constantly 
with retailers. In helping the retailer to 
move his merchandise rapidly and profit- 
ably, they have analyzed the items in their 
lines from the retailer’s point of view and 
given him the benefit of a wide background 
of experience. : 

“Wholesalers are endeavoring also to 
cooperate with manufacturers in establish- 
ing service and quality products in the 
market, as well as in developing economical 
merchandising methods. All of these ef- 
forts indicate the progress being made by 
wholesalers. 

“The: future of the wholesaler is un- 
questionably bright. He is a necessary 
and essential business unit. Nevertheless, 
his position can be improved, and he is 
going to do it. 

“If the distributive flow of the nation’s 
goods is to be uniformly smooth and eco- 
nomical, there are big tasks ahead. Con- 
densed in a few words, they are (1) to 
reduce the cost of distributing merchandise, 
and (2) to coordinate the major and inter- 
dependent industrial processes—production, 
distribution and consumption. 

“That is a bare statement of a large 
economic program. It entails the discovery 
of new business facts and their utilization 
in planned marketing. It means that, 
through a close study of costs, the spread 
between producér and consumer will be 
reduced steadily as distribution becomes 
more certain and efficient.” 


Marshall-Wells Co. Issues 
Complete General Catalog 


The complete General Catalog for 1928 
of the Marshall-Wells Co., Duluth, Minn., 
has recently been issued. This is a large 
book, containing descriptions and illustra- 
tions of many thousand items. It has been 
carefully compiled with the idea to keep 
service convenience and general utility 
foremost. The descriptions are terse, yet 
contain all the essential selling information. 








F. L. Macomber Retires— 
Pritchard Stewart Advances 
F. L. Macomber, first vice-president of 
Hibbard, Spencer, Bartlett & Co., Chicago, 
and connected with that firm for the past 
39 years, has retired to enjoy a well- 
earned vacation. Mr. Macomber joined 
the firm in 1889 in the credit department ; 
was made manager of that department in 
1906; elected a director in 1911 and vice- 
president in charge of merchandising in 
1922. 
Pritchard Stewart, also a vice-president 
of the company, has been elected to the 
senior vice-presidency and assumes Mr. 


Macomber’s duties as merchandising man- 
ager. Washington Irving Schermerhorn, 
a member of Schermerhorn Bros. Co.. 
has been elected to fill the vacancy on the 
board of directors. 





Bertram D. Quarrie, President 
Oliver Iron & Steel Corp. 


Bertram D. Quarrie has been elected 
president of Oliver Iron & Steel Corpora- 
tion, Pittsburgh, Pa. succeeding Henry 
Oliver, who assumes the newly created 
office of chairman of the board of di- 
rectors. 

Except for a brief period spent in the 
chemical industry, the new head of the 








BERTRAM D. QUARRIE 











Oliver corporation has been actively iden- 
tified with the iron and steel industry con- 
tinuously since his graduation in 1903 from 
Case School of Applied Science, Cleveland. 
For 15 years he was with the American 
Steel & Wire Co., serving successively as 
assistant, then superintendent, Central Fur- 
naces, Cleveland, and superintendent New- 
burgh Works, leaving that position in 1922 
to become general manager Otis Steel Co., 
Cleveland. For the past four years he has 
been vice-president Paper & Textile Ma- 
chinery Co., Sandusky, Ohio. Before join- 
ing the American Steel & Wire Co., Mr. 
Quarrie was with the Cleveland Furnace 
Co., the Inland Steel Co. and the Gras- 
selli Chemical Co. 
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Old Guard to Meet and Dine 
at Southern Convention 


Old Guard Southern Hardware Sales- 
men’s Association is making plans for its 
big dinner which will be held during the 
coming joint convention at Biloxi, Miss., 
of the American Hardware Manufac- 
turers’ Association and the Southern 
Hardware Jobbers’ Association. 

The committee of arrangements consists 
of President H. A. Dean, Henry Archer, 
Sheffield Clark, Fred M. Huggins and 
Hugo Weidmann. N. A. Gladding is tak- 
ing care of the music and the other com- 
mittees are also working industriously to 
make the affair a gala occasion. The date 
for the event has not yet been set, but it 
will be within the week of April 16. 

Larry L. Sullivan of Atlanta, Ga., has 
recently been welcomed into the member- 
ship of the Old Guard. 





Louis Schwab, President Stevens 
Walden- Worcester 


At the recent annual meeting of Stevens 
Walden-Worcester, Inc., Worcester, Mass., 
Louis Schwab was elected to the presidency 
of the company. Other officers named were 








LOUIS SCHWAB 











John Macaulay, treasurer, and J. V. Critch- 
ley, chairman of the board of directors. 

Mr. Schwab was head of Stevens & Co. 
of New York prior to the consolidation 
with the Walden-Worcester organization. 
He came with the combined companies in 
1926. Mr. Critchley had been president 
of the Walden-Worcester Co. since 1921, 
and agreed to remain as president during 
1927 to allow Mr. Schwab to become fa- 
miliar with the new combined business 
before assuming the management of the 
company. Mr. Critchley will retain his 
interest in the company and will become 
chairman of the board. 

A Pacific Coast branch office and ware- 
house has been opened at 435 Bryant 
Street, San Francisco, Cal., with H. O. 
Barr in charge of the branch. 





Paul Murchison Co. Formed 


T. P. Steinmetz, former sales promotion 
manager of the Commercial Investment 





Trust Corp., New York City, has formed 
the Paul Murchison Co., Inc., 280 Broad- 
way, New York City. This new organ- 
ization will act as sales representatives 
and New York distributors in the metro- 
politan territory for manufacturers of 
automotive products. Its service will in- 
clude sales promotion and missionary work 
by an experienced staff of automotive 
salesmen. 


Col. William M. Brezette Joins 
Indiana Heavy Hardware Firm 


Col. William M. Brezette has resigned 
as assistant to the vice-president of the 
Phoenix Horse Shoe Co., Joliet, Ill., and 
has become the manager of the Terre 
Haute Heavy Hardware Co. Terre 
Haute, Ind. 

Before affiliating with the Phoenix com- 
pany, Col. Brezette was for 32 years con- 
nected with the Bryden-Neverslip Co., 
New Brunswick, N. J., from which com- 
pany he resigned in 1926. 

He is a member of the executive com- 
mittee of the American Hardware Manu- 
facturers’ Association and always took a 
prominent part in various hardware con- 
ventions. 


Reznor Mfg. Co. Catalog 


The 1928 catalog of the Reznor Mfg. 
Co., Mercer, Pa., has just been issued. 
In it are described, listed and shown the 
various Reznor gas products, including the 
Orthoray, fireplace liner, gas radiant, re- 
flector, wall heater and garage heater. 





H. P. Sigwalt Joins Milwaukee 
Advertising Agency 


H. P. Sigwalt, who for the past five 
years has been the advertising manager of 
the Milwaukee Corrugating Co., has joined 
the Cramer-Krasselt Co., advertising 
agency of Milwaukee, Wis. He will take 
charge of the industrial advertising divi- 
sion of the company. 





C. W. Titgemeyer Surveying 
Conditions on Pacific Coast 


C. W. Titgemeyer, sales manager of the 
Brush Division of the Osborn Mfg. Co., 
Cleveland, Ohio, is now making a survey 
of general business conditions in several 
large cities on the Pacific Coast. While 
in that territory he will visit Seattle, Port- 
land, San Francisco and Los Angeles. 


Hardware Dealer’s Infant Son is 
Popular Radio Broadcaster 


The five-year-old son of John Hilmer 
Anderson, Sr., proprietor of the Anchor 
Hardware Store, Thirty-first and Pros- 
pect Streets, Kansas City, Mo., is develop- 
ing a remarkable singing voice. Little 
John, Jr., started to sing when he was 
four years old and has been an especially 
popular soloist over the radio. Letters 
have been received from 25 States and 





three Canadian provinces, following his 
broadcasting on Wednesday evenings, be- 
tween 8 and 9 p. m., through station 
wog. 





Pittsburgh Retailers Discuss 
Clean-Up and Paint-Up 


Pittsburgh hardware retailers inaugu- 
rated the Clean-up-Paint-up Campaign for 
1928 with a big meeting at the Roosevelt 
Hotel, Pittsburgh, Pa. Friday evening, 
March 23. It was the regular monthly 
meeting of the Pittsburgh Retail Hard- 
ware Dealers Association, swelled in point 
of attendance and interest by large repre- 
sentation of paint men, hardware jobbers 
and members of the Community Commit- 
tee, Pittsburgh Chamber of Commerce, 
supporting the Clean-up-Paint-up Cam- 
paign. 

R. W. Elton of this committee explained 
in a brief talk the aims, purposes and ob- 
jects of the campaign, following which 
there was a film, “Give to Get,” depicting 
the steps of the campaign. 

B. Christianson, assistant secretary Wis- 
consin Hardware Association, was the 
principal speaker and said the successful 
conduct of a retail hardware store really 
rested upon three fundamentals—merchan- 
dise, figures and common sense. He stated 
that a store owner must always have mer- 
chandise to sell. The figures of the busi- 
ness came in the income and outgo of 
money and it was fatal usually for the re- 
tailer who did not know daily the exact 
standing of the two items. Income must 
exceed outgo to provide profit. The exer- 
cise of common sense came in realizing 
that profit came in for first consideration 
and that service could not be extended 
unless ‘there was a profit. 

Each retailer should have a plan he said, 
and it had to be worked out by the indivi- 
dual, since it was a service that no associa- 
tion yet had been able to develop satisfac- 
torily. He introduced figures which 
showed the carrying cost at 12 per cent per 
year, which on an average turnover of 2 
pef cent meant an annual cost of 24 per 
cent or 2 per cent per month. Goods that 
moved only once a year would have a 24 
per cent carrying charge and 36 per cent 
if held 18 months. To that cost there was 
the added sales expense of at least 12 per 
cent. The conclusion therefore was that the 
mark-up should be in keeping with what 
investigations had shown carrying and sales 
expense to be. 





Chantrell Hardware & Tool Co. 
Issues Catalog No. 5 
Chantrell Hardware & Tool Co., Read- 


_ing, Pa., has published Catalog No. 5, con- 


taining descriptions and illustrations of its 
complete line of builders’ hardware. 

A great deal of time and care has been 
taken to make this catalog of real value. 
It is well prepared, carefully printed, and 
contains much information of value to the 
purchaser of builders’ hardware. Among 
the many products are locksets, door knobs, 
spindles, latches, rim knob locks, keys, 
door pulls, knockers, butts, door plates, 
catches and brackets. 
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Demand for Hardware Reflects 
Weather Conditions—Prices Firm 
—General Trade Is Satisfactory 


NEw YorK, April 4—Reports from the important hardware mar- 


ket centers indicate a general healthy condition of trade. 


There is 


some slowing up of spring business for temporary periods due to 
the varying conditions of the weather, but on the whole. seasonal 
trade is progressing with satisfactory averages. 
Hardware prices continue to maintain their strong tendencies. 
Building is getting under way, and causing a good demand for 


builders’ hardware. 


Staple lines are enjoying their normal demand and stocks, both 
wholesale and retail, are in a healthy condition. 


Collections generally are fair. 





Dollar’s Buying Power 101.8c, 
Says Prof. Irving Fisher 


Prof. Irving Fisher of Yale Univer- 
sity announced March 25 that the pre- 
vious week’s wholesale commodity 
prices, based on Dun’s quotations, av- 
eraged 98.2 per cent of the 1926 level. 
The purchasing power of the dollar 
was 101.8 on a 1926 basis of 100c. 

Crump’s index for the week on the 
revised 1926 level was 93.6. 

The Italian index on the revised 
1926 level for the week ended March 
17 was 74.8. 


Freight Loading Shows Decline 
of 9,467 Cars in Week 


Revenue freight loading for the week 
ended on March 17 totaled 942,086 cars, 
the car service division of the Ameri- 
can Railway Association announced 
March 27. 

Compared with the preceding week 
this was a decrease of 9,467 cars, with 
decreases being reported in the load- 
ing of all commodities except merchan- 
dise and less-than-carload lot freight, 
miscellaneous freight and live stock, all 
of which represented increases. 

The total was a decrease of 59,847 
cars below the same week in 1927. 

Compared with the corresponding 
week last year the loadings were as 
follows: Miscellaneous freight, 361,284 
cars, a decrease of 10,013; coal, 160,365 
cars, a decrease of 45,854; grain and 
grain products, 44,418 cars, an increase 
of 6557 cars; live stock, 29,218 cars, an 
increase of 2247 cars; merchandise 
less-than-carload freight, 260,433 cars, 
a decrease of 4245 cars; forest prod- 
ucts, 67,186 cars, a decrease of 4654 
cars; ore, 8138 cars, a decrease of 2817; 





coke, 11,094 cars, a decrease of 1067 
cars. 

All districts except the Northwestern 
reported decreases in the total loading 
of all commodities as compared with 
the same week last year. 





Wholesale Trade Up 6.4 P. C., 
Federal Reserve Board Reports 


Further increase in wholesale trade 
during February was shown in the 
Federal Reserve Board’s analysis of 
trade made public March 28. February 
wholesale trade was 6.4 per cent 
heavier than in January and 1.5 per 
cent greater than in February, 1927. 

“When allowance is made for the 
usual seasonal variatiorls, total sales 
were larger than for any month since 
last August,” the review said. “Com- 
pared with February a year ago, sales 
of all lines except women’s clothing 
and furniture were larger.” 

The most notable increases in Feb- 
ruary sales as compared with January 
were the 67.3 per cent gain in men’s 
clothing and 34.6 per cent gain in 
women’s clothing. From January to 
February, furniture sales increased 
11.2 per cent, dry goods 5.3 per cent, 
meats 2.1 per cent and groceries five- 
tenths of 1 per cent. Boot and shoe 
sales fell off 7.7 per cent, drugs were 
down 4.9 per cent, hardware six-tenths 
of 1 per cent. 

From February, 1927, to February, 
1928, women’s clothing sales were 7.4 
per cent less, and furniture dropped 
6.9 per cent. All other lines gained 
from 1 to 6 per cent. 

Sales of farm implements and agri- 
cultural machinery by 79 firms report- 
ing to the Federal Reserve Bank of 
Chicago averaged about 40 per cent 





larger in February than in January 
and about 20 per cent larger than in 
February of last year, according to 
the board’s report. Orders for machine 
tools placed with firms reporting to 
the National Machine Tool Builders’ 
Association averaged 40 per cent 
larger than in February of last year, 
and shipments of tools by the com- 
panies were also larger than last year. 
Stocks of merchandise carried by re- 
porting wholesale firms increased in 
February, and at the end of the month 
were slightly larger than a year ago 
for firms carrying dry goods, shoes, 
drugs and furniture. Stocks of whole- 
sale groceries and hardware averaged 
somewhat smaller than a year ago. 





Sales Volume Rises in Wholesale 
Trade 


Wholesale trade, as indicated by re- 
ports to the Federal Reserve Board on 
nine leading lines, was larger in Febru- 
ary than in the same month a year ago, 
according to an announcement March 
28 by the Board. 

The Board’s statement showed also 
that the increase in volume shown late 
in January had been maintained in 
February. Stocks carried by wholesale 
firms, the Board announced, were 
slightly larger at the end of February 
than either at the end of January or of 
February, 1927. 

Volume of trade of wholesale firms in 
the nine lines covered by the Federal 
Reserve Board’s index of wholesale dis- 
tribution increased further in February 
and was larger than in the correspond- 
ing month of the previous year. When 
allowance is made for the usual sea- 
sonal, variations, total sales were larger 
than for any month since last August. 
Compared with February a year ago, 
sales of all lines except women’s clo- 
thing and furniture were larger. 

Stocks of wholesale groceries and 
hardware averaged somewhat smaller 
than a year ago, says the report. 





Jobbers Announce Reductions 
on Certain Universal Products 


Jobbers announce new prices on cer- 
tain Universal products made by Lan- 
ders, Frary & Clark, New Britain, 
Conn. Prices to dealers on Universal 
Super-Vacuum cleaners complete with 
all attachments are $33; in lots of 2 to 
11, $31.75, and in lots of 12 or more 
$30.50. The new Univac_ electric 
cleaner complete with all attachments 
is priced as follows: $27.50; in lots of 3 
to 11 $26.25; and in lots of 12 or more 
$25. Attachments separately are $5 
for the Universal and $3.50 for the 
Univac. 

The Universal floor polisher is now 
sold to the dealer at $22.50. 
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New York Trade Showing More Interest 


in Spring Merchandise—Collections Fair 


NEw YoRK, April 3.—Business continues a little brighter in this 
section. Last week jobbers found a slight but definite improvement 
in demand. As we go to press they report that sales are keeping 
up with the improved level. This does not mean that business is 
brisk in the Metropolitan wholesale hardware market but it does 
mean that conditions are brighter. 


Interest in steel goods, seeds, 


and other spring merchandise is 


very encouraging. With the exception of pretty keen competition 
on screen cloth and poultry netting prices on seasonal lines are firm 
and fairly uniform in this section. 

There are no important price changes. Collections average fair. 





BATTERIES.—Moderate demand re- 
ported. Stocks are satisfactory. With 
the exception of the reductions on B 
batteries No. 770 and No. 772 the prices 
on this line have been unusually firm 
for several months. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK. 

Dry cells, No. 6, ignition type, 
32%c.; No. 7111, same type, 354%4c. 
each. 

Hercules, No. 6 ignition type, 23c. 
each in lots of 50. 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.06 each; in units of 5, 
$1.92 each; heavy duty vertical type, 
No. 770, $3.00 each; in units of 5, 
$2.80 each. Layerbilt No. 486, $3.59 
each; units of 5, $3.33; New Layerbilt, 
No. aa $2.53 each, in units of 5, $2.33 
eac 


BUTTS.—Manufacturers recently ad- 
vanced price 5 per cent as reported 
last week. This advance has been put 
into effect, in practically all sections 
of this market. 


BOLTS AND NUTS.—Normal sale 
with prices unchanged. Stocks are in 
good condition. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK. 

Carriage bolts, 55 off list. Cast 
bolts, 69 per cent off list. 

Stove bolts, 80 per cent off list. 

Machine bolts, % by 6 and smaller, 
50 and 10 off list list; larger to 1 by 30, 
— cent off list; 14% to 1%, 30 off 

st. 

Coach screws, 55 off list. Cast 
bolts, 60 per cent off list. Step bolts, 
50 per cent off list, 


HOSE REELS.— Early interest is fair- 
ly good for this and kindred spring 
items. Prices are uniform. Stocks are 
ample. 


NAILS.—Fairly active and expected to 
continue active. Prices are steady. 
Stocks are in good condition. 


JOBBERS’ et an i> RE. 
TAILERS, F.O.B. YOR 

Common ins caite yy ads "$4. 25 
per keg; 6d, $4 per keg; 84d, $3.85 per 
keg; 10d, $3.75 per keg. Common wire 
nails, galvanized, 4d, $6.75 per keg; 
6d, $6. 50 per keg; sd, $6.35 per keg, 
and 10d, $6.25 per keg. 

Wire box nails, qmnovih, 4d, $4.45 
per keg; 6d, $4.10 per keg, and 8d, 
$3.95 per keg. Wire —s. nails, 
bright, 4d, $4.95 per keg; keg; 6d, $4.35 
per keg: 8d, $4.10 per keg, ant 10d, 
$4 per keg. Wire finishing nails, gal- 
vanized, 4d, $7.45 per keg; 6d, $6.85 

ae keg; “ $6.60 per keg, and 10d, 

6.50 per keg. 


RADIO TUBES.—Steady sale with 


—_ the same. Stocks are satis- 
factory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK. 


List Dealer 
oo rer $4.00 $2.80 
| ee 1.50 1.05 
4) a a 3.50 2.45 
2. SSeS ee 1.40 
REDS - osya'e 0.86.0 cs si0 v9 6 3.50 2.45 
a eee 2.25 1.58 
oo ere ee eee 2.25 1.75 
GED ities id'e'visiv'ss 0s 3000 2.50 1.75 
Lis > |e 1.75 
MN oa eee id sua sas vanek 2.50 1.55 
| RARER See .00 3.50 
MMR: Siowisesle acs eee aus 7.50 5.25 
ER eee 9.00 6.30 
SENET Gales ieSaN peewee 4.75 3.33 
20 SS ee 2.10 
Cer a Naaicew e's aso secre 6.00 4.20 


SASH CORD.—The recent advance by 
manufacturers has not been followed 
by all local distributors but will be 
universal very soon according to in- 
formation at press time. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK. 

Sash cord, Samson spot No. 8, 70c. 
to 72c.; Aetna No. 8, 3lc., and Phoe- 
nix No. 8, 38c. to 39c. 

No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 


SCREWS.—Prices are the same with | 
demand normal. Stocks are ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK 

Wood Screws, flat head, bright iron, 
50-10-10 round heads, blue, 45-10-10. 
round head, iron, nickel plated, 27%4- 
10-10; flat head, galvanized, 20-10-10: 
flat head, brass, 45-10-10; round head, 
brass, 40-10-10. These discounts ap- 
ply to new standard screw lists. 

Machine screws, flat and round 
head iron 75 per cent off list. Same 
fillister head 75 per cent off list. 

Machine screws, flat and round 
head, brass, 70 per cent off list. Same 
fillister head 70 per cent off list. | 


SPRING GOODS.—The trade is quite 
enthusiastic about the sale of spring 
merchandise. Consumers are showing 
added interest. With the exception of 
poultry netting and wire cloth prices 
are fairly firm in this section. | 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK 


Garden Hoes 


Ladies, garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
63 1-6c. each. 

Meadow hoes, forged steel blade, 19 
gage, polished and bronze_ socket 
shank, 4% ft. handle, 93c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 
814%4c. each. 

Onion hoes, square top, polished 








forged steel blade, 7 x 1% in. bronze 
finish, 4% ft. handle, Sligc. each. 
Garden — hoes are packed 12 in a 
bundle. 
Warren type hoes, 86ce. each. 
Scuffle type hoes, S8lc. to 92c. each. 


Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.09 each. Same with 
2 holes and 10 in. polished steel 
blade, $1.09 each. 

Mortar hoes are packed 12 in a 
bundle. 


Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 46c. each; with 14 
teeth, 50c, each; with 16 teeth, 51%c. 
each. 

Medium bronze finish, straight 
teeth, 5 ft. ash handle, 12 teeth, 
77c. each; 14 teeth, polished, 83%c. 
each; 16 teeth, 87%4c. each. 

Steel bow rakes, —— teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 teeth, $1.09 each; with 14-teeth, 
$1.02 each. 

Rakes packed 6 in a bundle. 


Cultivators 


Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft. ash han- 
dles, 60c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, 85'%4c. each. 

Packed 6 in a bundle. 


Potato Hooks 


Solid steel goose neck, black and 
gold finish, 4% ft. handle, 5 round 
tines, $1.03 each. Same, with bent 
head, polished and bronze finish, 4 
angular black tines, 96%c. each. 

These are packed 12 in a bundle. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in. tines, bronze finish, $1.71 each. 
Same, 5-12% in. tines, $1.89\% each. 

Strapped ferrules, drop forged oval 
tines, polished and bronzed with 4 ft. 
ash handles, 4-12 in. tines, $1.56 each. 
Same with 5-12% in. tines, $1.90 
each. 

«Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dle, with 4 oval 15 in. heavy tines, 
$2.17 each. All of these manure 
forks are packed 6 in a bundle. 


Hay Forks 


Strapped fesrule, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handle, $1.154% each, and with 6 ft. 
bent handle, $1.39 each. 

Hay forks are packed 12 in a 
bundle. 

Five per cent off all prices on 
spring goods in bundle lots. 


VENTILATORS.—Steady sale__re- 
ported with prices the same. Stocks 


are satisfactory. 


JOBBERS’ QUOTATIONS bg RE- 
TAILERS, F.0.B. NEW YORK 


Continental ventilators, wooden 
type, No. 923, $3.65; No. 937, $4.00: 
No. 949, $5.50; No. 959, $6.05; No. 
1537, $5.25; No. 1549, $7.10, and No. 
836, $3.35, all prices per dozen. 

Continental ventilators, metal type, 
No. 833, $4.60; No. 837, $4.75; No. 
1137, $5.30; No. 1145, $6.35; No. 1437, 
$6. 90, and No. 1445, $7.80, all prices 
per dozen. 

Diamond E ventilators, all metal 
type, No. 01, $4.40; No. 02, $4.80: No. 
03, $5.60; No. 1, $5.20; No. 2, $5.60: 
No. 3, $6.40; No. 4, $7.60, and No. 5. 
$8.40. All diamond E prices are per 
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Missouri River Crossing Territory Sees 
Excellent Outlook for Hardware Trade 


KANSAS City, March 24.—On the whole, agricultural conditions 
in the Kansas City trade territory are the best they have been since 


the first of the year. 


This condition is stimulating to the buying of 


hardware and farming implements, although the season is not far 
enough advanced to have reached the maximum on spring goods. 
Much moisture has fallen in the last couple of weeks and the ground 
is well saturated and the wheat crop will get a splendid root growth. 

A good start in the wheat belt is considered 50 per cent of a good 
crop and recent precipitation has been very stimulating to the hopes 
of the farmers and ranchmen who make up the great bulk of the 


trade. 


Moisture has extended beyond the immediate Kansas City 


region and good reports are heard from western Nebraska, Dakota 


and down in Texas. 


Hardware men returning from trips in Texas say there have been 
fewer mortgage recordings there than at any time in many years, 
while at the same time the demand for hardware and implements 
has been good. This, they say, indicates that the farmers are buy- 
ing without the necessity of putting up security, which means that 
credit is getting more substantial or that there is more cash in the 


pockets of buyers. 





Leather goods continue at a brisk 
pace. Harness is as active as it was 
two weeks ago. However, saddlery 
hardware is a little quiet in spite of the 
activity of strap work. Any falling off 
in the demand of harness hardware is 
more than offset by the pickup on horse 
collars which are going exceptionally 
well at this time with wholesale buy- 
ers looking for an accelerated demand 
once farming gets under full headway. 

There has been a slight advance in 
some items, including builders’ hard- 
ware, which shows an advance of about 
5 per cent. There is a feeling that a 
big demand is in the offing for builders’ 
items as the orders for future delivery 
have not been plentiful. With the sec- 
tion in such a prosperous condition and 
with a moisture saturation that ex- 
tends virtually all over so large a sec- 
tion of the country, the buyers of Mis- 
souri River wholesale houses feel that 
there will be an immediate rush on 
these things as a result of rural build- 
ing projects which will come in the 
wake of the great demand for farming 
implements that is now on. The imple- 
ment men say this is going to be one 
of the best implement years in history. 
Such reflects the prosperity and tem- 
per of the farmer, say hardware buy- 
ers and sales managers, and it is only 
a question of weeks probably until he 
will be in the market for hardware. 

Tools are moving fairly well al- 
though the big demand for these things 
is not looked for until September or 
October. While the carpenter does not 
take as many tools as he used to on 





account of so much mill work being 
furnished for building, there is greater 
demand among the householders than 
ever before. It is the opinion of hard- 
ware merchandisers that the retailer 
must look to the householder for his 
trade in tools rather than to the me- 
chanic. Hatchet sales are slow, while 
the mild season has made for greater 
demand in scouts’ and boys’ axes. 

Buyers say the recent advances have 
been the result of a rise in the price of 
cold-rolled steel. Generally the market 
is steady outside of a few items. A 
general improvement is looked for due 
to the extremely favorable condition of 
farming just now and to the general 
prosperity of the region. 


AXES.—No price changes in sight. 
Season will not open till September or 
October. Advancing season aids de- 
ic for scout axes. 


geet from jobbers’ stocks, 
Lob Missouri River crossings: First 
quality, single-bitted, unhandled axes, 
3 to 4 Ib. » oe “tt base; handled, $18.75 
to $20. 50, 
BALE TIES.—No price advance since 
March 1. Too early for seasonal de- 
mand which is expected to arrive in 
about 30 days. Plenty of moisture for 
hay tien 
+ uote from jobbers’ stocks, 
ian issouri River crossings: fy 
ie 3 , 9 ft., $1.56 per bundle; 15 ga 
3 $1.22; 8% ft., $1.29; 9 ft., i 
per ‘bundle, net. 
BUILDERS’ HARDWARE.—Inactive 
except for items used in larger build- 
ing projects. Country business ex- 
pected to show an awakening due to 





favorable conditions. Prices advanced 


5 per cent. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Case 
lots of 2% x 2% steel butts, old 0 

r and dull brass finish, $19.25 

undred pair; 3% x 3%, $20 a hone 
dred pair; 4 x 4, $27 a hundred pair; 
heavy steel bevel inside sets. case 
lots, $6 per doz.; steel bit-keyed, 
front door sets, $18 per dozen sets; 
wrought bronze metal, $2.25 per set; 
cylinder front door sets, wrought 
bronze metal, $6.50 per set. 


CARRIAGE AND MACHINE BOLTS. 
—Business is fair. No price changes 
reported. 


We gute from jobbers’ stocks, 
f.o.b. Missouri River crossings: Small 
carriage roll thread, 50-10-10-5 off 
list; small carriage cut thread, 50- 
10-5 off list; large carriage cut 
thread, 50-10- 5 off list; small machine 

rolled thread, 650-10-10-5 off list; 
email machine’ cut, 50-10-5 off. From 
list as of April 1, 1927. 


CHAIN.—Trade is still good with a 
tendency toward greater activity. 
Prices firm. 


gaete from jobbers’ stocks, 
f.o. Wg Missouri = crossings: Proof 
coil chain, % per cwt.: No. 


$9 
2-0 Tenso, 250 Pm reel lots, $6 per reel. 


COPPER RIVETS AND BURRS.— 
Trade continues brisk. Recent ad- 
vances of 5 per cent. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: 40-10 
per cent off list. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Business has not developed in 
volume. Prices remain steady. 


We quote from jobbers’ stocks, 
f.o.b. ro. River crossings: 28- 
lap joint eaves trough, 
28 sage, 3 in. conduc- 

tay pipe, $5. 40 per 100 ft. 


FIELD FENCING.—Fairly good de- 
mand for the season. Business pick- 
ing > 
a from jobbers’ stocks, 
Lob Missouri River scoonngs: $22.50 
for 26-in. fence to $38.50 for 9 top 


and bottom, 11 intermediate and 12 
stay wire. 


FILES.—<Active demand on standard 
sizes. Prices hold firm. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Nich- 
olson, 50 per cent off list; jobbers’ 
brands in full packages, 60-5 off list. 


GALVANIZED WARE. — Retail ac- 
tivity continues brisk. Prices keep 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River erosuings: Gal- 
vanized tubs, standard No. 
doz.; No. 1, er ay 2. 
$6.88 per doz.; ; No. $8.06 per ge 
common galvanized pails, 8-at., $1.88 
per doz.; 10-qt., $2.12 per doz. 


A per 


GARDEN HOSE—Not a heavy future 
business but should be soon. Lack of 
future buying taken as a good sign of 
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strong demand later. Wide range of 
prices. 


We geeks from jobbers’ stocks, 
f.o.b, Missouri River crossings: $7.75 
to $10.00 per 100 ft. 


GRAIN SCOOPS. — No change in 

prices since March 1. Season not 

opened up yet. Little future business. 
We quote from jobbers’ stocks, 


f.o.b. Missouri River crossings: Light 
weight, full polished, split-D 
No. 6, $12.00 per doz.; N 

No. 10, $14.00; No. 12, 


handle, 
o. 8, $13.00; 
$15.00; No. 14, 


HAMMERS.—Trade is only fair and 
confined to middle and cheap grades. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: First 
grade 711% nail hammers, $12.00 
per dozen; jobbers’ brands, $10.80 to 
$11.40; competitive forged nail ham- 
mers, $6.50 to $8.00 per doz.; cast 
steel hammers, $3.60 per doz. 


HARNESS.—Volume at peak of the 
year. Demand is hectic in spite of high 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Reg- 
ular No. 1 quality, 1%-in. traces, 
$70.00 per set; No. 2 quality, 1%4-in. 
traces, $58.00 per set; No. 3 quality, 
$53.00 per set. 


HARNESS HARDWARE. — Saddlery 
hardware trade a little quiet in spite 
of good movement on strap work. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: One- 
in. japanned snaps, $2.40 to $2.75 

r gross; No. 200 XC, snaps, 1-in., 
6.60 to $10.00 per gross; roller snaps, 
No. 85, $2.65 to $3.20 per doz.; No. 
47% XC bits, $1.50 to $1.75 per doz. 


HATCHETS.—Market still very slug- 
gish. No price changes. 


We quote from jobbers’ stocks. 
f.o.b. Missouri River crossings: Size 
2 extra quality broad _hatchets, 
$16.70 per doz.; competitive forged 
shingle hatchets, $6.50 per doz. 


HINGES.—Business is reported good 
and prices advance 5 per cent. Wide 
range of prices. 


We _ quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Heavy 
strap hinges in bundles, 4-in., $1.00; 
5-in., $1.35; 6-in., $1.68; 8-in., ; 
10-in., $4.85 per doz. pair; 
heavy T-hinges, in bundles, 
0. 6-in., $1.70; 6-in., $1.90 8-in., 


HORSE COLLARS.—Demand has been 
good and is even better now. Prices 
are stiff but no further advances an- 
nounced. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Full- 
grain, collar-leather collars, average 
16% in, draft, $55.00 per doz. 


LAWNMOWERS. — Exceptional sale 
on lawnmowers so far. Business looks 
promising for the future. No price 
changes. 


We uote from jobbers’ stocks, 
f.o.b.' Missouri River crossings: Hand 
lawnmowers, $5.65 to $30.00 each. 


MILD STEEL BARS.—Movement is 
sluggish but is picking up a little. 


We uote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Bars, 
shapes and small angles, $3.56 per 
wt., base; structural sizes and 
shapes, $3.66 mild _ steel 

nds, 3/16 lighter, $4.21 per 
cwt.; steel hoops, $4.66 per cwt.; 
reinforcing bars, $3.28 per cwt.; cold 
rolled round shafting, $4.16 per cwt.: 
cold rolled square bars, $4.66 per cwt. 


per cwt.; 
and 


NAILS. — Movement is accelerating 
somewhat. Open weather stimulates 
demand. Former prices hold. 
We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Com- 


mon wire nails, $3.50 per keg, base 
(see new extras). 


OILS. — Season accelerates trade in 
linseed oil and prevailing good weather 
should make business still better. For- 
mer prices hold. 

We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: w 
linseed oil in bbl. lots, 86c. per gal.; 
boiled linseed oil in bbl. lots, 89c.; 
raw linseed oil in half-bbl. lots, 91c.; 
boiled linseed oil in half-bbl. lots, 
93c.; turpentine in bbl. lots, 75c.; 
turpentine in half-bbl. lots, 75c. 


POULTRY NETTING.—Good steady 
movement of last few weeks continues. 
Prices are firm. 


stocks, 
50- 


We quote from jobbers’ 
f.o.b. Missouri River crossings: 
10-5 per cent. 


RADIO BATTERIES. — Demand is 
tapering off with the advance of mild 
weather. No. 770 B battery will be re- 
duced on April 1 from $3.17 to $2.80 
in unit packages of five each. No. 772 
from $2.44 to $1.92. No. 485 will be 
priced at $2.33. No new price an- 
nouncements on C batteries. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: 
“Eveready” C batteries in unit pack- 
ages of ten, $0.39 each; singly, $0.42. 


ROPE.—Activity prevails. No further 
price changes on manila. Sisal is firm. 


We_ quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: High- 
est quality Manila rope, standard 
brands, 24 cents per pound, base; No. 
2 Manila, standard brands, 20% cents 
per pound; No. 1 sisal rope, highest 
quality, standard brands, 16% cents 
per pound; No. 2 sisal rope, standard 
brands, 14 to 16% cents per pound. 


SCREWS.—Movement is inclined to be 
slow with no price changes since Jan. 5. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Flat- 
head bright screws, 50-20 per cent 
off list; round head blued screws, 45- 
15 per cent off list; flat-head brass 
screws, 45-15 per cent off list; round- 
— brass screws, 40-15 per cent off 

st. 


SMOOTH WIRE.—No. 12 continues in 
good demand and prices keep steady. 
We quote from jobbers’ stocks, 


f.o.b. Missouri River crossings, $3.25 
per cwt., base. 


SOLE LEATHER.—Prices on _ sole 
leather announced March 1 still in 
force. Demand is strong and prices 
stiff. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings; No. 
; = leather strips, 98c.; light No. 
, 80c. 


STEEL SHEETS.—Steady movement 
and getting better. Prices hold. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: 24 
gage galvanized flat, $5.25 per cwt., 24 
gage black flat, $4.55 per cwt.; corru- 
gated iron, 28 gage galvanized, $4.85 
per square; 26 gage galvanized cor- 
rugated, $5.45 per square; 28 gage 
painted corrugated, $3.50 per square. 


SWEAT PADS.—Strong buying pre- 
vails as it has for some weeks. Whole- 








sale stocks somewhat low. Prices re- 


main unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: $4.25 
per doz., 20-in. base. 


WIRE CLOTH.—Business on futures 
is fairly active. Little current ship- 
ping as yet. Prices steady. 


We _ quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Black, 
12-mesh, $1.85 per 100 sq. ft.; gal- 
valized, 12-mesh, $2.05 per 100 sq. 
ft.; galvanized, 14 mesh, $2.45 per 100 
sq. ft.; galvanized, 16-mesh, $2.80 per 
100 sq. ft. 


ALCOHOL. — Futures active. Orders 
given subject to price decline before 
date of shipment. Prices weak. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: De- 
natured, 188 proof, formula 5, in 55- 
gal. drums, $0.56 er gal.; $6.00 
charge for drum, subject to credit on 
return. 


HOSE REELS.—Sales are fair, with 
a steady tendency but with nothing 
unusual in prospect. Prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Don- 
ley all steel No. 2, $1.70 each. No. 2 
is standard size for region. 


STORAGE BATTERIES. — With rise 
of spring temperature business slows 
down. Prices firm. 


We _ quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Auto- 
mobile, 6-volt, 11-plate, heavy, stand- 
ard terminal, $9.10 each; 6-volt, 13- 
plate, $10.75 each; 12-volt, 7-plate, 
$12.85; 6-volt, 11-plate, thin, stand- 
ard terminal, $7.35; 6-volt, 13-plate, 
thin, for Ford and Chevrolet, $8.05. 


TIRES.—Business good for this time 
of the year. Prices, considering news- 
paper reports on rubber market, fairly 
steady. 


We _ quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: First 
grade, automobile, covered by stand- 
ard warranty; 30 x 3%, oversize, 
heavy-duty cord, s.s., : 
$13.00; 32 x 4, $13.80; 


A 15.15; 2) a 

6.00, $20.75; 33 x 6.00, $21.80. Truck: 
32 x 4%, 8-ply, $23.50; 33 x 444, $24.35; 
80 x 5, $28.30; 32 x 6, $37.00; 36 x 6, 
10-ply, $50.40; 34 x 7, $65.05; 40 x 8, 
12-ply, $99.00. 


TUBES. — Market fair, awaiting 
warmer weather and tourist stimula- 
tion. Manufacturers said to be com- 
mitted four months ahead. Prices fair- 
ly steady. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Heavy 
laminated stock; 30 x 3%, heavy- 
duty, tan, $18.00 per doz.; gray, $16.20 
per doz.; 31 x 4, tan, $13.80 per % 
doz., gray, $11.10 per % doz.; 32 x 4, 
tan, $14.40 per % doz., gray, $11.70 

doz.; 33 x 4, tan, $15.00 per 

., gray, $12.30 per % doz.; 32 
x 4%, tan, $16.80 per % doz.: 33 x 
4%, tan, $17.40 per % doz.; 33 x 5, 
tan, $21.90 per % doz. Balloon: 29 
x 4.40, heavy-duty, gray, $21.00 per 
doz.; 30 x 5.25, gray, $14.70 per % 
doz.; 31 x 6.00, gray, $17.40 per % 
doz.; 33 x 6.00, gray, $19.50 per % 
doz. Special brand tubes; 30 x 3%, 
55 to 70 gage, 2%4-in. pole, reinforced 
valve base, vulcanized splice, full- 
ee $0.85 each; 29 x 4.40, $1.15 
each. 
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Manufacturers Announce Price Advances— 


Chicago Trade Developing Irregularities 


(Chicago office of HARDWARE AGE) 


Cuicaco, April 3.—A further irregularity in general business con- | 
ditions in the Chicago territory seems to be developing. This is 
especially true in the hardware trade where the wholesalers reported 
a very excellent business in January and February, which has been 
followed by a below normal March. The retail trade, however, is 
holding up fairly well and more settled weather conditions will prob- 
ably cause a resumption of buying. 

Changes in hardware jobbers’ prices this week were confined to 


a rather substantial reduction on radio B batteries. 


However, man- 


ufacturers have announced advances effective April 1 on some styles 
and sizes of butts and hinges, on sash cord anl on girls’ roller skates, 
but jobbers have not followed any of these increases as yet. 

The steel] mills, in this area, are operating at a slightly less capa- 
city, although specifications are coming in more freely and orders 


extend well into the second quarter. 


tained for the most part. 


Prices are being well main- 


Building activities, especially in the larger centers, are holding 
up very well and this is causing a good demand for materials of all 


kinds. 
Collections are fair. 


AUTOMOBILE ACCESSORIES. | 


—With the advent of spring-like | 


weather sales are showing a very satis- | 
factory increase. 


We atl from 
f.o.b. Chicag: 

Spark Plugs. —Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each: 


jobbers’ stocks, 


lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Light.— Appleton, No. 3280, 
$6.50 each. 


Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 
Jacks.—National Standard, No. 21, 


$1.30 each, 
1% 


Pumps. —Rose, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.30 each; regular 
cords, $6.10 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


BASEBALL GOODS.—The demand is 
increasing steadily with the advancing 


in. cylinder, 


season. Prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Goldsmith Official 
League ball, $15.00 doz.; Louisville 


Slugger bat, $16.20 doz. 


BOLTS AND NUTS.—The demand at | 
this time is only fair. Prices are un- 


changed. 

We quote from jobbers’ stocks. 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount, small 
carriage bolts, rolled thread, 60-10 


per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 


per cent discount. 

BUILDERS’ HARDWARE.—AIll 
plated butts, except ornamental, were 
advanced by the makers 5 per cent 
effective April 1. Jobbers’ prices will 


undoubtedly follow. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 





old copper and dull brass finish, $2.07 
per doz. pair, case lots; less quanti- 
ties, 9c. per doz. pair higher; 4 x 4 


steel butts, old copper and dull brass 
finish, $2.90 per doz. pair, case lots: 
less quantities, 10c. per doz. pair 
higher; heavy steel bevel inside sets, 
$5.75 per doz. sets, case lots; steel 
bit-keyed front door sets, $1.45 per 
set; wrought brass, bit-keyed front 
door sets, $2.49 per set; cylinder front 
door sets, $6 per set. 


CHAIN.—The steady demand for chain 
continues. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: % in. proof cow 
chains, $8.50 per 100 Ib. Tensco Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.—A 
good steady volume of orders is re- 
ported. Prices are very firm. 


We quote from jobbers’ 
f.o.b. Chicago: Copper rivets 
burrs, 40-24% per cent discount. 


EAVES TROUGH, PIPE, ETC.— 
Prices are firm and there is a normal 
volume of orders. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: 28 gage single bead 
lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugatéd conductor pipe, 3-in., 
$4.80 per 100 ft.; plain ridge roll, 
1%-in., $3.65 per 100 ft.; corrugated 
conductor elbows, 3-in., $1.51 doz. 


ELECTRICAL MERCHANDISE.—A 
substantial reduction on radio B bat- 
teries became effective April 1. Sales 
on all electrical items are very satis- 
factory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Electrical merchan- 
dise, No. 14 rubber covered wire, 
$5.80 per 1000 ft.; in less than 1000 
ft. lots, $6.30; No. 18 lamp cords, 
$10.25 per 1000 ft.; in 1000 ft. lots, 
$12; %-in. brush brass key sockets, 


stocks, 
and 


15 each; two-wa plugs, 45c. 
each, in lots of 10, 40c. each: two- 
piece attachment plugs, 7%c. each: 








dry cells, boxes of 50, 3244c. each; 
less than case lots, 36c. each. 

Electrical Appliances.—Iron, Hot 
Point, $4.20; in lots of six, $3.90; Sun- 
beam, $5; lots of six, Per- 
colator, Universal 9169, 

Radio Supplies.—Radio B batteries, 
D 779 E, $1.40 each; base lots of 5, 
$1.30; No. 770, $3 each; packages of 
5, $2.80; No. 772, $2.06 each; pack- 
ages of 5, $1.92; No. 486, $3.58 each: 
packages of 5, $3.33. 

Battery Chargers.—Apco line, 
of less than 10, $9.90 egch. 


FIELD FENCE.—Sales are very active 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 per 
100 rods; 1948-6-14%, $43.62 per 100 
rods; 2158-6-4%, $48.98 per 100 rods. 

FILES.—Prices are without change 
and sales are normal. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 

50 per cent off list. 
FISHING TACKLE.—The demand is 
very active as is to be expected at this 
season. 

We quote from jobbers’ stocks. 
f.o.b. Chicago: Bronson No. 100, $2.25 
each; Chicago level winding reel, 
$2. od each; Symploreel No. 752, $4.90 
eac 


GALVANIZED WARE.—The demand 
for dairy utensils is being stimulated 
by the fact that cattle are being turned 


lots 


out to pasture. 


uote from jobbers’ stocks, 
ion icago: Standard galvanized 
after made wor Bg ® 1, $5.75; No. 
$6.50; No. 3, $7.6 0 qt. elven 
after made pails, i": 00; 12 q 
14 qt., $2.50; 1 Fe all ‘kalvanized oil 
cans, pbecial, 35 doz.; gal., $4.00 
doz.; 3 gal., $5. % doz. ; 5 él $7 doz.; 
1 bu. galvanized baskets, $6.25 doz.: 
No. 26, baled %4 bu. galvanized meas- 
ure, $4.50. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Prices are very firm and 
there is a good seasonal demand. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Garden hose, good 
wash aa hose, ¥4-in., llc. per 
ft.; %-in., 12%c. per ft.; 5 ply, good 
quality, wrapped, %-in., 8c. per ft.; 
%-in., 9%c. per ft. Lawn sprink- 
lers, Rain Kin $28 a doz.; original 
fountain sprin lers, 36 doz.: Rain- 
bow, 38-in. high, $24 a doz. 


GLASS AND PUTTY.—Sales are sea- 
sonably active and prices are firm. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Single strength A, all 
brackets, 89-5 per cent discount; sin- 
gle strength B, all brackets, 90-7% 
per cent discount; double strength A, 
all brackets, 89 per cent discount: 
double strength B, all brackets, 90-5 
per cent discount; putty, pure grade, 
$4.25 per 100 1lb.; commercial, $3.50 
per 100 Ib. 


GLASS SUBSTITUTES.—There is 
good spring demand. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Cel-O-Glass, 100 x 3 
ft., full rolls, $36 each; Glass-Cloth, 
150 x 3 ft., full rolls, $12 each. 

HAMMERS AND HATCHETS.—With 
very firm market prices, orders for 
standard nail hammers are decidedly 


heavy. 
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HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 

titive grade, 16 oz. nail hammers, 

6 to $8 doz. 


HATCHETS— 


qu uote from jobbers’ stocks, 
tov. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
uality hatchets, No. 2 broad, $16.40 
oz.; medium quality hatchets, No. 2 
shingling, $8 : medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Sales 
are showing a steady increase as the 


season advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Hay fork handles, 
straight, chucked and bored, X 4 ft., 
$2.40 per doz.; 4% ft., $2.70 oad Got : 
XX 4 ft., $3.90 per doz.; 4% f 4.20 

r doz.; ash fork Aas By ‘ ae 
chucked and bored, X 4 ft., $2.90 per 
doz.; 4% ft., $3.20 per doz.; ash hay 
fork handles, awe with strap, fer- 
rule P say cap, X 4.90 per doz.; 
4% ft, $6.20 per doz? X 4 ft., $6.15 
J doz.; 4% ft., $7.10 per doz.; bent 
manure for handles, lain, X 4 ft., 
cag per doz.; 4% ft., $3.40 per doz.; 

4 ft., $4. 65 per doz.; 4% ft., $5 
Fg doz.; bent manure fork handles, 
with strap, ferrule and cap, X 4% ft., 
$5.25 per o. ine 4 ft., $6.65 per 


doz.; 4% f 10 per doz.; garden 
hoe han Fag t., $2.60 per 
doz.; XX 4% ft., $3.70 per doz.: rake 
handles, X 5 » $3.50 per doz.; 
XX 5% ft., $5.65 per doz.; shovel 


handles, regular pattern, X 4% ft., 
$4.25 per doz.; XX 4% ft., $5.95 per 


doz.; D shovel handles, X, $5.25 per 
oz.; XXX, ‘ per doz.; wood 
spade handles, X. pes4.90 per doz.; 
shovel handles, X. I. D. L. top, $4. B 


per doz.; Sturd-E top, $4.50. 


HANDLES, HICKORY.—Pick, sledge 


and hammer handles are selling active- 
ly. No price changes recently. 


qu uote — 4 jobbers’ prog. 
PR Chicago: ‘. (new B. 
hickory, $4 Re : 2 (new B. R. 4 


$3 doz.; second growth hickory (new 
A. W.), $5 doz.; est selected second 
—" hickory (new A. A.), 50 

OZ. 

Hatchet and Hammer Handies.— 
No. 1 (new 8S. B. R.), 90c. doz.; finest 
second o> hickory (new S. A. 
W.), $1.80 doz. 


HINGES. — Manufacturers have ad- 
vanced prices approximately 5 per cent 


excepting on light strap and T hinges. 
We quote from jobbers’ stocks, 
f.o.b. icago: mg 4 strap hinges 
in bundles, 4 in., 92c.; 5 in., $1.22; 
6 in., $1.54; 8 in., $2.47; 10 in., $4.00 
er doz. pair; extra heavy T hinges 
n_ bundles, ‘ 7 +» $1.26; in., $1.56; 
ri in., $1.87; 8 in., $2.80; 10 in., $4.50 
per doz. 


ICE CREAM FREEZERS.—There is a 
steady increase in the demand as the 
season advances. 


We quote from jobbers’ stocks, 
ang Chicago: White Mountain, 1 
4. ad hy 2 qt., $5.60 list; 3 at., 
$6.75 at., $8.25 list;'6 at. 
to. 45 Mint: 8 qt., $13.40 list; 10 at.. 
17.90 list; 12 at.» $21.50 list; 15 at., 
25.60 list; 20 $33.20 yi 25 at., 
42.60 list. Arc od 1 qt., $4 list; 2 at., 
$4.60 list; 3 qt., $5.45 list; 4 at., $6. 80 
list; 6 qt., $8. 60 list; 8 at., $11. 10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.95 list; 2 at., 
$3. 45 list; 3 qt., $4 ‘10 list; 
i $6.30 list; 8 qt., 
-» $10.75 list: 12 at., $1 
, $17 list; 20 qt., $21 50. list. A dis- 
Stax of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
doz.; 2 qt., enamel, $10 per doz.; 4 


at., enamel, $18 per doz. Above prices 
are net, 





PREPARED ROOFING.—Prices are 
stronger with very lively sales. 


PYREX WARE.—There is fair sea- 
sonal 
changed. 


ROLLER 
have advanced prices on girls’ roller 
skates 8 cents per pair on account of 
the cost of the high leather backs. 
ago prices are unchanged as yet. 


ROPE.—Spring buying is on in full 
force with the present low prices as- 
sured for at least another 30 days. 





MOWERS.—There is a sea- 


LAWN 
sonal increase in the demand and prices 


are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 16-in. ball bearing, 
5-knife, 1l-in., wheels, $12.35 each; 
16in. ball bearing, 4-knife, 10%4-in. 
wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 


9 in. wheels, $7.85 each; 16-in., plain 
bessing, 4-knife, 9 in. wheels, $7.35 
each. 


NAILS.—Orders are liberal and in 
steady volume. Prices are quite strong. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: l.c.l. quantities com- 
mon wire and cement coated nails, 
current l.c.l. stock orders, $3.10 per 
keg base, Dec. 1, 1927, extras. 


PAINTS AND OILS.—Prices are un- 
changed and sales are seasonally good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil, Raw.—Barrel lots, 85c. 
per gal.; 5 barrel lots, 82c. per gal. 

Linseed Oil, Boiled. — Barrel lots, 
87c. per gal.; 5 barrel lots, 84c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
58%4c. per gal.; steel drums, extra $6, 
returnable. 

Turpentine.—Drum 
gal., net. 

Rigg Lead.—100 Ib. lots, $13.25; 50 

lots, $6.75; 25 lb. lots, $3.40; 12% 
iD lots, $1.75. 

Shellac.—(4% lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—lIn barrels, 
$3.50 to $6.75 per 100 Ib. 

Pied Paste.—Barrel lots, 


lots, 7lc. per 


Thc. per 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.75 per 
square; best grade talc eurtaced. 
$2.15 per square; medium talc sur- 
faced, $1.30 per square; light talc 
surfaced, 90c. per square; red rosin 
sheathing, $55 per ton, 


demand and prices are uwun- 


We — _from jobbers’ stocks, 
f.o.b. Chicag 

Bread eia200, 212, $7.20 dozen; 
No. 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, 
Oval, No. 632, $12 doz.; No. 633, $14 
+ gg : eit aha Gon Oval, No. 642, $12 doz.; 

we Plates —No, 208, $6 per doz.; 
No. 209, $7.20 per doz 

Tea pet cup, ‘$21 doz.; 
$24 doz.; 6 cup, $28 doz 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz, 

iced Tea Sets.—$4 per set. 


4 cup, 


SKATES.—Manufacturers 


uote from jobbers’ stocks, 
PP dg icago: Union roller skates, 
boys, 1 40; ois, $1.50; Chicago roller 
skates, boys, $1.30; girls, $1.40. 


We _— _from jobbers’ stocks, 





o.b. Chicago: No. 1 Manila — 
brand, alee “to 23c. per Ib.; 2 
Manila, 20c, er Ib.; _ 1 sisal, 14 ihe, 
to 16c. per Ib. ; No. 2 sisal, 13%e. to 
15c. per Ib. 


SASH CORD.—The demand is showing 
a steady seasonal increase. Jobbers’ 
prices have not yet followed the recent 
advance by the makers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.90 per doz. hanks; No. 8, $8.90 per 
doz. hanks. 


SASH PULLEYS.—The demand is fair 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Common sash pulleys, 
55c. per doz.; barrels, 60c. per doz.; 
Common Sense, 2 in., 55c. doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.; 
barrels, 45c. doz. 


SCREEN DOORS AND WINDOW 
SCREENS.—There is a good early 
volume of buying for later delivery. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Screen doors, No. 266, 
8 x 6-8, $20.46 doz.; No. 296, 2-8 x 
8, $24.66 doz.; No. 311, 2-8 x 6-8, 
9.22 doz. Window screens, No, 1833, 
56 doz.; No. 2433, $5.40 doz. 


RA ROM 


2 
4. 


SCREWS.—Prices are strongly held by 
the manufacturers and there is a good 
demand, 


We quote from jobbers’ stocks, 
f.o.b, Chicago: (New lists Jan. 3, 
Flat bright screws, 50 per 
cent; round head, blued, 45 per cent; 
flat head brass, 45 per cent; round 
head brass, 40 per cent. 


SOLDER AND BABBITT.—Prices are 
considered low and orders are liberal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 


der, $35 per 100 Ib.; medium 45-55 
solder, $33 per 100 lb.; tinners 40-60 
solder, $30.50 per 100 lb.; high speed 


babbitt metal, $20 per 100 lb.; stand- 
ig No. 4 babbitt metal, $12 per 100 


STEEL SHEETS.—There is a normal 
volume of business and prices are firm 
and unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage galvanized 
sheets, $5.30 per 100 Ib.; gage 
black sheets, $4.20 per 100 Ib. 


WIRE PRODUCTS.—Prices are show- 
ing a decided firmness as the spring 
volume continues favorable. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: No. 9 black annealed 
wire, $3.30 per 100 lb.; No. 9 gal- 
vanized plain wire, $3.85 per 100 Ib.; 
catch weight spools galvanized cattle 
or hog wire, $3.80 per 100 lb. Polished 
fence staples, $3.55 per 100 lb. Wire 
cloth, black, 12-mesh, $1.85 per 100 
sq. ft.; galvanized, 12-mesh, $2.05 per 
100 sq. ft.; bronze, 14-mesh, $5.60 per 
100 sq. ft. Galvanized poultry net- 
ting, galvanized before made, 60 per 
cent discount; galvanized after made. 
50-10 per cent discount. 


WRENCHES.—Prices are very firm 
and sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10-5 per cent discount. Coes 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list;  Stillson 
wrenches, 70-10 per cent discount: 
Trimo, 70-5 per cent discount. 

Snap-on Wrenches.—Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75: 
No, 202, Heavy Duty Set, $3. 80; No. 
40s, Flexible Socket Set, $8.80: No. 

608, Crankcase Drain Plug Socket, 
$3. 30; No. 90, Square Socket Set. 
$3.70: No. 1817, Giant “Snap-on” with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount, 
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Weekly Letter 


TO INCREASE YOUR SHOTGUN SALES 


A customer does not give much thought to 
the purchase of a pound of nails or a 75c 
hammer. It does not take a lot of salesman- 
ship to sell them. The good retail salesmen 
are likely to know something about the nails 
and hammers, but it’s possible to get by with- 
out this knowledge. 

When it comes to selling a shotgun the prob- 
lem is quite different. The salesman who 
knows will sell a lot more than the man who 
hands a gun to a prospective customer and 
expects him to discover good reasons for buy- 
ing it. The purchase of a shotgun is an im- 
portant matter to the sportsman. He is apt 
to do some thinking before he makes his 
decision and he will expect worthwhile infor- 
mation from the man who sells him a gun. 
If he can find a man who knows something 
about the guns he is selling, that’s the man he 
will buy from. 

The Remington Model 11 is the largest 
selling autoloading shotgun in America. For 
ducks and geese it is about the most popular 
gun of any kind in America. It has strong 
selling points that ought to be known by 
everyone who sells it. 

The Model 11 has passed through many 
changes, improvements, and refinements to 
its present form. The evolution has consisted 
largely of a strengthening process to make it 
stand up under the heavy, long range loads 
that are so popular in America today. The 
original design was satisfactory for European 
loads and for the moderate loads sold in this 
country, but it was not sturdy enough to stand 
the pounding of thousands of rounds of heavy 
loads. This is the most important point to 
stress with customers. If you are going to 
shoot heavy, long range loads you want a gun 
like the Model 11, built to stand up with them. 
Specifically, here are some of the chief points 
about the Remington Improved Model 11 
Autoloading Shotgun that every jobber’s sales- 
man and retail salesman should know: 


“Show samples—talk points” 


We have had a number of requests 
for reprints of these Weekly Letters. 
to be distributed to salesmen and 
others. We shall be glad to supply 
any of our customers with copies 
upon request. 


25 Broadway, New York City 


1. 


2. 


wn 


10. 


11. 


12. 


13. 


Built to handle heavy American loads, but 
weighs only 734 pounds. 


Has a cross-bolt safety that is positive and 
is not easily moved on or off by accident. 


. Heavier action and recoil springs prolong 


life and reduce recoil. 


. A fibre cushion at the back of the receiver 


takes up the shock, as a shock absorber 
does on an automobile, and adds to the 
durability of the gun. 


- To prevent the fore-end’s splitting, there 


is a hardwood insert where the barrel 
strikes. 


Locked breech—Barrel and breech block 
locked together until shot leaves muzzle, 
therefore, shoots as hard as pump or 
double gun. 


Solid breech—A solid wall of steel be- 
tween the shooter’s face and the chamber. 


- To prevent the barrel’s buckling, the bar- 


rel guide has a bearing surface twice as 
long as on any other autoloader. 


. All ribs, whether solid or ventilated, on 


Remington shotguns are milled on the 
barrel and are an integral part of it. They 
positively cannot come off. 

Made in 26, 28, 30, and 32-inch barrel 
lengths. 

Magazine may he filled or unloaded with- 
out removing shell from chamber. 

A loaded shell may be removed from the 
chamber without disturbing shells in 
magazine by simply pressing and holding 
the button on the right side of the receiver 


while the breech block is pulled back and 
released. 


Fore-end and stock of finest American 
dark walnut, elaborately checkered, with 


pistol grip. 


President 


REMINGTON ARMS COMPANY, Ine. 


: Originators of Kleanbore Ammunition 


Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 
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New England Hardware Sales Are 
Running Behind Those of Last Year 


(Boston office of HARDWARE AGB) 


BosToN, April 3.—On every hand one secures reports of the back- 


wardness of business. 


The average retail dealer says people are not 


buying as freely as they have in former years, although the rural 


trade apparently is better off than the city retailer. 


Opinion among 


retailers as to the condition of business is generally the unemploy- 
ment and a fear among laborers that wages are to be reduced. Cuts 
in wages have already been made in various New England localities, 
and that fact has beer broadcasted sufficiently to cause general un- 


easiness among workers. 


Another theory advanced by retailers is 


that in the past several years people bought ‘a lot of merchandise 
carried by the trade and this merchandise is still answering the re- 


quirements of its owners. 


Weather conditions the past week probably have had more to do 


with business conditions than anything else. 


There have been a 


couple of real springlike days followed by stinging cold weather. 


There has been little incentive for the public to buy. 
conditions are clearly reflected in the jobbing market. 


Retail market 
The com- 


mon report from jobbers is that retailers are buying in very small 
lots, and not too often; that sales for March unquestionably will 


run quite a little behind those for that month last year. 
are slow, money being tight in all directions. 


Collections 
Some Boston banks 


have loaned all their available money and are borrowing to conduct 


business. 





BARBED WIRE.—Some retailers are 
evincing interest in barbed wire, but 
there is little significance to the buying. 


bot I quote from Boston jobbers’ 


stoc 
Barbed Wire.—From stock common 


four-point, in 100 ft, coils, 75c. per 
coil net; smooth fence, No. 9, $4.20 
per cwt.; two-ply twisted, in 80 rod 


reels, $3.44 per reel; Waukegan, four- 
point, in 80 rod reels, $3.87 per reel. 

Barbed Wire.—Facto shipments, 
four-point, in car lots, Fs. 30 per reel 
net; in less than carload lots, $3.55. 
Two- ply twisted, in car lots, $3.30; 
in less than car lots, $3.55. Bighty- 
rod reels, four- point, in car lots, 
$2.80; in less than car lots, $3. 
ply twisted, in ont _ $2.41; 
than car lots, $2.5 

Fence Wire, — ete shipments, 
galvanized smooth, in car lots, $3.20; 
in less than car lots, $3.45 

Staples.—Factory shipments, gal- 
vanized fence in car lots, $3.30 per 
keg net; in less than car lots, $3.55. 


BASEBALL GOODS.—Weekly _job- 
bing sales of baseball goods are fair, 
but retail buying so far this year has 
been behind that of 1927. 


We quote from Boston jobbers’ 
stocks: 

Catchers’ Mits.—Youth’s model, $8 
to $14.50 per doz. net; amateur model, 
$14.50; full on. $28. 50 and $40; semi- 
professional, $64 

First Base Mits.—Youth’ s model, $8 
per doz. net; ey sized, $13 to $36; 
speed model, : Stufty McGinnis, 
$50; He. Teg model, $61. 

Baseball Gloves.—Boy’s, $5.50 to $11 

er doz, net; Tris Speaker (brown 
horsehide) $14. 50; G. C. Alexander, 
professional speed model, $40; speed 
model, 

Baseball Bats.—Babe Ruth, $16.20 
sd doz. net; Eddie Collins, $16.20; 

Heilman, $16.20; Babe Ruth 
te HA Bin-Go, $12; burnt oil fin- 


Two- 
in less 





Baseballs.— With rubber center, 
$14.50 per doz, net; with cork and 
rubber —,. $14.50; Professional 
League, $8; oy’s League, $3.50; 


Junior ieee” 2. 75; Dollar Lively, 
No. 7, $6 


BORING MACHINES.—Quite a de- 
cided advance in boring machines has 
transpired. Sales in this territory are 
not large. New prices follow: 


We quote from Boston jobbers’ 
stocks: 

Boring Machines.—Shell line, angu- 
lar, $11.30 each, net; upright, $11 


BOUQUET HOLDERS.—What is said 
to be the initial orders for bouquet 
holders of the season are noted by 
jobbers. Goods will be shipped next 
month for the pre-Memorial Day trade. 


Ri quote from Boston jobbers’ 
stock: 

Bouquet Holders. — Glass, _ 14, 
60c. each net; iron, tulip, 2, 
35c. each net; tin, No. 22, $1. ne per 
doz. net. 


CLOCKS.—Clocks, as an item, are sell- 
ing well as compared with many other 
things handled by the retail dealer. 


We quote from Boston jobbers’ 
stocks: 

Clocks. — Westclox line, Big Ben, 
$2.29 each net; luminous, $3.16; Big 
Ben De Luxe, $2.64; luminous, $3.52. 
Baby Ben, $2. 29; luminous, $3.16; 
Baby Ben De Luxe, $2.64; luminous, 
$3.25. Black Bird, $1.76. Sleepmeter, 
1.40; luminous, $2.10. Blue Bird, 
1,22; luminous, $1.76. America, $1.05. 
Ben Hur, $1.76; luminous, $2.46, 


CONDUCTOR PIPE.—Jobbers secure 
an occasional order for conductor pipe. 
In view of the amount of building so 
far this year, conductor pipe sales have 
been somewhat disappointing. 
We quote from Boston jobbers’ 
tocks: 





Conductor ony .—Steel, a ee. f 


in., in lots of 260 ft., 18c. per t. list; 
in., 20c, Discount, 60 and 15 per 
cent. Toncan, 28 gage, 2 in., 18c.; 3 


in., 20c. Discount 45 and 10 per cent. 
Sheet steel, 28 gage, 2 in., 18c.; 3 in., 
20c. Discount, 75 per cent. Higher 
prices are asked for smaller lots. 

Elbows.—Round, corrugated, steel, 
28 gage, No. 2, 2 in., 30c. each list in 
lots of 300; 3 in., 36c. No. 3, 2 in., 
30c.; 3 in., 36c. Discount, 60 and 10 
per cent. 'Toncan iron, No, 2, 2 in., 
40c. each Tt. in lots of 300; 3 in., 
48c., No. 3, 2 in., 40c.; 3 in., 38¢c. Dis- 
count 55 or “cent. Higher prices 
are asked for smaller lots. 


FENCING.—Small yet steady buying 
of various kinds of fencing is reported. 
Sales are somewhat behind those of a 
year ago. 


ane: quote from Boston jobbers’ 
stoc 

Fencing. wn, 
10 rod rolls, 36 in., 
42 in., 
extra, 36 in. $1. 
$1.4844; 48 in., . 

Fencing. —Field, from store, $4.15 
per cwt. net. Factory shipments, in 
car lots, plain, $3.30 per cwt.: in less 
than car lots, $3.55. Smooth, gal- 
vanized, sizes No. 6 to No. 9: in car- 
lots, $3.20 per cwt.; in less than car 
lots, $3.45. 

tes.— From i style F, 36 x 3, 

$3 er net; 42 8, $3.12; 48 x z. 
= 24; 36 x 32 A $3.1 12; 42 x 3%, $3.2 
48 x 3%, $3.3 


FLY SWATTERS.—Quite a number of 
retail dealers already have placed 
orders for fly swatters to be delivered 
a little later. Not a day passes but 
what more dealers cover their 1928 
requirements. 
Ps Pe quote from Boston jobbers’ 
Fly Swatters. —Velvet, $6 per gross 
net; Yorile, $7.50 
GARDEN TOOLS.—Jobbers are en- 
deavoring to push garden tools, but 
orders are coming in slowly and usual- 
ly for small amounts of merchandise. 
eh quote from Boston jobbers’ 
ock: 
Garden Tools.—Trowels, No. 214, 6 
in., $2.25 per doz. net; No. 6 x 6 in., 
$1.32; No. 85, 85c.; No. 120, $1.50; No. 
140, $2.50. Forks, No. 300, $3.50; No. 
40, $1. = Weeders, $2. 


n Sets.—No. 112, child’s three 
$1. 50 per doz. net; No. BBT, 


,» ornamental 


;_ No. 
No. FSX, three Pieces, 

o. 83, } ye tools, $ 
1842, 31. “4 No. , $2; No. 867, $4; 
No, 870, 


LAWN ACCESSORIES.—Rubber hose, 
which up to recently has been inactive, 
has come to life. Sales the past week 
were the best for any similar period 
this year, says one of the largest job- 
bers. Other lawn accessories are going 
fairly well. 
NAILS.—AIll kinds of nails are selling. 
The average retail dealer is carrying 
smaller stocks than he did a year ago. 
a quote from Boston jobbers’ 
. Nails.—Wire, from store, $3.50 per 
keg base; from mill, in car lots, 
$2.70 per keg base; in less than car 
lots, $2.95. Cement coated, in count 
kegs, from mill in car lots, $2.60 per 
keg base, f.o.b. Pittsburgh; in less 
than car load lots, $2.85. Cut nails, 


from store, $4.25 per keg, base; 
Hardened steel floor, direct ship- 
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It Locks the Joints logether Permanently 


The RW 
LOCK JOINT 


TROLLEY TRACK 


Regardless of its length, your tightly that hangers operate 
trolley track can now be made — smoothly and trouble-free. 
practically a one-piece track, by The R-W Lock Joint can be ob- 
using the R-W Lock Joint. tained only with trolley track 
A perfected product of Richards- — carrying the R-W trade mark. 
Wilcox, it locks the joints so Ask for it by name. 


:(. 


w Orleans Des Moines 
Seattle Detroit 


AURORA, ILLINOIS, U.S.A. 


hia Cleveland Cincinnati: Indianapolis St. Louis ve 
as City Los Angeles San Francisco Omaha 


RICHARDS -WILCOX CANADIAN. CO., LED.,. LONDON, ONT Winnipeg 
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ments, $7.60, f.0.b. Wareham, Mass.; mediate difficulty in filling orders is 


from store, $8.10. Western cut nails. 


direct shipments, in less than car anticipated. 


Jots, $3.50. Tremont eut nails, direct 
Saeenentn, $3.95 per keg, f.0.b. Ware- 
am, 


POULTRY SUPPLIES.—Poultry sup- 
plies continue one of the brightest 
spots in the market, according to job- 
bers. A large number of orders re- 
ceived each day call for something in 
this line, and it is a foregone conclusion 
that 1928 sales will be record-breaking. 


We quote from Boston jobbers’ 
stocks: | 

Poultry Netting. — From stock, 50 
and 5 per cent discount. For direct | 
shipment, f.o.b, mill, freight equal- 
ized with the nearest competing mill: 
galvanized after weaving, 50, 10 and 





5 per cent discount; galvanized be- SCREENS AND DOORS.—The aver- 


— brn. 60, 10, 5 and 10 per age retail dealer is still lukewarm when 
Sg ere 1,1 at pet: it comes to screens and doors. He 
style ° oO 

No. 117, $26.78." No. 1. $26.25; No. 2. feels there is no need to hurry to get 
$31.15;'No, 3, $40.43; No. 4, $47; No. in under cover, and the jobber cannot 


5 


Brooders.—Oil burners, No. 27A, 200 
chicken capacity, $12.25 each net; Ne. 
28A, 350 chicken capacity, $14: No. 
80, 350 chicken capacity, $13.30; No. 
81, 500 chicken capacity, $15.05; No. 
101, 500 chicken capacity, $18.50; No. 
102, 1000 chicken Be pl) $22.05. 
Coal burners, No. 117, 350 chic 
pacity, $11.55; No. iis. 500 jcken 
capacity, $15.05; No. 119, 1000 chicken 
Ne per” $18.55. Electric burners 
No. 50 chicken capacity, $10. 15: 
No. Hi 100 chicken capacity, $13.83; 
No. 92, 200 chicken capacity, $17,33; ge 
No. 93, 300 chicken capacity, $20.65 


PRUNING SAWS.—There is a call for SHEARS.—Slight reductions have been 
pruning saws, although not a big one. | made in some numbers of lawn and 
ote: quote from. “Boston jobbers’ border shears. Pruning shears are sell- 
ing quite freely again. Jt has 
xcellent season up"to date. 






Py 





Reg ge ee sant tee : 
13. het: e 
5. & 
.90, 18-in., 12, DS | eel Ba 
$18.08: No. Ne ‘14-in., $18.35; Mo. 
14-in.; $18.35; No, 11, 18-in., $13.30. 


PYREX WARE.—Jobbers are of the 
impression there will be a shortage in 
Pyrex ware owing to the fact that fire 
recently destroyed or badly damaged 
the company’s plant. Jobbers have a 
fairly well assorted stock, and no im- 


We quote from Boston jobbers’ 
stocks: 

Pudding Dishes.—Oval, No. 032, 1 
qt., 57c. each net; No. 033, 1% aqt., 


No. 042, 1 gts 57c.; No. 043, 1% aqt., 
67c.; No. 0 2 qt., 80c. 

Piatters Weil and tree, No. 372, 
2 each net. 

Custard Cup.—No. 410, 3 oz., 7c. 
each net. 

Tiltes.—Round, No. 723, 67c. each 
net; oval, Nos. 733 and 743, 67c.; 
square, No. 753, 67c. 

Frames.—Casserole, No. 849, to fit 
Nos, 267 or .622, $1.08 each net: No. 
850, to fit Nos. 268 or 623, $1.25; No. 
84914, to fit Nos. 293 or 632, $1.50; No. 
850%, to fit Nos. 294 or 633, $1.75. Pie 
plate, to fit No. 209, $1. 


5, 974.90. seem to make him change his mind. 


We quote from Boston jobbers’ 
stocks: 

Screen Doors.—From stock, No. 241, 
2.6 x 6.8, $19 per doz. net; 2.8 x 6.8, 


3.0 x 7.0, * $30.13. No. 545G, 2.6 x 6.8, 
$41.69; 28 x 6.8, ng 2.10 x 6.10; 
He 88; 3.0 x 7.0, $46. 

Factory Lteiecete.” — Deduct 10 
per cent from the above prices. 
Freight is allowed in the distribution 
_of cars from factory. 


We quote from Boston jobbers’ 
stocks: 

Pruning Shears. — No. ory $4 per 
doz. net; at art 50; , $5; No. 
2, $6; No. $7.50; Ne 30 $8; No. 

$15; No, ooo" $22.50; No. 240, $18. 
French whee) ‘No. 8, $20 per doz. 
net; No. $23; . 39, 9. 

Grass Shears — * Special, $2.50 per 
doz. net; 5%4-in. blade, S. yy 
No. 19 ae ant blade, $4; ene 126 
5-in., Pisston Nor 1106, Fin, 
blade, iti. 75; Graham, ~E pattern, 
No. 017, $6; No. 117, $7.50. 


gen 





hears. —Lawn, No. 106, $2.50 each 
net edge, No. 100 $i; No. 100, 
7-in., net 0; 9- in., $1.65; No. 101, 9-in., 
$1.75; border, No. 104, 9-in., $2.50; No. 
105, 9-in., $2.90. No. . Ladies 
or rose, $6 per doz. net. No. 117, $8. 


SKATES.—Business in roller skates is 
satisfactory. Retailers are not only 
ordering freely, but in most instances 
are taking quite an assortment of 
stock. 


ka! quote from Boston jobbers’ 
stoc 

Ice Skates.—Union line, men’s No. 
524%, = at por Pair net, No. 424%, 


$1.74; 92 $3 o. aa: 
R12; No. 1634 B9e.5 No. 1624 wa 
0 ockey an “figure 
— soon a. Canadian hockey, 
5%, $ 7, $1.67. Ladies, No. 

Ae “ 97¢.: No. Need, $1.17; a 6624%, 
1:49; a 5724%, $1.92; No. 59244, 
3.50; No. 524%, $1.62; Children's bob 
skates, 45c. 

Roller Skates—-Untos line, No, 2, 
70c. net per pair; No. 3, 75c.; No. 10. 
$1.10; No. 5, 1.45. 


WASH BOILERS.—Some sstyles of 
copper wash boilers have been reduced 
about 5 per cent. 
We quote from Boston jobbers’ 
stocks: 

Wash Boilers. — Cop pe No. 128, 
$40.80 per doz. ge 129, $43.20. 
Tin, No. 81X, $23 per ioz, net: No. 
91X, $24; .No. 81XX, $27. 1S: No. 91XX. 
$29.45. os -. 

WIRE CLOTH.—Wire cloth is mov- 

ing; more freely than heretofore, yet 

business “is Hardly up to the stand- 
ard of former years at this time. 


We quote from Boston jobbers’ 
stocks: 

Wire cloth, in 100 ft. rolls, stand- 
ard widths 18 gy 48 in. in 2 in. 


mesh, $2.50; 16 mesh, "$2.90; 18 mesh, 
a Od 


—12 mesh, $2.40; 14 mesh. 

$2. its .T mesh, $3. 25; 18 "mesh, $3.85. 
Bronze.—B mor or antique finish, 
4 mesh, $6; 16 mesh, $6.50; 18 mesh, 


Pure Copper.—Bright and antique 
finish, 14 mesh, $5.50; 16 mesh, $6; 18 
mesh, $6.50. 

Pearl.—Rolls 100 ft. in length reg- 
ular grade, 12 x 18 mesh, $4.25; 14 
mesh, $4.75; 16 mesh, $5.25. 





& 
Tires Automatically Pumped 


Yellow Jack-It Automatic Tire Inflators, 
which have been designed to automatically 














the four wheels. 





These inflators are installed on each of 
When, the car begins 
to move, if for any reason any one of the 
four tires has lost air, the inflator on that 
wheel will begin to bring the tire back to 
the pressure. that is desired. When the tire 
is up to pressure no more air will enter 
and the surplus air is taken care of by a 
relief valve, which passes it out through 
the exhaust. 


Toledo’s 1928 Catalog 


Toledo Childfen’s Vehicles are described, 
illustrated and listed in the new 1928 cata- 
log, recently published by The Toledo 
Metal Wheel Co., Toledo, Ohio. The com- 
plete line of products are contained in this 
| catalog, including the Health, Sunshine, 
Happiness, Play Line of playground equip- 
ment. 
Among the many items in the vehicle 
line are express wagons, steel coasters, tot 
| bikes, velocipedes, baby bikes, hand cars, 
scooters, toy auto trucks, automobiles, doll 
keep the tires of an automobile at a pre- | carriages and airplanes. 


determined pressure, are manufactured by | illustrated in color. 


the Yellow Jack-It Mfg. Co., 211 North 





Net Price List No. 80, with prices ap- 


Green St., Chicago, II. plying to this catalog, is also available. 


Many pages are 





Everedy Double Duty Capper 


‘The new Everedy Double Duty Capper, 
No. 222, manufactured by The Everedy 





Co., Frederick, Md., has been designed to 
stand the strain of a volume of heavy 
work. It is made of steel, and due to 
its double-post construction, double gear 
and double spring lift handle, it has multi- 
ple leverage power, and capping is easier, 
faster and done with more accuracy on 
all bottles ranging from 12 oz. to quart 
size. 

Both in workmanship and finish the cap- 
per has been designed to give the great- 
est durability and service. It is heavily; 
nickel-plated and has a flanged throat with 

rubber bottle release. 


Reading matter continued on page 80 
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Hardware Dealers 


Meet 


He is the ambassador from the Columbian Rope Company 


who carries in his portfolio 


The —— Guarantee 





GUARANTEED © ROPE 


‘wave 2” COLUMBIAN ROPE COMPANY 
The Cordage City NN. 








It is of more than ordinary 
interest to every hardware 
dealer because this Guarantee 
is the greatest protection the 
manufacturer can give the 
dealer. And, it is found right 
in the rope—in one strand, 
printed on the red, white and 
blue Tape-Marker. 


If your jobber cannot supply you with Columbian, write direct 


There is no sales resistance 
against such tangible evidence 
of genuine quality. Columbian 
Dan, the large cut-out display, 
stimulates the demand for 
Columbian by effectively em- 
phasizing the Columbian 
Guarantee. Send for him 
when you order your Rope. 





to us 


Columbian Rope Company 
352-80 Genesee Street 
Auburn, N. Y., “The Cordage City” 


Branches— New York 


COLUMBIAN 





Chicago 


New Orleans 


TAPE-MARKED 
PURE MANILA 


Boston 


ROPE 








Columbian Dan 
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Spring Hardware Trade in Pittsburgh 


Is Sporadic—Prices Remain Firm 


(Pittsburgh office of HARDWARE AGE) 

PITTSBURGH, April 3.—Hardyare business still is sporadic, showing 
some signs of life when spring weather is present, but lapsing back into 
dullness when the temperatures remind that winter is not done. Even 
on the days of activity, however, there is not the punch to the demand 
that is pleasing to both jobbers and retailers and commonly the lack 
of snap in the buying is ascribed to the fact that general industrial 
activity in this district outside of the steel industry is below normal and 
the fact that unemployment or part-time employment is cutting down the 
size of the family purses. Activity in the steel industry is seasonal 
to this time of the year. For five years running the first quarter of the 
year has been the most active period of the year and this year is no ex- 
ception, since all of the factors in such a condition have been operative. 
These include the replenishment of stocks allowed to run down with the 
approach of the inventory period; buying of steel by the automotive in- 
dustry against early spring demands for motor cars; the usual amount 
of structural steel lettings that the steel may be available when open 
weather permits active construction work and also the usual amount of 
rail production to have the supplies on hand when the weather is favor- 
able to track-laying. 

It is probable that the production of steel for the first quarter of this 
year will show a gain over that period last year and this in spite of the 
fact that railroad buying, except in rails and track supplies, has been 
disappointing and that good-sized purchases by the oil companies of 
storage tanks has not made good the loss of pipe tonnage resulting from 
the fact that over-supplies have cut deeply into drilling operations. 
The steel industry, however, does not appear to be happy over its 
eminently satisfactory production figures, because it has not cashed in 
on the price advances that it has been making since the opening of the 
year. The practice has been followed of allowing buyers to stock up 
heavily just before prices have been advanced and it has developed that 
by the time buyers have wanted additional supplies the mills have 
needed additional orders badly enough to not insist on the full quota- 
tions. High plant opérations have no doubt permitted cost economies, 
but it has been in that direction rather than materially higher invoice 
prices that manufacturers have bettered their first quarter earnings 
over those of the final quarter of 1927. 

Hardware prices do not change much, being generally firm. Collec- 
tions are nothing to brag about. 











AUTOMOBILE TIRES AND TUBES. | demand for lightweight axes, which 
—Dissatisfaction still is expressed over | they quote: 
the sales of tires and tubes. Prices to Red Warrior, 3% to 3% Ib., han- 
retailers of the popular sizes of tires died, single bit, $18.85 per doz.; double 
= sold through the hardware | paTTERIES —Dry cell radio batteries 
are in steady demand, but sales lack 
234 in. clincher, $8.10 each oe 5's their recent volume. Jobbers quote: 
tra size, $8.30; 31 x 4 in., oni 3; 32 x 4 Broken Unit 
in., $13. 80; 33 x H in., $14.50; 32 x by Packages Packages 
in., $20.20: 33 x 5 in., $25. 50; balloo ED socoiss ou auoped $2.53 $2.33 
29x 4.40 in., 36 x 2 in. $13; ‘i =a?” Geepeepteae sere: 3.58 3.33 
x 6 in., ia’5e, 6 x 20 i = Baoan 2.06 1.92 
im, pe 16; = in. rim, sign 66: 30 x 5. 77 Dh Se hwes een atbawas 3.00 2.80 
x 6 in., $20. 40; 32 x 6 SMe vesasedoevetbe 1,22 1.14 
_ 20 in. am $21. oe 21 ‘in. rim, MAREE. s0csbtaatenes .42 .39 
$21.80. MUR? S55c5ccesbaceu 1.05 97 
Tubes.—High rye + < Sy x An) sepedeeceseton 1.40 1.30 
3%, | in. glincher, 1.60 each 4 in., “a... epepeeerper: 1.40 1.30 
4 4 in., $2.50; is” = “finn ie EES 2:06 1.92 
fio; af 82 x * ry eee 33 x in., No. 6 ary cells, _—? type unit 
3; 34 x 4% in (33x 5 in, 3.75; packa oe 244c, 
gray tubes my He less: bal- Flashi ights.~-No. 935, 9%c, each; 
oon y, 29 x P40 4 e 85; 30 x 6 -_ bi te No. 790, 18%4e.; Ne. 705, 
in., $2.25; '31 x 6 in., $8.30: 80 x 6.25 i No. 18%c.; 25e. 
in. 20 in. rim, $2.56; '21 in. rim, $2.65: Shot-No. 1401, $L67; No: 1661, 
30 x 6.77 Tr 10; 32 x 6 in., $3.10; 
33 x 6 in., 3.65. BOLTS, NUTS AND RIVETS.—Job- 
AXES.—Jobbers still find a fairly good | bers report the demand constant 





Reading matter continued on page 82 


| enough for small lots, but much diffi- 
culty in obtaining full quotations on 
bolts and nuts, due to competition from 
outside the district. They quote: 


Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 50 and 


10 Ree. cent off list. 
Nuts.—All styles, 60 to 62% per 
cent off list. 

Rivets.—Large, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 

BUILDERS’ HARDWARE.—This line 
is beginning to show some life and 
with a good many building projects 
in sight for spring and summer con- 
struction, larger sales are believed to 
be near. Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique compet less than case 
lots, 3 in. $18.50 per 100 pair; 
“>. x 2% in, "$19; 4 in. x 4 in, $30. 

inges.—Heavy strap, 6 in., $1.85 

8 in., ; 10 in., $4.80; 

extra heavy, T, 6 , $2.30 per doz.; 
3 in., $3.40; 10 in. 3.40; light strap, 
with’ a, packs one pair in a 
$9.6 r 100 pair; 4 in., 

sin 30: sii T, 3 wl $11 per 100 pair; 


4 in., 
ey —Hanger, without screws, 


single dozen lots, 3-in., @5c. per doz.; 
4 in., 79c.; 6 in., $1.05; Gately, 3 in., 
4% in., $1.14; 6 in.. 


Hi per doz.; 
Garage Sete. Swinging hinges, 10 
in., $3 per set. 
CARPET SWEEPERS.—Jobbers would 
be well satisfied if there was as con- 
stant a call for all hardware items as 
there is for this one. They quote: 


Bissel’s Grand Rapids, japanned 
trim, $44 per doz.; nickel-plated trim, 
$48. Universal, $42; standard, $36; 
Junior, $16; Little Gem, $4; Sterling 
Sweepers, $24 per doz. 


EGG CARRIERS.—This line still sells 


well. Jobbers quote: 
Egg te —1% doz., 85c. each: 
2 doz., $1; 3 doz., $1.20; “4 doz., $1.35; 
6 doz., $1.85 


FARM, GARDEN AND LAWN.—Sales 
are helped by the fact that weather has 
lately been favorable for getting the 
lawns, gardens, hedges in shape. No 
considerable amount of business yet is 
being done in mowers, sprays and 
watering devices, but it is early for 
activity in those items. Jobbers quote: 
Rakes and Hoes.—Manure 


forks, No. 84, 
2, $14.28; garden rakes, 
5 64 aly doz.; No. 512, $8.64; 

rakes, No. 124R. 
field hoes, $6 = doz. 

Sarrene, — Ga — Pa $3.65 
each: No. 82, $4.75; Ps We 84, 
$7.75; .15; No. is $4.50; No. 38, $8.75; No. 


treoicete. —Garden, No, $1.40 per 
doz.; No. 803, 90c.; No. sb, $2; No. 
100, $3.50; No. 85, 80c.; No. 02, 75c. 
Grass Hooks and Shears. — Hooks, 
No. 7, $2.50 ner doz.; No. 450, $4; Ger- 
man, $3.60; English, $7; shears. No. 
360, $3 per doz.; $3.60; No. 
520. sg 80; No. 625, $7; 'ne 540, $6. 
-~ Paine. No. 4 i? on 
doz. ; No. 0, $4.50; pays 0. 
4671, $9: hedge, 8 in. ky 1 1.25 to 
ae a fa ig, “sid to $190; 10 in., 


$5.50 ~—4 } 
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So Good That No One 
Has Made 2 


QUALITY —that expresses the reason why Yj \ 
SIMONDS CRESCENT GROUND M 
CROSS-CUT SAWS are the world’s () © 


best selling saws. \ The demand 
ga is there and 

STEEL—workmanship and me- | dealers who 
; X carry this line are 
chanical design are of such high \( () sure to get their 


. oe \ share of the cross- 
quality that users realizing cut saw business. 


\ 
\) 


this fact prefer SI- If you are not now stock- 

\ ing SIMONDS_ CRES- 
MONDS above all \\ CENT GROUND CROSS. 
CUT SAWS it will pay you 


to investigate them. 


others. 


You can get prompt service 
from your jobber. Tell him. 


Simonds 


Saw and Steel Co. 


“The Saw Makers” 
Established 1832 


Hardware Dept. Fitchburg, Mass. 


Crescent Ground 
ON DS Cross-Cut 
SAWS 
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Pruners.—Tree, Water, $1.30 to 
$1.60 each; Disston, $2 to $2.10; Rock- 
dale, $1.35 to $1.65; McKinney, $2.60 


to $3.60. 

Hose, Reels and Nozzles.—Garden 
hose in 50-ft. rolls, % in., 9c. per ft.; 
5% in., 916¢.; .. lic.; nozzles, 
po “~ to $6 per doz. reels, $1 to $4 

ttn 50c. each: Rain 
King, $2.35; Giant Rain King, $7.50; 


Pluvius, $1.15. 

Sprinkling Cans.—Galvanized, 4 at., 
$6 per doz.; 6 qgt., $6.60; 8 qt., $7.50; 
10 qt., $8.40. 

Lawn Mowers.—12 in., $5 to $8.75 
each; 14 in., $5.25 to $13; 16 in., $5.75 
to $13.50; 18 in, $8.50 to $14; 20 in., 
$10.50 to $15. 

Sprays.—Bordeaux mixtures, 1 Ib. 
papers, 25c. per lb.; in 100-lb. drums, 
15e. per Ib.; arsenate of lead, 1 Ib. 
papers, 25c. per lb.; in 100-lb. drums, 


16c. per Ib. 
HOUSE-CLEANING SUPPLIES. 


Ridding the homes of winter accumu- 
lations of dirt is under way and there 
is accordingly a good demand for the 
various hardware items conducive to 
that end. Jobbers quote: 


Mops.—O-Cedar, 334% per cent off 
list; Cotton, best grade, No. 12, $4.20 
per doz.; No. 20, $6; No. 30, $10: No. 
36, $13.50. Second grade, No. 
$2.75; No. 20, $4.50; No. 30, $6.75; No 
36, $8.40. 

Chamois Skins.—12 x 14 in., $3.50 
per doz.; $6; 14 x 18 in., 


sz iT is., 
$7.50; 15 x 20 in., $9.20 
1 Ib. 
4 Ib. 


Waxes.—Johnson paste wax, 
eans, 85c.; Ib. cans, $1.70; 
cans, $3; 8 Ib. cans, $6; Old English, 
1 lb. cans, 85c; 2 Ib. cans, $1.70; 4 Ib. 
cans, $3; liquid wax, Johnson, pints, 
75e.; quarts, $1.40; Old English, pints, 
75c.; quarts, $1.40. Dealer’s discount, 
33% per cent. 

Sponges. — According to size and 
outer $2 to $9 per doz. Assortment 
of 22 sponges with wire racks, $6 per 
assortment. 

Wall Cleaners. — Smoky City and 
Cleveland, 85c. per doz. cans; Climax, 
$1 per doz. cans; Perfection paint 
cleaner, $3.25 per doz. 

Step Ladders —Standard full rodded 
ladders, 28c. per ft.; extra, 40c. per ft. 

Floor Polishers.—Johnson’s electric, 
$22.12 each net; hand, $3.75 each; Old 
English, $2.60 each. 

Carpet Beaters. $1.10 

doz.; No. 4, $1.20. 


INCUBATORS AND BROODERS.— 
The usual seasonal demand is noted 


— Justrite, 








} weaving. 


and it is well up in volume that of 
other recent years. Jobbers quote: 
Incubators, No. 1, $26. 25 each; No. 
2, 1. 15; No. 3, $40.43; No. 4, $47.60: 
, $74.90; No. 14B, $11.55; No. 16E, 
313. oe: No. brooders, 
portable, No. ‘ 


80, “$14; No. 81, $15.75; coal burning, 
No. 117, $15.05; No. 118, $18.55; No. 
PAINTING SUPPLIES.—Business is 
gaining steadily. Prices are un- 

changed. 


Prices to retailers: Ready mixed 
paints, best grades, $2.60 per gallon: 
lower grades, $2.00 (whites and dark 
greens, 15c. per gal. higher) white 
lead, 13%c. per lb. in 100-Ib. lots; 10 
per cent less in lots of 500 lb. or more 
and extra 4 per cent less in lots of a 
ton or more; turpentine, 77c. per gal- 
lon in barrel lots; raw linseed oil, 
11.6c, per Ib. in barrel lots. 


PAPER HANGERS’ SUPPLIES. — 
There is the usual active demand that 
marks this time of the year. Jobbers 
quote: 
doz.; No. 8, $1 
per doz.; No. 17, 
brushes, $3.60 o $18 per doz.; 


$17 to $24 per d 
POULTRY NETTING. —The move- 


ment from jobbers’ stocks is very 
steady. Jobbers quote galvanized net- 
ting at 50 and 10 per cent off list after 


$4.00; 
shears 


POULTRY SUPPLIES.—Call for foun- | 
tains, trays and other poultry-raising | 
accessories still is good here. | 
quote: 
Fountains, 25c. to $1 each; feeding 
troughs, 20c. to 85c, each; mash hop- 
pers, $1.30 to $2.10 each. 
SCREEN WIRE CLOTH.—The stimu- 
lation of warm weather is needed on 
sales, but jobbers have made liberal 
shipments and are well satisfied with 
results to date. Jobbers quote: 


Black, $1.80 per 100 sq. ft.; opal, 
$2.10; Bronze, $5.50. 


VENTILATORS.—Steadiness in de- 
mand still is the characteristic of this 
line, which jobbers quote: 


Smoothing rollers, No. 4, $9.60 per | 
.50; nm rollers, No. | 








Jobbers 





Continental ventilators, wooden 
type, No. 923; $3.65; No. 937, $4.00; 
No. 949, 5.50; No. 595, $6.05; No. 


1537, $65. "95: No. 1549, $7. 10, and No. 
836, $3.35, all prices per dozen. 
Continental ventilators, metal type, 
No. 833, $4.60: No. 837, $4. oO. 
1137, $5.30; No. 1145, $6.35; No. 1437, 
$6. 96, and No. 1445, $7.80, all prices 
per dozen. 
Diamond E ventiotete, all metal 
type, No. 01, $4.40; 4.80; No. 
03, $5.60; No. 1, $5.20: No. 2, $5.60; 
No. 3, $6.40; No. 4, $7.60; No. 5, $8.40. 
All prices per dozen. 
WIRE PRODUCTS.—Fence and fenc- 
ing materials are doing well, but nails 
are still moving rather slowly. Some 
manufacturers have advised the trade 
that first quarter orders not specified 
by April 1, would be cancelled, but 
jobbers are too well stocked to be much 
concerned. The general market in 
nails is no more than steady. 
We quote from Pittsburgh jobbers’ 
stocks: 


(Fence Wire 

per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage...... $3.05 $3.50 
RS py ern re 3.10 .55 
Pe EE sbesascvene shee 3.15 3.60 
ere ree 3.20 3.70 
S| Serre, Tyrer 3.30 3.85 
PEO ORE fo aWs es Bone oo oem 3.40 4.05 
Se OR -iseeskeescehees 3.60 4.30 

» merrrr rrr rT re 3.80 4.45 


Barbed — (per 80-rod spool): 
2-point $2. 





2-point —" 
4-point hog 3.43 
4-point cattle ........... 3.17 
2-point cattle (special) 2.25 
Field Woven Wire Fence (per 100 
rods): 
SE os a oss wen oe ape wees $39.80 
oS ee eee fee ee 55.80 
EE! iointc oc cnccs catabee¥ sane 27.70 
BAD brcckunincpens scene vaees 37.00 
DORE Ja b-cdevaswbecabsnserevuee 35.80 
Ee Sap ern Uep eye epee igen ge 49.20 
Poultry and Rabbit (No. 14 sage): 
- BEE: deducanwaceaenanaian sabe 
a PC Pee ae 14:00 
NN MES ee Ee er 49.50 


Steel Fence Posts: s 
Galvanized Painted 


Tubular Formed 
SS Se eee BGs GROD Foi 6 cic a0 30 
he ee er 55c. each 38c. each 
Oy GE... snsecaeese sad 65c. each 40c. each 


45c. each 
per keg, $2.85. 


4 
Br ight nails, base, 





G. W. Stephens Offers Comments 
on Distribution and Advertising 


Most retailers and jobbers are familiar 
with the newspaper and national adver- 
tising of the Mansfield Tire & Rubber 
Co., Mansfield, Ohio. This advertising 
has always featured the hardware jobber 
and dealer as the logical distributors for 


tires and tubes. Cooperating further 
with its wholesale distributors and re- 
tailers, the company has started a cam- 


paign of localized newspaper advertising 
featuring local Mansfield distributors and 
listing retail dealers in the territory, 
working on this line of tires with the 
jobber featured. 

Discussing this campaign and _ other 
problems of present day distribution, G. 
W. Stephens, president, Mansfield Tire 
& Rubber Co., has given us some impres- 
sions gained from his extensive success- 
ful experience. He says: 

“Public recognition is vital to any 
tire manufacturer, and we have found 
through years of experience how ex- 
tremely valuable newspaper advertising 
is in building public recognition. We 
knew that manufacturing a worthy prod- 
uct was not enough. We had to tell 














G. W. STEPHENS 














people about it in advertising and give | 
them the incentive for buying it the first | 
time. Any really good product, soundly 
merchandised, will sell to a certain ex- 
tent without advertising. But it is a 


slow and more costly process and even 
that depends upon word-of-mouth adver- 
tising. Newspaper advertising speeds up 
this process and opens up new markets. 
That if why so many manufacturers are 
giving serious thought to the perfection 
of their plans for reaching the great 
audience of newspaper readers as_ they 
are to their manufacturing processes. 

“We are told that there is nothing new 
under the sun in advertising; that there 
were no new ways basically of present- 
ing a product to Mr. and Mrs. Consumer, 
but we set about to produce a fundamen- 
tal idea that was entirely new in adver- 
tising tradition. 

“This campaign is educational in a prac- 
tical sense in that it summarizes the ex- 
periences connected with some of the 
best and most amply financed business 
institutions in the country—the hardware 
wholesaler: 

“We have given distributors and their 
dealers the full weight of this campaign, 
for we know that our success rests en- 
tirely upon theirs and to make such suc- 
cess possible, it is necessary to popularize 
our product with advertising, localizing 
it in such a way as to bring the best, 
quickest and most economical results.” 


Reading matter continued on page 84 
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fer Economical Transportation 


Proved Dependability and Economy 


03872 HARDWARE CO. 


EXCLUSIVE 


OKLAHOMA CITY 7 EXCLUSIEE | 





for Hardware Merchants 


UTILITY TRUCK 


495 


(Chassis Only) 
f. o. b. Flint, Mich. 


This price now includes 
30 x 5 balloon tires on all 
four wheels. 


Also 
Light Delivery 


*375 


(Chassis Only) 
f. o. b. Flint, Mich. 










General Motors 
Proving Ground 


Comprising atract of 1245 
acres, the General Motors 
Proving Ground at Mil- 
ford, Mich., is the greatest 
outdoor laboratory ever 
devised for testing and 
proving automotive 
products. 







The outstanding dependability 
and economy of Chevrolet 
trucks, have been proved by 
millions of miles of testing on 
the roads of the General Motors 
Proving Ground—and by mil- 
lions of miles of usage in the 
hands of owners in every line 
of business! 


Fast, rugged and dependable 
.+-and amazingly economical 
in their consumption of gaso- 
line and oil— Chevrolet trucks 
have repeatedly demonstrated 


their ability to provide the 
world’s lowest ton-mile cost. 
Hardware merchants all over 
the country have learned by ac- 
tual experience that Chevrolet 
trucks meet their strenuous 
needs perfectly—and with 
outstanding economy. 


Your Chevrolet dealer can pro- 
vide a body type designed 
especially for your business. 
See him today and arrange for 
a trial-load demonstration. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 


BY ARETE £ 


AT 


Low cost 









Utility Truck with 
Cpen Express Body 
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Twin Cities Hardware Trade Marking 
Time Till Roads Become Passable 


MINNEAPOLIS, April 3.—Trade in general seems to be at a rather 
quiet period in the Northwest tributary to the Twin Cities. 
seems to be no one line affected, but all lines of business are wait- 
ing for the opening of spring business. 
any travel on the highways, with the exception of the paved roads, 
and that reduces country retail trade to a minimum. 
a matter of a few days, however, before the roads are passable. 

Prices are very stable, showing practically no changes. 
the only item showing a revision, and this in the form of a half 


cent advance. 


Collections are fair, with perhaps signs of improvement in some 


sections. 


Business has not lost its optimistic view, but merely has adopted 
a waiting attitude until traveling conditions will permit more exten- 


sive buying. 


(Minneapolis office of HARDWARE AGB) 

There 
Road conditions preclude 
It will be but 


Solder is 





AXES.—Sales are steady, with fair 
volume. Stocks are still well filled, 
and prices firm. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
weight, $21.50; Plumb Dreadnaught 
single bit, unhandled axes. $14.50: 
double bit, $19.50; handled single bit. 
$19.25; double bit, $24.25 per doz., net. 


BOLTS.—Demand is fair, with stocks 
well filled. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60 per cent: 
stove bolts, 75-10 per cent; and lag 


og 60 per cent from standard 
sts. 
BRADS.—Call is still rather light, 
with stocks well filled. Prices have 
not changed. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Steel wire brads, 
75 per cent from lists. 


BUILDING PAPER.—Demand is 
steady, with perhaps a slight increase. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Rosin sized build- 
ing paper at $2.75 cwt., and tarred 
felts at $3.10 cwt., net. 


BUILDERS’ HARDWARE.—Prospects 
for good business to start in the next 
few weeks are bright. Stocks of 
finishing hardware are ready for spring 


trade. Prices are steady. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: 3% x 3% steel 
butts, old copper and dull brass fin- 
ish, 19c. pair, in less than case lots: 
18c. pair, in case lots: 4 x 4 steel 


butts, old copper and dull brass fin- 
ish, 26c. pair, less than case lots 
25c. pair, in case lots; broad bevel 
steel inside sets, old copper or dull 
brass finish, one piece knobs, less 
than case lots, $7 doz., sets; case lots, 
$6.75 doz, sets; steel bit-keyed front 
door sets, $1.85 per set; cylinder 
brass outside trim, bit-keyed front 
door sets, $1.85 per set; cylinder 
front door sets, $6.50 per set. 
Light plain strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair; heavy 
plain strap hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz. pair; 6 in., $1.56 
doz. pair; light plain tee hinges, 3 in.. 
62c. doz. pair; 4 in., 78c. doz. pair: 
- heavy plain tee hinges, 4 in., $1.06 
doz. pair; 5 in., $1.20 doz. pair; 6 in., 





$1.40 doz. pair; 8 in., $1.95 doz. pair; 

extra heavy plain tee hinges, 4 in., 

$1.28 doz. pair; 5 in., $1.58 doz. pair; 

6 in., $1.89 doz. pair; 8 in., $2.83 doz. 

pair; 10 in., $4.53 doz. pair, net. 
CHAINS.—Demand is steady, with 
stocks ample. Auto skid chains are 
still heavily in demand. Prices are un- 
changed. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Log chains, % x 
14, $13.85: % x 14, $10 oi % x 14, 
$10. 20; proof coil chain, ¥% in., $12; % 
in., ¥% in., $8. 35; 5% in., $9.20 
ewt., net. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Retail demand is 
still light, with stocks ready for the 
call. Prices are firm as last quoted. 


We quote from jobbers’ stocks. 

th Twin Cities: Eaves trough, 28 

5 in., S.B., slip joint, in crates, 

$5. 50 per "100 ft.; ; conductor pipe, = 
ga., 3 in., in crates, not nested, $5. 
per 100 ft.; 3 in., $1.73 doz., net. 


FILES.—Sales are steady, with fair 
volume. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files, 
60 per cent from lists. 


GALVANIZED WARE.—Sales are 
showing a slight improvement for some 
items. Stocks are well filled, for 
spring trade. Prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard 10-at. 





galvanized pails at $2.55; 12-aqat., 
. $2.70; a ga eae stock pails, 
$4.70; 18-qt., $5.50; standard galvan- 
ized tubs, No. . ” $7; No. 2. $7.90; 
No. 3, $9.20; heavy err ty tubs, 
No. 1, $12. 85; No, 2, $14.05; No. 3. 


$15.25 doz., net. 
GLASS AND PUTTY.—Shops are 
buying freely, with retail call rather 
light. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single and double 
strength glass, Minnesota prices, 87 
per cent; and strictly pure putty in 
50 Ib. containers, $4.85 cwt., net. 

HAMMERS AND HATCHETS.—Call 
is fair, with stocks ready for spring 
business. Prices have not changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 





carpenters’ hammers, $12.60; Plumb 
No. HF81, $12; Plumb broad hatchets, 
No. 2, $16.40; shingling, No. 2, $12.50. 
and claw, No. 2 , $13.75 doz., net. 
HOSE REELS.—Dealers are preparing 
for demands in this line. 


LAMPS AND LANTERNS.—Sales are 
declining to some extent with increased 
daylight. Stocks are being graded ac- 
cordingly, with an eye toward the com- 
ing tourist business. Prices show no 
changes. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Coleman lamps, 
No. C329, $6.25; No. C318, $7; No. 
C317, $7. 40 each; lanterns, No. L327. 
$5.25; No. L427, $6; No. L227, $6.10 
each; tubular, long or short globe 
lanterns, $13 doz., net. 


NAILS.—Demand is still nominal with 
stocks ready for the building season. 
Prices have not changed. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 
in 100-lb. kegs at $3.20 per keg, 
base. 

PYREX OVENWARE.—There is a 
fair demand for ovenware, with stocks 
ample for present needs. Prices have 


not changed. 


We quote from _ jobbers’ stocks. 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33: No. 


634 casseroles, $1.33; No. 212 bread 


pans, 60c.; No. 200 pie plates, 67c.;: 
No. 209 pie plates, 60c.; No. 231 util- 
ity dishes, 67c.; No. 12 tea pots, $1.67; 


No. 26 tea pots, $2.33, and No. 953 
percolator tops, 7c. each, net. 


REGISTERS.—Sales are fair, showing 
but little change in volume so far. 
Prices are unchanged. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent, and wrought steel 
registers, 40 per cent from lists. 

REGISTER AND RADIATOR 
SHIELDS.—Demand is still fair, but 
shows the effect of approach of spring. 
Prices have not changed. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Floor register 
shields, $12 doz.; wall, $6 doz., and 
sheet steel adjustable radiator 
shields, $2.67 to $4.37 each, net. 


ROPE.—Call for rope is normal, with 
stocks well assorted. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 28c. per lb., base, and best 
grade sisal rope at 17c. per Ib., base. 


SANDPAPER.—Demand is steady, 
with a slight upward tendency. Prices 
are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sand- 
paper, No. 1, 85c. per box of 75 
sheets; second grade, No. 1, + per 
box of 75 sheets; garnet No. » $16.75 
per ream, net. 


SANITARY PRODUCTS.—Demand is 
steady, with stocks well assorted. 
Prices are steady as last quoted. 


Reading matter continued on page 86 
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ANNOUNCING — 


NEW HAVEN 


ARTLARMS 


in Colors 








TICK-TOCK, RED 


TICK-TOCK ARTLARMS 


Seamless Metal Case with Moulded Base to Match. 
\ 
Convex Krack-Proof Krystal 


Height, 434 inches. Width, 37% inches. 
334 inch Dial, Convex Patented Krack-Proof 
Krystal, Dependable 40-Hour Movement, 
Back Bell, Long Alarm with Shut-off, Seam- 
less Metal Case with Moulded Base to Match. 


TRADE PRICE CONSUMERS PRICE 
PLAIN DIAL $1.70 $2.50 
RADIUM DIAL _ 2.35 3.50 


. RED—BLUE 
GREEN—YELLOW 


To Conform with Colors Used in Modern Homes 


NEW HAVEN ARTLARMS are fur- 
nished in Mahogany Finish in addition to the 
above-mentioned COLORS. 














TICK-TOCK, RADIUM, RED 


Ask your Jobber to show you the complete line of NEW HAVEN ARTLARMS 
in Various Designs and COLORS 


THE NEW HAVEN CLOCK CO. 
NEW HAVEN, CONN. 


























HARDWARE AGE for APRIL 5, 1928 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 
Presto Products—Oil soap, 16 oz. 


size, $2.60 per dozen; bowl cleaner, 22 
oz. size, $1.85 per dozen; pipe opener, 
16 oz, size, $2 per doz.; tile and por- 
celain cleaner, 16 oz. size, $1.20 per 
doz.; Met-L-Shyn, 8 oz. size, $3.60 
per doz.; Silvershyn, 4% oz. size, 
$1.80 per doz.; Waterless cleaner, 2 
pt. size, $5.40 per doz.; same, 5 pt. 
size, $9 per doz.; Window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 oz. 
size, $5.40 pee doz.; Presto Lustre, 6 
oz. size, $2.60 per "doz.: 12 oz. size. 
$4.32 per doz.; 16 oz. size, $5.40 per 
doz., and Dry Cleaner, 8 oz. size. 
$3. 60 per doz. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.: 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per ‘doz.; in gross lots, $3. + per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case of 2 


case lots, $2.25 per doz.; 
gross lots, 


doz. cans, $2.15 per doz.; 
$2 per doz. 

Tubola, 12 oz. cans, less than case 
lots, $2.25 per doz.;: case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz. ° 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per at., 
and dozen quantity, $1.75 per qt. 

Hercules tile and porcelain cleaner. 
$2 doz. less than gross lots and $1.90 
doz. in gross lots; Hercules Radiator 
Stop Leak, 8 oz. cans, 1, 2and 3 dozen 
eans to the carton, $4.50 dozen; 
Hercules boiler compound, quart 
cans, $2.00 each. 

Economy Plumber, drain pipe 
cleaner, 1 Ib. cans, $2 per doz.; 2 Ib. 
cans, $3.90. The 1 Ib. size is packed 
1, 2 and 3 dozen to the carton, and 
the 2 lb. size is packed 1 and 2 dozen 
to the carton. 


SCREWS.—Sales are fair, with stocks | 


| in good condition for spring demand. 
Prices have not changed. 


We quote from jobbers’ stocks, 
| f.o.b. Twin Cities: at head bright 
| ‘wood screws, 50 per cent; flat head 
| japanned, 37% per cent; round head 
blued, 45 per cent; flat head brass, 
45 per cent, and round head brass, 
40 per cent from new lists. 

very 


SKATES.—Roller skates are 
much in demand, and the better grades 
are gaining in favor. Stocks are being 


kept well filled. Prices show no 
changes. 
We quote from jobbers’ stocks. 


f.o.b. Twin Cities: Plain steel roller 
skates, 75c. pair; Speed King, boys’, 
$1.35 pair, and girls’ Speed King, 
$1.30 pair, net. 


SOLDER.—Stocks are filled, ready for 
construction work for spring. Prices 
show a half cent advance over last quo- 
tation. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Strictly half and 
half solder at 34%c. lb., and war- 
ranted half and half solder at 35%c. 
lb., in 100-Ib. boxes. 

STEEL SHEETS.—Demand for shops 
and factories shows that they are get- 
ting under way for spring work. Re- 
tail demand is light. Prices have not 


changed. 
We quote from jobbers’ . stocks, 
f.o.b. Twin Cities: Galvanized steel 


sheets at $4.90 cwt., base (24 ga.), 
and black steel sheets at $3.95 cwt., 
base (24 ga.). 


TIN.—Sales are nominal, with prices 
unchanged. 


We quote from ‘jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke tin, 





| 
| 


| 





ICL, 20 x 28, $14.50 box, and roofing 
tin, IC, 20 x 28, 8 Ib. coating, $15.50 
box, net. 


WINDOW VENTILATORS.—Demand 
is very good, with stocks being kept up 
in proportion. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. twin Cities: No, 02 steel frame 


window ea se $4.80; No. 
$5.60; No. 3, $6.40, ‘and No. 4, $7.66 
doz., net. 

Continental ventilators, wooden 


J $7.10, and No. 836. 
$3.35, all prices per dozen. 

Continental ventilators, metal type, 
No. 833, $4.60; No. 837, $4.75; No. 
1137, $5.30; No. 1145, $6.35; No. 1437. 
$6. 90, and No. 1445, $7.80 doz., net. 


WIRE.—Fence wire is selling in in- 
creasing volume. Stocks are filled for 
the demand. Prices are firm as last 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
barbed wire, $3.17 per 80-rod spool; 
galvanized hog barbed wire, $3.39 per 
80-rod spool; painted cattle barbed 
wire, $2.97 per 80-rod spool; painted 
hog barbed wire, $3.18 per 80-rod 
spool, No. 9 (base) smooth galvanized 
wire, $3.65 cwt.; No. 9 (base), smooth 
back wire, $3.20 cwt. 


WRENCHES.—Demand is improved, 
with stocks well filled. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in., 





$1.70; 12 in., $2.06; 15 in., $2.75 each. 
net. ’ 











Spring Merchandise Demand Activates 
Cleveland Hardware Market 


(Cleveland office of HARDWARE AGB) 

CLEVELAND, April 3.—Buying of seasonal merchandise has stimu- 
lated sales and jobbers report a fair increase in business during 
March over February. Steel goods, lawn mowers, lawn rollers and 
fertilizers are moving better than for some time. There is a better 
demand than recently for automobile tires and a fair volume of 
activity has developed in sporting lines, including fishing tackle, 
baseball goods and golf goods. Builders’ hardware and material 
used in electrical construction in buildings has become more active. 
Jobbers have heavy stocks and the keen competition for business is 
proving of some advantage to retailers. 

Cleveland jobbers have advanced bolts and nuts 5 per cent, bring- 
ing the price in this market more in line with that quoted in some 
other market centers. They have also marked up machine screws, 
the advance on these being 10 per cent. Some revision has been 
made on nail and wire prices. Irregularities have developed on nails 
on which there is a weakness in mill prices, some makers going to 
$2.55 per keg. 

Business with Cleveland retailers shows quite a little pick-up, due 
to the demand for seasonal spring merchandise. 

General conditions in the manufacturing industries in this terri- 
tory show little change. Manufacturing plants that are allied with 
the automotive industry are generally very busy, but business in 
other lines does not show much pick-up. However, there is less un- 
employment than a few weeks ago. In the building field a fair 
amount of work is getting under way. 

Collections are only fair. 





Reading matter continued on page 88 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Tire sales have improved 
considerably the past few days and 
the trade is looking for a good spring 
volume of business. No talk is heard 
of price changes. Accessories are quiet. 


Cleveland jobbers quote Mansfield 
tires, f.o.b, Cleveland, 30 x 3% Lib- 
erty Cord, $6.10; heavy duty over- 
size, $8. 30; 32 x 4 Liberty, $11.15; 
heavy duty, $13.80; balloon tires, 27 x 
4.40, $8.70; 39 x 4.40, $9.15; 30 x 5, $13; 
3 $21.10; 32 x 6.20, 
.85; tan tubes, 30 x 31, 
ae tr ; meng 34 x . ee: 
alloon ag - | 

1.80; 29 x 4.40, 0636 x x, . $2: 25: 
32 x 6, $3.1 32 g wit 

We Feely from jobbers’ stocks, 
f.o.b. Cleveland: eget eer No. 145 
jacks, $3.75. Derf K plugs. 96c. 
each for all sizes in ote of less than 
50; Champion X spark plugs, 45c. 
each for less than 100, and 41c. each 
for over 100; Champion regular, 53c. 
each for less than 100, all sizes; 50c. 
each for over 100. 


AXES.—Not many retailers are plac- 
ing orders for fall delivery. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted, rustless, 
black finished handled axes, $19.50 
hase per doz.; unhandled. $15. a = 
doz.; double pitted, handled, 
per doz.; double bitted, Cobeshiee, 
$20 per doz.; 60c. increases for dozen 
lots weighing 42 to 48 Ib. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—Two popular types of 
B radio batteries Nos. 772 and 770 
were sharply reduced in price April 1 
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Are you a NATIONAL Dealer? 


If not, join the ranks of 
this successful group today 





Cross Section No. 853 Trolley Hanger 
and No. 51 Trolley Rail 


Sets are equipped with the 
No. 853 Ball Bearing Swivel 
Hanger, which can be easily 
and quickly adjusted both 
laterally and vertically—a 
feature that is found in few 


other hangers. 


Write today for complete 
-catalog and further infor- 
mation about National 
Builders’ Hardware if you 
are not acquainted with the 
generous sales and advertis- 
ing cooperation given our 


dealers. 


STERLING 


NATIONAL dealers throughout the country 
enjoy a steady volume of profitable business by 
carrying this quality line of builders’ hardware. 


Natienal 


Garage Hardware finds increased popularity with 
the trade each season. 

There is a garage set for every type and style of 
door. No. 817 Two-Door Trolley Garage Set when 
used in pairs will serve four doors. This set can be 
used on either the inside or outside of the garage. 


Nos. 815 and 816 Three-Door Trolley Garage 





Nos. 815 and 816 Three-Door Trolley Garage Sets 


National Manufacturing Company 


ILLINOIS 
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and the reduction has stimulated sales. 
Another B battery No. 485 has been 
added to the line. This a layer built 
battery listed to retail at $3.50. 





Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 

Unit Broken 

Packages Lots 

teiaetacenereue $1.14 $1.22 

. 1.30 1.40 

1.92 2.06 

2.33 2.53 

2.80 3.00 

eee 3.33 3.58 

Dry cell A_ batteries, No. 7111, 


in standard packages; 40c. in 


3544c, 
broken lots: Columbia igniter dry cell 


batteries, 321%4c. in standard pack- 

' ages, 36c. in broken lots. 

BOLTS. AND NUTS.—Cleveland job- 
bers have advanced prices on bolts: and 
nuts about 5 per cent. ._The advance, 
it is stated, brings prices in this mar- 
ket more in line with the market prices 
prevailing elsewhere. The advance on 
stove bolts follows the recent 10 per 
cent advance made by manufacturers. 
Orders are fair. 


Jobbers quote f.o.b. Cleveland: Ma- 
chine and carriage bolts, cut thread, 
hot pressed and cold punched nuts 
and lag screws at 60 per cent off list. 
Bolts with rolled thread, 60 and 10 
per cent off list. Stove bolts, 75 and 
10 per cent off list. Semi-finished 
nuts in bulk, 60 per cent off list: 54 
per cent for packages. 


BUILDERS’ HARDWARE.—The de- 
mand has improved recently and sales 
are fair. Prices are unchanged. 


Cleveland jobbers quote in case lots 
lock sets, $4.75 per doz.; heavy strap 


» hinges, 6 in., $1.45 per doz.; 8 in., 

$2.38 per doz.; extra heavy T hinges, 
; ; in., $1.73 per doz.; 8 in., $2.80 per 
! doz. 


Butts, case lots, 3 in., 16% cents 
per pair; 3% in., 17 cents per pair; 
n., 23 cents per pair; for less than 
, case lotg:all sizes are 1-to 2 cents per 
pair higher. Butts with sand blasted 
finish are 4 cents per pair higher. 
Ornamental hinges, standard finish, 
$1 per doz.; nickel finish, $1.25 per 
yo i. ; sand blasted finish, $1.20 per 
doz. 


CORRUGATED ROOFING.—A fairly 
good seasonal demand has developed. 
Prices are unchanged. 

Cleveland jobbers quote 28-gare 
corms roofing at $4.01 for 1% in., 
and $3.97 for 2% in. per square, f.o. b. 
Pittsburgh, for ten squares-or more. 

FERTILIZERS.—A fairly heavy vol- 
ume of business in fertilizers has de- 
veloped for early shipment. ‘Prices are 
lower than last” year. 


Cleveland jobbers quote Old Gard- 
ner fertilizer, 5-lb. bags a: 10-Ib. 
Ibs, 665c.; 25-Ib. bean $1.12 50-Ib. 
bags, $2; 100-Ib. bags, $3.5 


GARDEN sive, aiehick 4 are now an 
active item. 


Cleveland jobbers quote _ rakes: 
Steel bow, first quality, 12-in., $10 
per doz.; 14-in., $10.75 per doz.; 16-in., 
$11.60 per doz.: all in bundle lots. 
Level head steel 14-in., $9.84. per doz.; 
16-in., $10.56 per doz.; competition 
grade, 12 in., $5.16 per doz.; 16-in., 
$5.64 per doz.: ; 16-in., $6.12 per doz. 
rem lawn rakes, 22-teeth, 58. 15 per 

= 


HOSE REELS.—Jobbers are taking a 
good volume of orders for early ship- 
ment. 

Cleveland jobbers quote No. 2 Don- 
ley Alsteel hose reels at $1.60 each. 
HOUSEHOLD CLEANERS.—T hese 

are an active spring item. 


Jobbers quote f.o.b. Cleveland: 
Presto Ere opener, $2 per doz.; 
Presto toilet bowl cleaner, $1.85 per 


doz.; Presto tile and _ porcelain 
cleaner, $1.20 per doz.; Presto vege- 
table oil soap, $2.60 per doz.; Presto 
Met-L-Shyn, $3.60 per doz.; Presto 
Silvershyn, $1.80 per doz.; Presto 
waterless cleaner, 2-pt. cans, $5.40 
per doz.; 5-pt. cans, $9 per doz.: 
Presto window cleaner, 6-0z., $3. 60 
per doz.; 12-0z., $5.40 per doz.: Presto 
Lustre Furniture Polish, 6-0z., $2.60 
per doz.; 12-0z., $4.32 per doz.; 16-oz., 
$5.40 per doz.; Presto dry cleaner, 
$3.60 per doz. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, 25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per "doz.; in ZTOSs lots, $3.50 per 
doz. esolvo, triple strength, in 2 Ib. 
cans, case of 1 doz, cans,.$7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 
lots, $2.25 per doz.; case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per at., 
and dozen pee $1.75 per qt. 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules radiator stop leak, 8 oz. 
cans, 1, 2 and 3 doz. cans to a carton, 
$4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2 each. 


LAWN HOSE.—Early orders have 
been filled and jobbers are now waiting 
for refill orders. Early sales have 
been heavy. 

We quote from jobbers’ stocks, 
f.o.b, Cleveland: 2-braid molded, un- 
coupled hose, % in., 7% cents aad 
ft.; % in:, gy cents per ft.; % 

9% cents per ft.; coupled hose % y, 
cents per ft. higher. 
LAWN MOWERS.—Although early 
sales were heavy, jobbers are getting 
lots of orders from retailers who put 


off baying until’ spring: 


MACHINE SCREWS.—Jobbers have 
advanced prices following the 10 per 
cent advance by manufacturers. 


Cleveland jobbers quote machine 
screws at 70 per cent off list for steel 
and 60 per cent off. list for brass. 


NAILS AND WIRE.—Nails are mov- 
ing slowly and some irregularities are 
reported in manufacturers’ prices. 
Jobbers are now quoting’ nails in car 
lots for mill shipment at $2.95 per keg 
or the same price as out of stock. 
This, it is expected, will result in the 
diversion of considerable busigess from 
direct mill shipment to jobbers. 
Jobbers quote nails for mill shipment 
at $2.70 base per keg for car lots and 
$2.95 for less than car lots. Stock 
prices are: 
“Nails.—Less than car lots, $2.95 per 
keg; No. 9 galvanized wire, $3.40 ner 
100 Ib.; No. 9 annealed wire, $2.95 
per 100 1b.; cement-coated ‘nails, $2.95 
per 100 Ib.; . — fence staples, 
55 per 100 eas fence 
staples, $3. “td per 10 
Barbed re.—Barbed wire stock 
shipment iuaia. 4 point, $3.14 per 
80-rod spool. Hog wire, $3.39 per 80- 
rod spool. 
OIL AND GASOLINE STOVES.—Gas 
stoves are moving well. Oil stoves are 
moderately active. 


Jobbers quote f.o.b. Cleveland: Per- 
fection oil stoves, full white porcelain 
enamel with built-in oven, Superfex 
burners, $140; full white vorcelain 
enamel with built-in oven, double 
wall burners, $120; japan _ finish 


stoves, $28.50, $22.50 and $17.50. Pur- 
itan oil stoves, full white porcelain 








short drum _ Puritan 
japan finish stoves, 
$28.50, $17.50. Puritan 
pressure gas stoves, full porcelain 
enamel with built-in oven and pres- 
sure gas burners, $128; japan finish 
stoves, $38, $33 and $26.50. Perfec- 
tion ovens, one burner, $2.50; one 
burner glass door, $2.70, and two- 
burner glass door, $6. Discount on 
above stoves and ovens, 30 per cent 
for less than ten and 30 and 5 per 
cent for ten and more. 


with 
$122; 
$22.50 and 


enamel 
burners, 


Nesco stoves, 2-burner gasoline 
without high shelf, $23; same, 3- 
burner, $28; same, 4-burner, $33; 


4-burner range, $65; 5-burner range, 
$70; high shelves for regular gasoline 
stoves, 2-burner, $5.25; 3-burner. 
$6.50; 4-burner, $8; dealers’ discount, 
30 and 5 per cent off list. 


Air-O-Gas “or stoves, No. 327. 
= 50; a oe Re 50; No. 324, $39; 
325 , 5; 328, $72; No. 322 
come S11 These prices are subject 


to a 33% per cent discount. 


PAINTERS’ SUPPLIES.—The house 
painting season has started and has 
stimulated the demand for paints and 
oils. Prices are steady. 


Cleveland jobbers quote as follows: 

Turpentine in bbls., 724%4c. per gal.; 
less t Cc. per gal. 

Linseed oll ‘in ir _ 87c. per gal.; 
less than bblI., $1.02 r gal. 

White lead in 160- D. kegs, 13%c. 
; in 50 and 25-Ib. kegs, 1l4c. per 

; in’ 12%-Ib. kegs, 14%c. per = Ib. 
Quantity discounts, 500 Ib. to 1 ton. 
10 per cent. nage sd ton or more, 10 per 
cent and 4 per cent. 

Enameling hounere, $1.20 to $1.65 
per at. 


POULTRY NETTING AND WIRE 
CLOTH.—Both lines are moving fairly 
well, although poultry netting is not 
so active as recently. 


Cleveland jobbers quote: 
black wire cloth, $1.75 per 100 sq. 
ft.; 12-mesh galvanized, $2.10 per 100 
sq. ft.; 14-mesh galvanized, $2.50 per 
100 sq. ft.; 16-mesh, $2.85 per 100 sa. 
ft.; bronze, 14-mesh, $5.35 per 100 ft. 
rolls; 50 ft. rolls, . additional. 
Poultry netting, galvanized after 
weaving, 50 and 10 to 50, 10 and 5 per 
cent off list; Pa hpep before weav- 
ing, 50, 10 and 10 to 50, 10, 10 and 5 
per cent off list 


SCREEN DOORS AND WINDOWS.— 
There is a lull in the derpand at pres- 
ent, as early orders have been placed 
and late buying has started. 


Cleveland jobbers quote ek oe 


12-mesh 


line, No. doors, 2.8 ft. Ft. 
oo <7 doz.; 2.10 x 6.10, $24 per doz.: 
315 G- 12, 2.8 x 6.8 ft., $31.66 per 


aon 2.10 x 6. 10, $32. 65 per doz.; win- 
dows, No. 12 33, $3.15 per doz.: No. 
rm $4.15 per doz.: No. 2433, $4.90 per 


SHEETS.—Manufacturers’ prices on 
galvanized sheets are weak and jobbers 
expect to be able to place orders at 
prices that will permit them to con- 
tinue their present price. 


Cleveland jobbers quote 24-gage 
galvanized sheets at $4.40 per 100 Ib. 


SPRAYERS.—These are not as yet 
showing a great deal of life. 


Cleveland jobbers quote: 1-pt., tin 
sprayers, $3.15 per doz.; 1-qt., tin, 
0 per doz.; 1-qt., galvanized, $4.25 
per doz., i-qt., mason jars, 
doz.; 1-qt., continuous, $6.50 per doz.; 
No. 327%, Little Giant, $3.10 per doz.; 
4-qt., compressed air, $4 per doz. 


WOOD SCREWS.—tThese are in fair 
demand. 


Cleveland jobbers quote flat head, 
bright screws, 60 per cent off list: 
round head, blue, 50 per cent off list; 
flat head, japanned, 40 and 5 per cent 
off list; round head, nickel on steel 
27% and 10 per cent off list: flat 
head, brass, 50 per cent off list; round 
aees, brass, 40 and 10 per cent off 

st. 
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line. Dealers 
it profit- 


A fast movin 
everywhere find 
able— 


—It increases paint and lac- 
quer sales 

—It increases brush sales 

—There is a good profit on 
Geneva Wood Cra 


ft ah E : 
Introductory Offer 4 3 
Limited Time Only ae ae 


DeLuxe assortment of 14 
pieces shown on this page, 
well sanded, ready for the fin- 
ish brush, shipped for $15.50 sts 
(less than wholesale prices im 
to get the display in your 
store) f.o.b. factory, knocked 
down, individually wrapped, 
complete with hardware. 
Easily assembled. Retail 
value $26.90. Nationally ad- 
vertised. 


Spring Window Display 
New and Up-to-Date 


Group the 14 pieces in your 
window and tempt. the 
pocketbook of every passer- 
by. This assortment moves 
approximately $42.75 worth 
of paints, lacquers, brushes, 
etc. 


Send for this bargain at once 
and we will forward circular 
showing complete line. 


Geneva Mfg. Co. 
503 Stevens St., Geneva, Ill. 
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The Right and Wrong Edge 


The New PIKE Grinder 
With Bevel Indicator 








Bevel Indicator 





Top knife ground by ordinary methods 
Bottom knife ground on Pike Bevelrite 





é 


Position of 


Scissors 





Position of Knife 


At Last a Knife and Scissors Grinder That 
Anyone Can Use and Always Get the Right Bevel 


So easy to use that anyone, with very little practice, can sharpen any 
carver, household knife, scissors or shears in a few minutes and get a 


keen edge that will cut perfectly. 


A Beveled Wheel, Adjustable Bevel Guides and Plainly 
These features always insure all cutlery 


The reason: 
Marked Bevel Indicators. 


being sharpened with exactly the same bevel on both sides. 


It is the New— 





The easy edge-maker for the home 


The biggest hit of any Grinder in years. So prac- 
tical and so low priced, ONLY $3.00, that every 
home is a prospect. Can be used with genuine sat- 
isfaction by housewives, milliners, dressmakers, 
barbers, cloth-cutters and others. 


Sharpens anything from a pocket-knife to butcher- 
knife—from the tiniest manicure scissors to large 
sized shears. Customers are so well pleased they 
are showing and recommending it to friends and 
neighbors who also want them as soon as shown. 


Display one in a prominent place in your 
store. 


It will appeal instantly to everybody who 
uses cutlery, and what is more— 





PIKE 


People won’t send cutlery out to be ground and be 
deprived of their use, or pay high prices to pro- 
fessional grinders, when they save the cost over 
and over with one of these grinders. 

Pike Bevelrites are new and different. The field is 
enormous and sales will be large. PIKE, with a 


* reputation of over a century in the sharpening stone 


business, is solidly behind them! 
Made in three models. 


No. 19 Household Model ......... $3.00 
No. 20 Barbers’ Model ........... $3.75 
No. 21 For heavy tools ...,....... $7.50 


Good profit. If your jobber cannot sup- 
ply you, write to us. 
Send for Literature and Discounts. 





Manufactured Exclusively by 


Pike Manufacturing Co., 


Pike, New Hampshire, U. S. A. 





















































Mittin 


Misty 
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Window display of pocket knives for boys, sportsmen, campers, mechanics, and farmers, used 
by Kimball-Upson Co., Sacramento, Cal. 


UTLERYY in the Hardware Store 


Profitably Sold by Proper Display 


By Fred B. Hinchman 
John Russell Cutlery Co. 


headed “What is the matter with the Cutlery 

Department in the hardware store” for there 
is something the matter with the cutlery department in 
the average hardware store especially in the larger 
cities. 

When cutlery is mentioned to the buyer or proprietor 
of a hardware store, it seems usual for him to visualize 
pocket knives, razors and shears, but this article will not 
treat with these items. The cutlery to be discussed is 
knives and forks for the table, carving sets and the fairly 
large assortment of knives and tools that are used in the 
home kitchen. There can be no questioning of the 
statement that a great deal of these items are being 
sold in the department stores while the quantity being 
sold in the hardware stores is diminishing. This is not 
true of every hardware store. There are many stores 
where cutlery is still very active. The reader who is 
sufficiently interested and has the patience to peruse this 
article to its finish may discover why some stores still 
enjoy a good trade in cutlery while others have almost 
forgotten that its logical place is in the neighborhood 
hardware store. 

There are certain fundamental reasons why the depart- 
ment store can sell household and table cutlery. To 


M ‘cc: properly, perhaps, this article should be 


begin with, these items are usually purchased by the 
woman of the house or the cook and since department 
stores are patronized mostly by women, it is quite logical 
that cutlery departments in guch stores have a good 
chance to flourish. If one wishes to learn the true reason 
why cutlery is a going item in a department store and is 
losing ground in the average retail hardware store, let 
him visit several stores of both types and keep his eyes 
open. The answer is all too evident and can be summed 
up in one word “DISPLAY.” 

At a recent meeting of a Hardware Association, the 
question was asked of the question box committee, 
“Would you advise stocking merchandise that is foreign 
to the hardware industry?” The questioner evidently 
had in mind the change that has taken place in the drug 
store in the past twenty-five years. This question calls 
to mind the old adage “The other cow’s pasture always 
looks greenest.” It does not seem possible that, with 
the many thousand items carried by the hardware store, 
the field has become fallow. Surely, cutlery is a green 
and verdant spot that is being overlooked in the pasture, 
and what is needed to keep it green and make the juicy 
grass of profit grow is just one thing—proper display. 

In the hardware business with its endless details, the 
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The picture on the 
right is a recent win- 
dow display of cutlery 
by James & Hawkins, 
Inc., Jamaica, Long 
Island. It featured 
household cutlery, at- 
tractively arranged and 
visibly price marked 





days are all too 
short. The own- 
ers, buyers and 
clerks are usually 
kept busy with 
nails; screws, 
bolts, nuts, roof- 
ing paper, small 
tools, builders’ 
hardware and an 
endless variety of 
items, but practi- 
cally all of these can be classified as “demand items.” 
The customer buys these because they are actually 
needed. Cutlery, while quite necessary for the table or 
kitchen, can be classified as “appeal merchandise.” There- 
fore, the absolute necessity of display if one expects to 
operate a cutlery department successfully. 

A few years ago, a certain cutlery manufacturing 
concern conceived the idea that the average home was 
not properly equipped with cutlery in the kitchen. With 
that idea in mind and a desire to learn the facts, two 
house-to-house canvass crews of efficient men, trained 
in the game, were sent out ostensibly to establish a 
“glorified peddlar” business. Some amazing facts were 
brought to light. Of one hundred door-bells rung, 
interviews were obtained with eighty prospects of which 
sixty were easily sold and the average sale amounted, 
approximately, to two dollars and fifty cents. This 
actually amounted to selling 80 per cent of the real 
prospects. One of the amazing results of this canvassing 
was that the local store carrying that particular line 
found its cutlery business on the increase during and 
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immediately after the canvass. The record speaks for 
itself but, to be more explicit, in six out of every eight 
homes the cutlery in the kitchen was found to be only a 
very few knives of very doubtful quality. If this was 
true of the several medium sized towns where the experi- 
ment was tried, it is just as apt to be true of the general 
run of homes throughout the land. 

Quality in cutlery is hard to determine and it is very 
evident that the housewife must depend on the dealer 
and the reputation of the manufacturer for real quality. 
Unfortunately for the manufacturer of high grade goods, 
the housewife knows nothing about cutlery until after 
it is bought and used. The question is often asked “Why 
can’t I get a good knife?” By inference one can assume 
that the housewife has not been getting good cutlery 
as a rule; that she wants good cutlery and that the 
reliable hardware dealer in her neighborhood is the man 
whose business it should be to see that she gets it. 

But’if he handles two, three or four lines and, as is 
usual, it is all just about thrown into a show case along 

(Continued on page 96) 








retary ith, Calif Retail Hard Association, invited E. P. Stoll, Remington Arms Co., Inc., to assist the recent San Franc 
= 4 —-y eet ont + shows an attractive panel arrangement made up by Mr. Stoll for this 


Display panels of this type may be used in windows and in a show case or other point of vantage. 


convention in trimming a sample case on pocket cutlery. This p 


occasion. 
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Acccressiveness - keeping just ahead of the 
times and backing up our lead with quality 
merchandise made by the oldest manufac- 
turer in the country —that’s the Russell 
policy! 


First, making the kind of cutlery the house- 
wife cannot help but want and then telling 
every worthwhile home in the country about 
it—that’s the active kind of co-operation 
Russell gives. 


The Royal Blue Arrow Line! The only dis- 
tinctive new type of kitchen cutlery on the 
market. Stainless steel throughout, beauti- 
fully grained hardwood handles, convenient 


New Beauty in Kitchen Cutlery 


With a Long Dependable Ancestry 


for use, sanitary because handles are lac- 
quer coated, bearing a distinctive color dec- 
oration that satisfies public demand for color 
without going to the extreme — that’s the 


story in a nutshell. 


Every knife is already priced with a tag. 
This insures a real profit for dealer and job- 
ber — an unheard-of convenience. 


You will want one or more complete assort- 
ments of 4-'4 dozen pieces of this quick selling 
line. Each package contains the items listed 
below packed in easel-backed, distinctively 
colored cartons which you can advantageously 
display. | 


TEAR THIS OFF AND MAIL IT TODAY 





- inmate 





1 Dozen Paring Knives 
4 Dozen Grapefruit Knives 
4 Dozen Kitchen Table Knives 
14 Dozen Kitchen Butcher Knives 
4 Dozen Butcher Knives 

Asst’d 3 Sizes \% Dozen Spatulas 


\% Dozen Slicers 


4 Dozen Cook’s Knives 
Asst’d 3 Sizes 


\% Dozen Bread Knives 
14 Dozen Pot Forks 


John Russell Cutlery Company 
Turners Falls, Massachusetts 
Gentlemen: 
I am interested in building a real cutlery department 
with a real dependable profit and with sales backed up 
by national advertising. Send me price and information 





PLE TTT 





cJOHN RUSSELL CuTLERY COMPANY 





GREEN RIVER WORKS 
TURNERS FALIS, MASS., U.S.a- 


The coupon is for your convenience, Order direct but give us the name of the jobber from whom 
you usually buy your cutlery. Act now. It is the latest sensation in the cutlery field. It is quality 


made. It is being advertised nationally. 


- 
| 
| 
| 
l 
l 
| 
| about Royal Blue Arrow assortment. 
| 
| 
| 
| 
| 
| 
| 
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MERCHANDISING IDEAS « =: 


NEW ITEMS 








Shears with Colored Handles 


The Acme Shear Co., Bridgeport, Conn., 
is distributing solely through jobbing 
channels the “Eversharp” Shear Cabinet 
Assortment. The shears have carefully 
ground nickel plated blades which are ad- 
justed with a screw pivot. 
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In the No. 7340 Cabinet Assortment 
there are four pairs each, of 6, 7 and 8- 
in. shears with assorted white, pink and 
blue ivory-toned lacquered handles. The 
No. 7345 assortment is the same as the No. 
7340, but does not have the 6-in. shears. 

The display cabinet is designed to occupy 
a small space on the dealer’s counters and 
is shipped ready for instant display. Other 
color assortments can be obtained if desired. 





The Scimiter Steak Knife 


Remington Arms Co., Inc., 25 Broadway, 
New York City, recently added the Scim- 
iter Steak Knife to its wide and varied 
line of butcher knives now on the market. 

The blade of the knife is made from 
alloy tool steel and the hardening and 


tempering are done by the same methods 
used in making the company’s pocket 
knives. It has a fine cutting edge, besides 
flexibility and balance. 

The handle is made in one piece of oiled 
and waxed walnut. It is affixed to the 
blade by three large steel rivets. Being 
made in one piece, it not only fits the hand 





well but the handle seam is reduced three- 
fourths, thereby making it not only 
stronger but more sanitary. This type of 
knife has been designed for use in hotels, 
restaurants, meat shops and the home. 





Grinder Gives Accurate Bevel 


A sturdy, well built, convenient and 
durable grinder, known as the Pike Bevel- 
rite No. 19, has been placed on the market 
recently by Pike Mfg. Co., Pike, N. H. 
This grinder has been designed especially 
fcr housewives, milliners, manicurists, etc., 
who need sharp knives or scissors in their 
daily work. 








| 





The company, realizing that each tool | 
must have a bevel edge best suited for its 
intended work, developed the Bevelrite | 
which has solved this problem. There are | 
two adjustable guides, working in com- | 
bination with a beyeled wheel, on which | 
the knife or scissor is rested. These and | 
plainly marked indicators, enable the user 
to set the guides at the proper angle for | 
grinding that particular tool. By follow- 
ing the directions given, the company | 
states that a perfectly ground edge is se- 
cured with exactly the same bevel on both 
sides. 

The grinding wheel is made from a spe- 
cial selection of abrasive grains, uniform 
in size and hardness. Bevelrite No. 19 | 
can be attached to any table or bench by 
means of a handy clamp. Each machine | 
is packed in a strong box and weighs | 
about 2 Ih. 





Re-edges Safety Razor Blades 


E. A. Stone Cutlery Co., 29 North 
Water Street, Rochester, N. Y., is the 
manufacturer of “The Easy Hone.” 
product is 


The 


feature of this the four 





abrasive rollers which are said to combine 
the fine properties of the hone with the 
soothing properties of a stropper. The 
manufacturer states that if a discarded 
razor blade is placed in the hone, and the 
handle is given 50 complete forward turns 
and 50 complete backward turns, that the 
blade will have a new edge and will need 
only a few turns in the hone before each 
shave. The case is nicely finished. The 
handle and blade holder fit in- the grooves 


| in the side, out of the way, when the hone 


is placed in a bag or on a shelf. Each 
Easy Hone carries a three-year guarantee 
by the manufacturer. 


What Is Your Average Cutlery 


| SaleP—How Does It Compare? 


Statistics recently compiled for sales of 
pocket cutlery in hardware stores through- 
out the United States reveal the following 
interesting figures. 

The average pocket knife sale in 
ordinary stores amounts to approximately 
$1. In better than ordinary stores the 
amount is about $1.15, and in good stores 
$1.50. In exceptional stores the figures 
show that the sales reach $2.10. 

How does your average compare with 
the above? 
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THE“BIG PROFIT” nova 


ACME scores again 
with the new “Ivory- 
tone” assortments in 
practical display cab- 
inets. 


A RETAIL 


50c 


WINNER 
Sold Only Thru 
Jobbers! 
Sales photos and 


Addressed Inserts 
Furnished 








Cabinet Assortment No. 7340 
We also have other assort- 


ment combinations. 


This practical cabinet grips each shear securely until 
released by the purchaser. Ships perfectly. No. 7340 
assortment contains 1 dozen famous Oval brand “Ivory- 
tone” lacquered (4 ea. pink, white, blue) shears in 6”, 
7”, 8” sizes. 


THE ACME SHEAR “: 


Bridgeport, Conn. 














CHRADE ()AFETY 
Push Button Knife 


No Breaki. 
i ren eingf 





Push the button and the blade opens auto- 

matically. Safety slide locks the button with the blade 
open or closed. DOUBLE-LOCKED—the only Safety 
Knife that is actually Double Locked. It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. 


TRADE FVERLASTINGLY SHARP MARIS 


Manufactured exclusively by 


SCHRADE CUTLERY CO. Walden, N. Y. 


Also manufacturers of a complete line 
of Schrade regular type pocket knives. 


Send for Catalog E. Factories: Walden N. Y.—Middletown, N. Y. 


—_—_—_ 








Offer them 
the NEW 
CHENEY GRINDER 






New Cheney 
No. 6-B Black 
enamel finish, 
4 sizes. 


The New Cheney Grinder has with the 
New Royal all of the improvements that 
make the Cheney line a leader in its field. 


Your prospects are everywhere, in 
homes, repair shops, garages, factories 
and farms. 


Do not overlook these possible sales. 


Show them the Cheney line. 


New Cheney 
No. 7 attrac- 
tively finished 
in black en- 
amel. 


Illustrated 
catalog. sent 
on request. 


S. CHENEY & SON 


MANLIUS, NEW YORK 
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| NevorStain 


BREAD KNIVES 








No. 4528—8” Never Stain, Bread Knife, Cocobolo or 
Ebony Handle. 








Carbon Steel Bread Knives 





< pied SS ESS See aS SS 


No. 3529—9” Bread Knife—Cork Filled Aluminum 
Handle 





Bread Knives of the highest quality. Serrated edges, 
ground on both sides to the center. They will slice 
bread to a wafer thinness without crumbling. 


Sold through the Jobber. 





THE ONTARIO KNIFE COMPANY 
FRANKLINVILLE, N. Y. 














THE BURNS BREAD KNIFE 
“CUTS LIKE WILDFIRE” 


The serrated edge cuts with each motion of the - 
producing a clean cut without tearing the bread 
maki crumbs. It is not in a class with 

cheap bread knives, but an article of merit feat you 
— copreciate. The serrated e will last for years 
and can be Techarpened by rubbing the smooth side of 
the blade on a whetstone. 


THE BURNS GRASS SHEARS 


Patented Serrated Edge 


The small teeth grip the blades of grass and cut 
Made of the best pa hollow ound and highly polished.” never 
require sharpening. 


The Burns Mfg. Co., Syracuse, N. Y. 


“SERRATED EDGE CUTLERY” 
Please Write for Catalogue and Prices 














Cutlery in the Hardware Store 


(Continued from page 92) 

with a variety of tools and whatnot, the case never 
arranged neatly, or dusted, or perhaps, having, several 
bulky items standing on the floor in front of it, the appeal 
to the eye and to the sense of value are entirely lost. 
The merchant who carries cutlery successfully handles 
one or, at the most, two lines of standard brands and 
known quality. He has his showcase in the front-center 
of the store; it is usually lighted and always well 
arranged ; kept clean and clear of view obstruction. He 
is a man who knows the power of good window dis- 
plays frequently changed and he always has some cutlery 
in the display. At certain times in the year, such as 
late May or early June, he makes a special display, in 
the window, of Carving Sets and Table Cutlery for 
June brides. 

If you have a good home neighborhood location where 
there should be fine opportunities to sell cutlery, study 
the department store method. The high-grade carvers 
and table cutlery are displayed in glass showcases, but 
they are not packed in like sardines in a can. The dis- 
play boxes are arranged carefully, with space enough 
between each set to show it off to the best advantage. 
Kitchen cutlery is displayed on open top aisle tables and 
is always priced. By the way, when making a window 
display be sure to put price tickets, artistically made, on 
every article. Many people have a decided aversion to 
going into a store to price an article and walking out 
without making a purchase. Price cards in the window 
tell them the story and, besides, after the store is closed 
for the day, the priced display is still working for you. 

With the advent of color in the home, lacquered 
breakfast nooks and color at the bridge party, colored 
handle cutlery for the table has become a real factor. 
Color has also invaded the kitchen, opening up a new 
field for cutlery with colored handles or a color design 
in the handle. Mirror finish on stainless steel blades has 
freshened up the appearance wonderfully. This is all 
practically new to the housewife. What splendid pos- 
sibilities for a colorful and tremendously attractive 
window ! 

There is no secret formula for running a successful 
cutlery department. It is very, very simple. Display, 
display, display. Good showcases well arranged ; open 
top tables for kitchen cutfery where the prospective buyer 
can handle the knives ; window displays of the new goods 
and price cards with, perhaps, an occasional ad in the 
local paper. In the proper way, show your neighborhood 
that you have cutlery and you will surely get your share 
of its business. 








. . MURPHY’S STAY - SHARP 
ROOFING KNIVES 








No. O has 2” blade. No.1 2y4" blade. The R. MURPHY 
These knives meet every roofing re- =o a «Aaa 
quirement and make tough jobs easy. nines einen 
For 78 years past, expert roofers Rd 
have been proud to include R. omer —— 
MURPHY Roofing Knives in their Kitchen Knives 
kits. es 
Are you stocked to supply the demand? Pruning Knives 
Write for prices, catalog, etc. — 
Robert Murphy’s Sons Co., Est. 1850 Ayer, Mass. 
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*tAmerican” and 
“Champion” 
Tool Grinders 


American Quality Grinders 
are strictly high grade— 
perfectly balanced, smooth 
running. Baked enamel, 
nickel plated trimmings, 
= machine my — and 

, : ‘ pinions, oil tight case— 
American Quality Grinders },¢<¢ quality grinding 

Wheel Weight Cases of Each wheels. 








No. 34 4x1 6 6 $5.50 
No 36 ec 9% «6 850 i 
0. x . 

No. 37 xl 14 6 11.00 Champion 
No. 38 71% 21 6 14.50 Grinders 


Champion Popular Price 
Grinders—the best grinder 
value on the market. Fin- 
ished in baked enamel— 
machine cut gears and 
pinions. 


This Popular Line 
with the added sizes and 


radical price reduction 
: “ Wheel Weight 
made possible by our facil- yo 4, 4x1. 6 ga 40 
ities is having a remark- No 45 511 7% & 4.40 
able revival of life. mami 6S~—~COfee 
Dealers: Buy them of your jobbers—It will pay 


both Jobbers and Dealers to get posted on the 
——- this line now offers, Write for complete 
ails. 


The Milwaukee Circulating Pump & Mfg. 
Company 


331 Ninth Street Milwaukee, Wisconsin 











Why the Gem Display Means 


EXTRA 
SALES— 


Gem and Gem, Jr. 
take none of your 
selling time or effort. 
They occupy little 
space, and sell them- 
selves. 














Everybody likes these 
handy nail - clippers, 
because they trim the 
nails quickly and eas- 
ily. They keep right 
hands looking as well 
as left. 


Gem, Jr. 
35e 














The Only Nationally Advertised 


Nail-Clippers 

Copy appears regularly in The Saturday 
Evening Post, Collier’s and Judge. 
Transparent Du Pont “Cellophane” keeps 
them bright, clean and sanitary. 
A sensible price—35 and 50 cents—every customer can buy them. 
Gem, Jr. can be carried on the watch-chain. 
Customers like the idea. And every sale is an extra sale—usually 
it’s on top of other sales on other articles. 

Get these extra sales. Your 

jobber has the Gem display. 


THE H. C. COOK CO., Ansonia, Conn. 














4 


For an increased razor blade business you 
must sell the blade that absolutely pleases 
your customer. Radium Blade—the thin 
flexible non-cracking blade with the lasting 
keen edge—the blade made of Sandviken 
Swedish razor steel, ground, honed and 
finished on Roth patented machines by ex- 
perts, is the blade used and praised by 
thousands of shavers today. Send now for 
sample blades and discounts. 

Made by Otto Roth, the Radium Cutlers, 


Newark 


Wiebusch & Hilger, Ltd., Distributors for 


106-110 Lafayette St., New York City 


Bigger, Better Blade Profits with 


RADIUM BLADES 






~ 


Use in a 
Gillette Type 
Holder 








Window Displays, Posters, Counter Cartons 
and Dealer Helps for advertising on request. 








Write Us for Sample Package — 


Send Us Your Jobber’s Name 
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Recollections on Selling Cutlery by a 
Former Jobber’s Salesman 


Arms Co., Inc., New York City, recently received 

an interesting letter from J. A. Dury, vice-president 
Connors Hoe & Tool Co., Columbus, Ohio, in which 
Mr. Dury tells of his own early experiences selling 
cutlery as a salesman for a wholesale house. We ob- 
tained permission to reprint this letter because it con- 
tained many useful pointers on cutlery merchandising 
which will interest wholesale and retail salesmen. In 
part, Mr. Dury wrote: 

“I just read with a great deal of interest, the Reming- 
ton Weekly Letter in HArpwareE AGE, and want to take 
this opportunity to congratulate you on your changing 
the method of advertising. It has always seemed to 
the writer that the Remington people had been selling 
the entire world the idea that they should use ammu- 
nition but were giving no reason why they should use 
their particular brand of ammunition. 

“Knives that Bite’ particularly appeals to the writer, 
as I well remember the time when he was a lame duck 
on cutlery. The house he worked for at that time car- 
ried a miscellaneous hodgepodge of four or five different 
makes of pocket knives. We didn’t have anything or 
any reason to offer the dealer showing him why he 
should purchase from us. For some time I tried to sell 
our house the idea that they should have one line, the 
hest that they could get; they finally did purchase a 
well-known line of cutlery made in the United States, 
but yet our salesmen, including the writer, seemed unable 
to sell this. 

“After thinking over the situation for some time, I 
finally decided what I needed was a beautiful plush lined 
roll, with two yellow elastic ribbons running the length 
of same to hold the knives in place. This made quite an 
attractive roll. I arranged the knives in the roll ac- 
cording to their size and character and not according 
to price. I oiled and polished each one of these knives 
personally, so that they shone like a nigger’s heel. I 
still found that I wasn’t able to sell any cutlery. 

“Then I took out a line of butcher knives, paring 
knives and table cutlery, all made by the same concern, 
and when entering a dealer’s store, I would lay out my 
roll of pocket knives; then I would lay out my roll of 
table cutlery, butcher knives and paring knives. I se- 
lected a paring knife and butcher knife that I priced 
especially low. This was to get the dealer’s attention ; 
he knew it was value when he saw it. Having used this 
method of getting him in a receptive mood, I then expati- 
ated on the line of paring knives and butcher knives, 
showing how they were made, the quality of the steel, 
etc., and I was usually successful, always selling him 
a line of butcher knives and paring knives and a little 
cutlery. Up to that time, I had not even mentioned the 
pocket knives but every clerk in his store would come 
up and take a look and the first thing that they would 
look at would be the pocket knives and invariably their 
remark would be ‘Dury, you sure have got a nice line 
of goods.’ The buyer heard this as well as I did and 


GJarms Co, NORVELL, president Remington 


having bought my butcher knives, paring knives and 
some table cutlery, he was in a receptive mood, listening 
to what little sales patter I might be able to give him 
on the pocket knives. 


“Now I had a little method of my own here, which 
proved to be very successful and that was, as I had 
found it very difficult to talk on the quality of steel 
that was in a pocket knife blade, you could say almost 
anything that you wanted to about it. You could show 
the pocket knives and if the blades were well oiled and 
worked easily, and the blades were also well finished, it 
made a certain amount of impression, but not enough 
to sell him your line. 

“Before telling him all the good points we had in our 
pocket knives, I usually said to him, ‘Pocket knives are 
one of the hardest lines you have to buy and it takes a 
lot of time to sell a man a pocket knife, and it is quite 
a worry to select them.’ The buyer always agreed that 
this was true, that he had to open every box on the 
shelf to see what kind of a knife was inside it and how 
many he had. That took some time; also he was apt to 
get a few more than he needed on account of buying 
that which he already had in stock. 

“TI then showed him a way that I had devised to help 
the dealer sell cutlery. It was a very simple get-up but 
very effective. Briefly the plan was this, that each pocket 
knife he had in stock was to be shown in his cutlery 
case, under glass, with the knife blade open. These 
knives were to be set at an angle of about 45 deg.; an 
arbitrary number from one up to as many patterns as 
he carried was given each of these knives, with the price 
in plain figures right under this number. This was for 
the purpose of identifying the knife, both to the sales- 
man and for the customer. 

“This display case was covered with purple plush and 
was brought up as close to the glass as 4 in. Under- 
neath this covering was a line of boxes made of tin or 
galvanized iron, which he could have made by his local 
tinner. These boxes ran the full depth of the show 
case ; each of the boxes could be divided into about four 
compartments. These compartments were then numbered 
up from one to as many numbers of pocket knives as 
he carried. Now a cusfomer coming in to buy a pocket 
knife could see every knife that he had in stock and 
the character and the shape of the blade, as they were 
all open, and the price in plain figures. It resulted 
invariably in the man making his own decision very 
quickly, in just what knife he was and was not interested, 
and this meant that a clerk could sell him much more 
quickly and, in addition, he would not have eight or ten 
‘knives, all of which the customer had handled, to be 
wiped off before being put back into stock. 

“Tn addition, when he went to buy knives, all he had 
to do was pull out these boxes, look right through the 
top of his case, and he was looking right at the pattern 
and knew just what he had. Therefore he would not 
over-buy; neither would he miss buying those which 
were good sellers, and he bought his line of pocket knives 
in from fifteen minutes to one-half hour, where hereto- 
fore it always took him from three to four hours. 

“T always had the notion that this method was very 
successful, for the reason that the dealer seemed to give 
me credit for really knowing something about the pocket 
knife game, and with this thought in his own mind, that 
I did know something about it, he naturally would be 

(Continued on page 110) 
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House cleaning 


booms the sale of Clothes Line. 
‘Increase your sales by featur- 
ing Black Bird Lines on one of 
our colorful Counter Display 


"Most every family needs a new clothesline in the Spring. 
Get these sales for your store—and win friends—with 
Black-Bird solid braided cotton clothesline. It is firm, 
smooth, clean, pliable, easy to handle and use, and 
comes in sizes No. 6 (3/16 in.), No. 7 (7/32 in.) and No. 8 
(%% in.), put up in connected hanks containing exactly 50, 


75 and 100 ft.; also in coils, on reels, and tubes. 
Write for free display stands and circulars. 


We also manufacture a variety of other clothes lines, 
meeting all requirements for price and quality. 


SAMSON CORDAGE WORKS, BOSTON 


Stands J 


Sturdy, and easily set 
up. Occupies about 1 
sq. ft. on counter or 
window. Answers ques- 
tions and permits exam- 
ination. Makes sales. 
Sent free with order. 








DLACK BIR 


iP) CLOTHES LINE 


Along came and snipped 
aa blackbird off her nose” 
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Combined Hog and Cattle Tank 


A combined hog and cattle tank with 
a built-in heater is manufactured by The 
Falls City Steel Works, Seventh and 
Morton Streets, Falls City, Neb. There 
are many advantageous features combined 
in this product which ought to prove very 
popular with the busy stockman. 

The tank is built of heavy galvanized 
white steel. A quick, positive, 3-ft. heater 





is entirely surrounded by water, and it is 
said that this heater can warm water 
within one-half hour. Either coal or wood 
can be used for fuel, and the company also 
furnishes tanks with oil burners. Pipes 
aid to bring the water to the proper tem- 
perature, and the lids permit the sides to 
be opened or closed, as desired. A swing- 
ing door on the hog waterer protects it 
from outside drafts, and the hogs soon 
learn to push the door when they want 
water. 

The tanks are made from 5 ft. in length 
up to any size desired. Standard sizes are 
2% ft. high and 4 ft. wide. Since warm 
water helps increase the hogs’ weight, and 
this type of tank requires attention only 
once in 24 hours, it is both practical and 
necessary. 





Self Cleaning Hoe 


The “Self-Cleaning Hoe” has been placed 
before the trade by Tiffany & Storm of 
Marathon, Iowa. Due to the opening in 





the frame, the tool automatically cleans 
itself while in use. The blade is forged 
from high carbon steel that will not bend 
or break, and it will scour anywhere. The 
hoe is made in 6% and 7% inch sizes, com- 
plete with 414-foot ash handle. Shipping 
weight, 25 Ib. per dozen. 





No. 16 Mary Washington Range 


The No. 16 Mary Washington Bungalow 
Combination Range has been added to the 
line of stoves and ranges manufactured by 
Gray & Dudley Co., Nashville, Tenn. 

This range consists of the company’s 
standard kitchen heater, built entirely of 
cast iron, combined with its standard gas 
range cooking top and gas oven, built into 
a most attractive unit. It is equipped with 
either a high shelf, as illustrated, or with 
high closet, and is finished in full tan 
enamel. 


Reading matter continued on page 102 


The kitchen heater or incinerator unit 
of this model is Built entirely of cast iron 
and has a large fire box. The grates are 
suitable for burning either hard or soft 
coal. The fire box can be equipped with 


























a large L water front or with a pipe coil 
for heating an ample supply of hot water. 

The cooking top of the gas compartment 
is equipped with three star, one giant and 


one simmer burners. The oven is of full 
size, has rustproof linings, and is equipped 
with three-way broiler burners, which are 
controlled by an interlocking device which 
makes it impossible to light more than 
one burner at a time. 

The entire top plate, which is equipped 
with two 8-in. holes and one short center, 
lifts up and is held in position by an ad- 
justable lifting device. 


Libbey-Owens Sheet Glass Co. 
Issues Interesting Booklet 


An extremely interesting booklet, entitled 
“Flat Glass and Libbey-Owehs,” has been 
issued by The Libbey-Owens Sheet Glass 
Co., Toledo, Ohio. It deals with the early 
history of flat glass, how it was made, and 
the first new developments toward the 
present method of manufacture. The 
Libbey-Owens process of making flat glass 
is accurately and interesting described. 

The book is illustrated and is now ready 
for distribution. ° 





The E. T. Rugg Co. Publishes 
“The Story of Rope” 


“The Story of Rope,” an interesting and 
instructive booklet has recently been pub- 
lished by The E. T. Rugg Co., Newark, 
Ohio. This company manufactures all kinds 
of rope, and has compiled the history of 
rope, from the centuries ago up to the 
manufacturing process used at the present 
time. 

The booklet is fully illustrated in color 
and on its cover has an illustration show- 
ing how the ancient Egyptians made rope 
from hide. 








Roll Top Desks for Children 


A line of children’s roll top desks with 
attractive and durable finishes is manu- 
factured by H. C. White Co., North 
Bennington, Vt. The majority of the 
desks have a silver gray finish which is 
harmonious in tone for every surrounding 
in the home. A natural oak finish can 
be secured as well as a mahogany finish, 
if desired. 





The workmanship is of the best, with 
all frames tenoned and doweled. The 
drawers are made from kiln dried hard- 
wood and have the famous “Rockford 
Joints’ which is the indestructible lock 
corner accepted on high grade furniture. 

Desk No. 2073 is illustrated. It is 36 
in. high and 30 in. wide, having a lock 
on the top drawer. 





Automatic Locking Cotter-Pin 


Mechanical Devices, Inc., 260 Tremont 
Street, Boston, Mass., recently placed on 
the market the patent “Rex” automatic 








locking cotter-pin, having many unusual 
features. The two sides of the “Rex” 
are offset, introducing a natural spring. 
The pin has a projecting shoulder which 
holds it securely in position. Removal is 
effected by compressing the two sides of 
the pin with pliers, allowing it to be with- 
drawn. The “Rex” cotter-pin can be used 
over and over again. 

The illustration shows on the left an 
ordinary cotter-pin. The next figure 
shows the offset sides. The third figure 
is presented to show the parts, in solid 
black, which are ground away by ma- 
chinery, leaving the finished pin, pointed 
and with the projecting shoulder, as shown 
on the right. 
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Here’s the evi- 
dence that Hel- 
ler fixtures do 
make a differ- 
ence — they al- 
ways make good 
—whether the 
store is large or 
small. Just read 
what Mr. Wil- 


son says: 








"CALS PRLS 
HARDWARE, STOVES 2 RANGES) 


Buffalo,N-Y. 


We Ce Heller & Co. 
Montpelier, Ohio Decenber 30, 
1927 

Gentlemen: 


Having used our new open display wall fixtures and floor 
tables for eight months, thought perhaps you would be 
interested to learn of some of the results obtained. 


First of «11, our total sales have increased approximately 
15% over the same period last year. We feel that this is 
exceptionally good considering thie year's business condi- 
tions. This is partly due to the fact that with the open 
display fixtures we are able to display at least 85% of our 
stook, whereas with our o}d style fixtures we were able to 
display only 50% of our stock. 





Slow moving items under our old display are now more rapid 
sellers and this of course will increase ovr rate of turnover. 


There has also been a very noticeable increase in the number 
of lady handise is displeyed in such an invit- 
ing way that the public cannot resist buying. 





At this time we wish to congratulate you on the very good ser- 
view and delivery given us on our order for fixtures. You made 
complete shipment of our two carloads of fixtures just four 
weeks from date of receiving the order. This was very prompt 
delivery considering that 211 our fixtures and tables were of 
special silver grey finish. 


We are very well pleased with our Heller Equipment and will 
recommend your fixtures at al) times. 

















wl) yYours very’ truly,” 


haa 






pag Le 








IOI ILILIE 


Business Building Store Fixtures 


W. C. HELLER & COMPANY 


The World’s Leading Manufacturers of Complete 


Hardware Store Equipment. so " 
700 Bryant Street New York Office 
Montpelier, Ohio 20 Vesey Street suf 
57-A Suite 500 








One of the wall 
cabinets in the 
great Wilson hard- 
ware store at Buf- 
falo. Completely 
Heller equipped, 
using Turn-about 
Door Display 
Cabinets, ‘Master- 
piece Display Sales 
Tables” and _ all 
other time-saving 
and _sales-increas- 
ing fixtures in the 
mammoth Heller 
line. 


‘public cannot 
resist buying”’ 


Mr. Wilson’s letter expresses 
more emphatically than we would 
dare claim, the business-building 
value of Heller fixtures and the 
satisfaction which invariably goes 
with Heller service. Read it! 


We can add nothing to these 
statements except to say that 
you, too, will feel the same way 
about it when you install new 
Heller fixtures. 


No Hardware 

Merchant can af- 

ford to overlook Pa 

such evidence as “ 

this. a 
Check the 

items you are 

interested in, 


and mail this 
coupon today. 


[] Business Building 
Store Equipment. 


C) Pennsylvania 
Metal Saw Rack. 


[] Nail Counters. 


[C) New Double Duty 
Display Tables. 


Write name and 
address plainly in 
margin below. 
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Hot of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. Asa 


contemporary puts it: 
have been copied, the rest will be.” 


“Some of them 























“And now, children,” said the school 
teacher, “since we've finished the lesson 
in public speaking for the benefit of those 
who may become transatlantic aviators, 
we shall devote an hour to public silence 
to train you for the presidency.” 





Instructor in Electrical School—“How 
many natural magnets are there?” 

Pupil in E. S—“Two.” 

I. in E. S—“Name them.” 

Pupil in E. S.—“Blondes and brunettes.” 





I wish to thank all who so kindly assist- 
ed in any way in the death of my dear 
husband, also those who furnished the 
flivvers.—Ad in a Florida paper. 


“Pawson,” said Aunt Caroline, “I’d like 
to kill dat lowdown husband of mine.” 

“Why, Caroline, what’s he done?” 

“Done? Why, he’s done gone and let 
de chicken house door open and all de 
chickens has escaped.” 

“Oh, well, that’s nothing. 
know, come home to roost.” 

“Come home!” groaned Aunt Caroline. 
“Come home! Pawson, dem chickens ’Il 
go home!” 





Chickens, you 


They grinned when the waiter spoke to 
me in Greek, but their laughter changed 
to astonishment at my ready reply. 

“IT wanna roasta bif san’wich, st-r-rom- 
berry pie, two cup skawfee,” was the sim- 
ple and clear statement I made without 
hesitation. 


Busy, Blustering Business Man to Stenog 


as Phone Rings—“Take the message and | . Me 
| be a blonde in a month. 


I’ll get it from you later.” 

Stenog (demurely)—“Your 
wants to send you a kiss over the tele- 
phone.” 


Northerner—‘“Pretty mild winters you 
have down here.” 

Southerner—“Mild ! 
feet of snow mild?” 

Northerner—“Two feet! Say, man, the 
snow was so deep in our country. last win- 
ter that the farmers had to jack up their 
cows to milk ’em.” 


Do you call two 


| last Saturday night a savage dog attacked 
| them and bit Mr. Green several times on 


First Tramp (surveying stream of | 
motorists) —“I ’ates ’olidays. Makes yer 


9” | 


feel common when nobody ain’t workin’. 





Lady—‘“Is this milk fresh?” 
Milkman—“’Arf an hour ago, madam, 
it was grass.” 


Most anyone can be an editor. All the 
editor has got to do is to sit at a desk six 
days out of the week, four weeks of the 
month and twelve months of the year, and 
“edit” such stuff as this: | 

“Mrs. Jones, of Cactus Creek, let a can | 
opener slip last week and cut herself in the 
pantry. 

“A mischievous lad of Piletown threw 
a stone and struck Mr. Pike in the alley 
last Tuesday. 


“Joe Doc climbed on the roof of his | 


house last week looking for a leak and fell, 

striking himself on the back porch. 
“While Harold Green was _ escorting 

Miss Violet Wise from the church social 


the public square. ' 

“Isaiah Trimmer, of Running Creek, was 
playing with a cat Friday, when it scratched 
him on the veranda. 

“Mr. Fond, while harnessing a bronco 
last Saturday was kicked just south of the 
corn crib.” 


Ma Kent suddenly sat up in bed. 

“Shh!” she whispered. “I hear a bur- 
glar downstairs.” 

Pa Kent trembled, but he was a quick 
thinker. 

“T'll go straight down. It’s probably the 
girl bandit who has been robbing houses 


| about here—a_ sweet-looking little thing 
| who always kisses her way out of trouble 
| when she gets caught.” 


His wife seized his arm and hauled him 
back to bed, exclaiming: 
“John, your place is with me! You stay 


here!” 





“Mary, I’m thinkin’ ’er marryin’ again. 
Them pore cows uv mine haven’t known 
the touch uv a woman’s hand since Martha 
died.” 





Kitty, eyeing applicant from head to 
foot—“Are you a mechanic?” 
“No, surr, O’im a McCarthy.” 





It’s a great life if you don’t weaken, and 
a greater one if you weaken just a little. 





“IT wonder,” said the old lady at the 
dance, “I wonder what has become of the 
girl who used to drop her eyes, raise her 
face, and say: ‘You must ask my papa’.” 

“She’s got a daughter,” answered the girl, 
“who says, ‘Shove her into high, kid! The 


old man’s gaining on us!’” 





| The skill of the painter, with nature at 


He—“Dearest, I’m atraid our engage- 


| ment is all off. A fortune teller just in- 


formed me that I am to marry a blonde 


| in a month.” 


little girl | 


She—“Don’t let that worry you. I can 


The jury had been out on the case all | 
morning and was still deadlocked. The 


| vote stood 11 to 1 for acquittal, but an | 


| old codger stubbornly held out for a ver- 


dict of guilty. 
The sheriff came in at dinner time and | 
inquired what they would have to eat. 
“W-a-l,” said the foreman disgustedly, | 
“you kin bring us eleven dinners and a 
bale of hay.” 


strife, 
This ugly squat figure has hit to the life; 
But perish the art, that, when everything’s 
done, 
Only makes two detestable objects of one. 





Prof.—“Do you believe that five-dollar 
gold piece I hold will dissolve in this so- 
lution?” 

Stude—“No, sir! 
in if it would.” 


You wouldn’t put it 





Friend (visiting hospital patient)—“Do 
you know, old man, that’s a swell-looking 
nurse you've got?” 

Patient—“I hadn’t noticed.” 

“Good Lord—I had no idea you were so 
sick!” 


Reading matter continued on page 104 
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Your Windows are Valuable Now is theZime 
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Snstall a Day & Mi ight Window Display 
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oF Dearl ScreenWire Cloth 


TART NOW! Add to your profits! 


Be prepared with a fully equipped stock of 


PEARL Wire Cloth—the biggest value to your trade, for it is the most 
ECONOMICAL Wire Cloth and sold on the basis of guaranteed satisfaction. 


OUR FREE SALES HELPS 
ARE PROVEN SALES BUILDERS 


Our unusually attractive window display, litho- 
graphed in seven colors, measures 24 ft. x 3 ft., 
permits of illumination at night. Six attractive 
fies, highly colored, add to the forcefulness of the 
display identifying your store as carrying nation- 
ally advertised PEARL. 


PEARL QUALITY—STANDARD 
FOR OVER THIRTY YEARS 

The increasing demand for PEARL screen wire 
cloth is due chiefly to its metallic coating, a special 
process exclusive with Gilbert & Bennett. 
PEARL is permanently identified by 2 Copper 
Wires in the selvage and our round red tag on 
every roll. 


ADDITIONAL HELPS: A Counter Card and Sample Dis- 


tributor in full color, Single and Double Newspaper 
Electros, Colored Movie Slides carrying your name, are 
supplied. Hitch Your Store to our 1928 Campaign in the 


National Magazines! 


Order Now—Address Dept. D. 


The Gilbert & Bennett Mfg. Company 


WARER (CvOTH 








New York Georgetown, Conn. Chicago Kansas City AS ee 2a 
PEARL is made in Regular Grade [12 x 13 Mesh] and 14, 16, 18, 20, 24 and ies: 


30 Mesh; also Extra Heavy Grade [14 Mesh only] 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
AND SOUTHERN HARDWARE JOBBERS’ ASSOCIATION 
Jotnt ConveNTION, Edgewater Gulf Hotel, Edgewater 
Park, Miss., week of April 16, 1928. Charles F. Rock- 
well, secretary-treasurer, 342 Madison Avenue, New 
York City. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
tion, Hotel Marion, Little Rock, May 15, 16, 1928. 
L. P. Briggs, secretary, 815-816 Southern Trust Build- 
ing, Little Rock. 


HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 


LouIsIANA RetatL HARDWARE IMPLEMENT AsSO- 
CIATION CONVENTION AND EXHIBITION, New Iberia, 
June 4, 5, 6, 1928. S. H. Sale, secretary, Shreveport. 


MississippI RETAIL HARDWARE AND IMPLEMENT 
AssociaTION CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, February 19, 20, 21, 22, 1929. Place to be de- 
cided later. Chas. C. Casey, manager-treasurer, Nicollet 
at Twenty-fourth Street, Minneapolis. 


NaTIONAL RetaiL HARDWARE ASSOCIATION CON- 
GRESS, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington Street, Indianapolis, 
Ind. 


PANHANDLE HARDWARE AND IMPLEMENT ASSOCIA- 
TION ConvENTION, Amarillo, Tex., April 9, 10, 11, 1928. 
Headquarters, Amarillo Hotel. C. L. Thompson, secre- 
tary-treasurer, Canyon, Tex. 


SoutH Dakota ReEtTaiL HARDWARE ASSOCIATION 
ConvENTION, Sioux Falls, February 5, 6, 7, 1929. Chas. 
C. Casey, manager, Nicollet at Twenty-fourth Street, 
Minneapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


SOUTHERN HARDWARE JOBBERS’ ASSOCIATION AND 
AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Joint Convention, Edgewater Gulf Hotel, Edgewater 
Park, Miss., week of April 16, 1928. John Donnan, 
secretary-treasurer, Richmond, Va. 


Texas HARDWARE JOBBERS ASSOCIATION CONVENTION, 
Houston, April 13, 14, 1928. Headquarters, Rice Hotel. 
LeRoy B. Everett, secretary-treasurer, P. O. Box 117, 
Houston. 








TTRACTIVE window display of screen wire cloth used successfully by the E. N. Howell Hardware Co., Dixon, III. 
background is wire cloth unrolled, the cut outs and display cards were obtained from the manufacturer. 
featured are Sun-Red Edge screen cloth manufactured by Reynolds Wire Co., Dixon, III. 


IAT ta A aati a aie 


The 
The products 
Hardware cloth and stove pipe wire 


are also included in this window. Recognizing wire cloth as a standard line and steady seller hardware merchants do not always 
give this line adequate display attention. E. N. Howell Hardware Co. believes in seeking the extra business which window displays 
can bring. Screen wire cloth is very seasonal now and would look appropriate attractively displayed in your window at this time. 
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WROSE ' 


Many bricklayers can 
tll a W. ROSE 
Trowel with their 
eyes closed. 


W. ROSE Trowels 
have a peculiar bal- 
ance and hang that 
experienced me- 
chanics can tell al- 


most instinctively by 
the “feel”. 











Perhaps this accounts 
for the grip that these 
famous trowels have 
on men who pile up 
brick with mortar. 


W. ROSE Trowels are adver- ‘ 
Sas ere eee Patterns and sizes for 
papers and are in constant every requirement—a 


demand by good mechanics. 


complete line. 


WM. ROSE & BROS. 


George K. Goodwin, Owner 
SHARON HILL, DELAWARE COUNTY, PA. 


Selling Agents 


WIEBUSCH & HILGER, Ltd., 110 Lafayette St.. New York 


No. 56 Tile Layers’ Trowel 
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Substantial light running, 


The Proved Worth 


of “Cleveland” Grindstones 


Makes Sales Easier 
and Profits Greater 


The Hardware Dealer does not need to sell 
the merits of “Cleveland” Grindstones. 
Years of satisfactory service to users have 
proved “Cleveland” worth and exception- 
ally fine qualities. 


The wise dealer knows that this feature 
makes sales easier and profits greater and 
keeps his stock complete for the rush 
season. 


STERLING 


HARVEST KING 








mounted with a “Cleveland” 
Grindstone, genuine Berea or 
Lake Huron grit, which we 
alone manufacture. 19 to 22 
inches in diameter. 1%” to 
2%” thick. Frame can be 
set up in a jiffy—merely by 
manipulating one bolt. Shipped 
knocked down and crated. 





Frame of heavy angle steel 
1%” x 1%” x %”, strongly 
braced and is equipped with 
our standard high grade se- 
lected “ Cleveland” Grind- 


stone. Shipped folded com-. 


plete, stone crated  sepa- 
rately to save freight. 


The Cleveland Stone Company 
Cleveland, Ohio 
283 Front Street, New York 


Lombard & Co., Inc., Boston, Mass. 
New England Agency 














A glimpse of the builders’ hardware stockroom of Jas. L. Wilson & Son, 
Buffalo 


Scientific Store Reduces Inventory 
(Continued from page 52) 


same in the plumbing, which is conducted separately by 
Roy Wilson a few blocks away. A large part of the 
store’s business is obtained outside. Two men are out 
all the time selling builders’ hardware, roofing and re- 
lated building accessories. There are three men and one 
woman on the sales floor all the time, a girl in the office, 
a shipping clerk, driver, stock man and buyer, bringing 
the personnel to twelve, including boss Craig. 

New customers come to the store regularly and often 
say they are recommended by neighbors who said Wil- 
sons’ was an easy place to find needed and wanted mer- 
chandise. Some even say they heard about the store and 
wanted to see it. 

All price cards, price tags, price stickers, wrapping 
paper, etc., bear the store name. The trademark “Wilco” 
has been adopted for as many lines as practical. There 
are “Wilco” sash weights, roofing paper, etc., all giving 
permanent advertising to the store. Decalcomanias car- 
rying the name are placed in coasters, tools, steel goods 
and even the seed and fertilizer bags bear the name and 
address. Craig appreciates advertising values and utilizes 
all available means to bring the store name and its ser- 
vices to the front. The Wilson trucks for both hard- 
war and plumbing units are red, lettered in gray. 

When wrapping up cutlery, silverware, electrical ap- 
pliances and other fine articles, white tissue paper is 
used, suggesting respect for the quality and finish. The 
trade notices such little things, and frequently comments 
of a favorable nature are heard on this one small idea. 

Though a standard form of table placement is used, 
the same goods do not stay in one location more than 
two or three weeks. Changing around the departments 
gives the store freshness which interests the customer. 

One great advantage not to be overlooked is the fact 


-that even an inexperienced person can in a week do a 


reasonable selling job in this store. In emergencies the 
driver or shipping clerk can handle sales with ease. 

“Boiling it down,” says Craig, “a scientific store like 
ours simplifies display and selling for our staff, and ob- 
viously makes it easier for the customer to buy.” 

Last year Wilsons published for customers an eighteen 
month calendar. Each page gave the dates for three 
months. The current month, large, was centered and 
on the sides were the preceding and following months. 
Each page illustrates and describes some feature of the 
Wilson store or plumbing service. The first page showed 
a map of their section of the city. Streets were marked 
off and the plumbing shop and hardware store prominent- 
ly marked in red ink. In featuring hardware store 
sections emphasis was placed on the ease of buving. 
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Everybody’s Business 


(Continued from page 54) 


system published a time-table listing 87 cities in each 
of which the time differed from that of Washington 
and of all other communities. 

The confusion continued until the Government de- 
vised an hour-zone system establishing four Continental 
time standards—Eastern, Central, Mountain and Pacific. 

It is only when we glance backward in this way that 
we become fully conscious of the magnitude of life’s 
changes. It is perfectly clear that the responsibilities of 
civilization have been transformed from the shoulders of 
financiers and politicians to those of engineers and chem- 
ists. It is to the latter we may extend thanks for Amer- 
ica’s rapid coming of age. 

Thirty years ago we were merely a copy of Europe. 
Even on things like the automobile which we invented 
ourselves, a foreign label was a stamp of class. Our 
architecture was purely an imitation of that existing 
overseas, and the idea of America obtaining world 
preeminence in industry and finance was never seriously 
entertained by the average European. 

I think it was Henry Ford who said: “There is too 
much tradition in all human activity, too much respect 
for mere precedent. If it stands in the way of real prog- 
ress it must be broken down.” Here was a thought that 
seemed to take hold of the entire American people. In- 
stead of adopting one form of architecture, we played 
with them all. Roman, Greek, Gothic, Georgian, Spanish 
and Colonial—what a conglomeration of ideas and styles, 
and what a background for a new art in building to 
express the individuality of a new people in a new world. 

Soon we found a way to make form express function, 
and while our buildings have not become a purely plastic 
expression of democracy, they already represent a fairly 
accurate interpretation of changed conditions and new 
knowledge with respect to health and industry. They 
embody thoughts covering efficiency as well as style, and 
the result is a true American architecture comparatively 
free of the influence of precedent and having a majesty 
never equalled in the past. 

Recognizing the importance of the elevator, we shot 
upward on preferred sites, increasing the value of land 
materially. And we succeeded in getting altitude without 
turning away entirely from the classic, as is indicated by 
the great Woolworth Building, which got its inspira- 
tion from the Gothic. We have gone in for the sculptur- 
ing of solid masses, but have not overlooked the interests 
of safety and the preservation of light. While our large 
cities are becoming endless rows of diminishing cubes, 
the element of attraction has been retained through the 
broad use of color and the enrichment of form. 

A world that sneered at what seemed grotesque in 
the beginning, now looks on in wonderment and has 
come to realize that there is a remarkable coherence of 
design and purpose in the man-made mountains of steel 
and masonry that are rising toward the heavens in 
America. Through an expenditure of unmeasured 
energy and the operation of countless machines, the 
new American metropolis has developed a skyline that 
has cast its spell on the builders of other lands, impel- 
ling them to go and do likewise. We may not realize 
our metropolitan dream of lance-like towers set in 
open plots of greenery, but we have already created an 
architectural apparition so individualistic in character 
that its magnificence of surpassing stature startles the 











Thousands of Retail Dealers 
Know These Facts! 


Why are more and more Retail Hardware 
Dealers using the merchandising force of War- 
ren Fixtures and Display Tables in their sell- 
ing? Simply because they know that today the 
é majority of people are 
influenced to buy more, 
through a generous dis- 
play of merchandise. 


In fact, reports show 
that from 25% to 150% 
increase in sales is gained in this way. They 
know Warren Fixtures give them the most 
practical selling advantages for the money in- 
vested —the greatest adaptability, the most 
profitable display arid years of service. 


Surely the reason 
why thousands of 
Retail Dealers pre- 
fer Warren Fixtures 
and Display Tables 
is worth your inves- 
tigation! Merchants 
do not order and re- 
order Warren Fixtures and use from 1 to 40 or more 
Display Tables unless it pays them to do so. 








If contemplating changes or alterations in your store, 
let our Store Engineers work out and solve your 
problems. This service we render without obligation. 
The Warren Fixture Catalog and Display Table Folder 
sent upon request. The coupon below is for your 
convenience. 


J. D. WARREN MFG. COMPANY 
208 West Washington Street, Chicago, Illinois 


ee eg 
§ J. D. Warren Mfg. Co., 208 W. Washington St., Chicago 8 


@ Please send me: [] The Warren Fixture Catalog; [) The No. 90 Displ 
Table Folder—‘‘A Proven Methed for Increasing Sales,”’ as featured’ in H 
a Hardware Age. . 


: cage se EE OT Ee OEE PS ETO EET foe eae eee 4 


I es Bis cae de Sees ging 2 Waa ta nik t ace gent ow wanes 7 
Doe os a eo ms om a 
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Dress Up 


Your House! 


Month of Easter parades—house cleaning 
—clean up and paint up campaigns. What 
more logical time for your customers to 
dress up their houses with shining new 


Premax house numbers? 





HYCASTE 
Stamped from Real Brass 
highly polished and lac- 

quered. 


DELUXE 


Satin-silver Aluminum on 
black ground. 


Premax is the only complete line of letters and 
figures for all purposes in the embossed brass, 


aluminum and special designs. 


The attractive display 
box of 50 assorted 
numbers makes it 
easy for your cus- 
tomers to sell them- 
selves. 





ATTRACTIVE PREMAX 
Display Box for all designs. 
Refills in cartons of ten char- 

acters each. 





Ask your Jobber or 


mail the coupon EXCELITE 


Standard DeLuxe Design 


below under glass cover. 


Niagara Metal Stamping Corporation 
Dept. H-A-4-5-28, Niagara Falls, N. Y. 


Please send samples, prices and complete information to 


TTT TERETE Leer ee ee | 


eee em eee eee Hee eee Eee EEE ESTEE SHEE EEE EES 














visitor even more than do the spires and vaults of the 
old world. 

And, best of all, America is building more for the 
ages than was ever done in the past. Take one great 
cathedral now nearing completion in New York City. 
Here is an architectural effect not excelled anywhere on 
earth. The granite of which it is built was so carefully 
selected that if the elements should remove one inch in 
5000 years the loss would hardly be visible to the eye, 
even on the carvings adorning the structure. Compare 
this with the great buildings of the past constructed with 
lime mortar and only preserved today through emerg- 
ency measures. 

The piers of our greatest American cathedral, St. 
John’s, in New York, are made of cut-stone blocks 
weighing up to four tons apiece and set in cement mortar, 
giving them the strength of a single monolithic shaft. 
What a difference from the old method of building where 
they constructed an exterior shell of squared stone and 
then filled the center with a core of broken rock set 
in lime mortar. Here the outer shell had to carry prac- 
tically all of the weight. 

None of the engineers of the Middle Ages was able 
to calculate accurately the loads and thrusts upon each 
buttress. Only a short time ago it was found neces- 
sary to inject liquid cement under high pressure into 
the piers that carry the dome of St. Paul’s in London. 
Isn’t it time we quit bowing in reverence to the past and 
commenced to take notice of the surpassing achievements 
of the present age? 

Many disturbing problems would become far less 
puzzling if we opened our eyes to the far-reaching effects 
of change. We may find out before long that the pres- 
ent unemployment is something more important than a 
merely temporary fluctuation in trade activity. In every 
field of endeavor machines are being substituted for men. 
Even agriculture has become a business of head rather 
than muscle. The “man with the hoe” has gone forever. 
The “hayseed” of yesterday has been supplanted by a 
new kind of Reuben who has shaved his chin, wears 
creases in his trousers, rides in his own motor car, 
attends conventions and discusses the economic principles 
of cooperative marketing. 

The modern Reuben bases his plans on facts, not 
guesswork. He has a well-equipped office in his home 
and is supplied with the latest data touching market 
movements and scientific developments. If business in 
the East is good, he raises more lambs to supply the 
increase demand for mutton. If business is bad, he turns 
a larger part of his corn into pork or beef. Today’s re- 
ports from the Argentine, Australia or Russia may cause 
him to change his entire program for the coming year. 


‘His “hired men” in the “Washington lobbies” as well 


as those who build up big markets for a wide variety of 
trade-marked brands of farm products are real execu- 
tives who draw large salaries and earn them. 

So I emphasize again that the business problems of 
the present moment are so new and so complex that 
old answers may not at all suffice. It may be evident 
before long that the only way we can put all of our 
people to work is to create quickly two or three more 
major industries based on more new inventions and able 
to absorb several millions of men and women. Here 


is a question very little discussed, and yet one that bears 
heavily on the maintenance of adequate purchasing 
power on the part of the consumer. Prosperity and idle 
workmen cannot for long walk hand in hand. 
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Interlude 
(Continued from page 49) 


gently snoring, and he confided to me the next day, that 
he reached around his wife’s shoulder and shook me be- 
— he was afraid I would disturb the progress of the 
play. 

I am now wondering what “The Ivory Door’ was all 
about. All I could remember is in the first act. The 
actors stood around and conversed a great deal, and the 
King took off his crown and hung it on the arm of his 
chair. Yes, I recommend “The Ivory Door” to the tired 
business man. After sleeping through three acts, he 
will be in splendid condition for the next place on the 
evening’s program. 

* * x 


My daughter took me to see “The Silent House,” a 
mystery play. I don’t know why they called it “The 
Silent House,” because I never knew a noiser place! It 
is the real stuff ; they kill a man every minute; they kill 
them by dropping a brick on them; they are shot, 
stabbed, suffocated with gas, strangled, and bitten by 
snakes. This play should have been named not “The 
Silent House” but THE UNDERTAKER’S DE- 
LIGHT. If you wish thrills, I recommend it highly. 
My daughter, after clutching my arm all through the 
performance, on the way home declared it was per- 
fectly wonderful! 


* * * 


How about books? Well, one of the latest is “The 
Deluge” ; very interesting, but it Should not be read by 
grandmothers—just about right for debutantes who love 
to discuss the problem of the eternal triangle. I couldn't 
stand reading the book straight through, so I skipped. 
The finish was entirely satisfactory to all concerned. I 
do not know whether we would have called the denoue- 
ment a right angle triangle, a quadrangle, or an isosceles 
triangle. Reducing the book to an algebraic equation: 
things equal to the same thing are equal to each other, 
and everybody lived happily ever afterwards. 

If your) time is of no value whatever, I recommend 
your reading this book. It will indicate what an author 
can get away with when it comes to having books re- 
viewed by literary critics, and then recommended to the 
public. After putting in an hour or two on this book, 
just to adjust my mind to a sane basis, I reached up into 
my library to Thomas Babington Macaulay and read 
several chapters from “The Edinburgh Review.” Of 
course, this was old stuff, but how Macaulay could write! 


Good Windows Make the 
Passer Buy 


(Continued from page 61) 


The complete display should be well balanced, not 
necessarily with a geometrical balance, although this is 
permissible with one article or group centered, and both 
sides of the display arranged the same. I make no pre- 
tense of explaining balance because I believe that each 
displayman should work out his own style. I strongly 
believe in the limitation of the merchandise displayed— 
each and every article should have plenty of breathing 
space. This policy enables the window man to bring out 








MORSE 
High Speed 
and Carbon 
Taps, 
Dies and 
Kindred 
Tools 


are 
always 
of the same 


Uniform 
Quality 


Your 
~ Customers 
can count 
on their 
Accuracy 
and ' 
Dependability 
every time 


Build 
Trade 
With Tools 
that 
Hold It 








TWIST DRILL & MACHINECO. 
NEW BEDFORD, MASS.U.BA 
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Sell One with Every Lawn Mower 
Whenever you sell a lawn mower show the IM- 


PERIAL Lawn Edge Trimmer—customers need 
both for the care of their lawns. 


This edger tool trims the grass along the edge of 
the walk where a lawn mower cannot reach and do 


it. The 
IMPERIAL 
Lawn Edge Trimmer 


is made expressly for this work—does it quicker, 
easier and better than any other tool. 


The user pushes it along the edge of the walk. It 
trims the lawn evenly and delivers the overhanging 
grass onto the sidewalk where it may be convenient- 
ly carted away. 

Note that it trims close to the very edge of the walk 
—makes a neat appearing job. Trims an 80 ft. lawn 
in 20 minutes. Light in weight. Moderately priced. 
Steady seller. 


Reichert’s Anti-Suck 
Weaners 


New Reichert’s No Kick 
Cow. Hobble 





PAT. Janie 
A “sure cure” weaner for 


Positively prevents cow | 
from kicking. Holds tail | 
more securely. Most hu- 
mane device of its kind. 


calves and cows. Double 
hinge permits calf to 








Cannot cut, chafe or in- 
jure cow. Affords greater 
leverage. Never kinks. 
Quickly adjusted. Retails 
“at 75c per set. 

seller. 














graze, eat or drink, yet 
prevents sucking. Easily 
applied, simple, strong 
and heavily tinned. Very 
popular. Order from your 
Jobber. 


Imperial Bit & Snap Co. 


1400 Clark Street 


Racine, Wisconsin 
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all the beauty and symmetry of his goods in an attrac- 
tive environment. His audience sees not a mass of 
wares heaped together, but useful and desirable articles 
shown in natural relationship. 

All too often is the hardware window painfully lacking 
in the artistic. Backgrounds are frequently missing. 
The window opening directly into the store or the back- 
ground is a panelled effect, painted or varnished, and 
always the same, no matter what. product is being fea- 
tured. While the background should never dominate 
the display, it should lend attractiveness to the goods 
featured in the display. 

How to stop the busy crowds is the greatest problem 
of the displayman today. It is no easy matter to induce 
the passerby to consider your display in preference to the 
hundreds of others on all sides. To gain individual at- 
tention your window must first attract by its portrayal 
of something different, startling or compelling, something 
that will attract attention immediately and hold it long 
enough for you to “put over” your wordless message. 
Of the mediums that I have already mentioned at the 
command of displaymen, motion and light are especially 
worthy of consideration. These properly used and di- 
rected will serve as the requisites of attention getting. 

If you can get people to talk about your windows and 
to look for the out-of-the-ordinary spectacles, it is helpful 
to the store and creates better sales the year around. 
Civic events and national holidays should be strictly ob- 
served. We should go out of our way to construct high- 
class trims for these occasions. Results fully compen- 
sate us for the time and efforts expended, and this type 
of display is, in my estimation, the sort that every dis- 
playman should stage, not only as prestige builders for 
his firm but also as a merchandising event. By such 
presentations he qualifies himself as a creator of displays 
instead of a mere “window trimmer.” 

Use show cards. The object of a show card is sales- 
manship. This is the final criterion by which they may 
be judged good or bad. It is to the window what the 
salesman is to the interior of the store. Very often it is 
the center or focusing point of the display and if prop- 
erly worded and executed, catches the eye of the prospec- 
tive customer. 

All these are rules which I have found successful in 
arranging compelling window displays, and I believe 
that, if followed, they will be found effective by dis- 
playfnen everywhere. * 


Recollections on Selling Cutlery by a 
Former Jobber’s Salesman 


(Continued from page 98) 


inclined to not only listen to me, but would be inclined 
to give me preference in placing his order. 

“Before I adopted this system of selling cutlery, I 
had no cutlery accounts at all, except the usual one 
dozen No. 62 Barlows—$2.25. Inside of one year, after 
adopting this method, I had a cutlery account in every 
town that I made and in some towns three and four and 
in one place, I had six different cutlery accounts. 

“I found that the old saying was true, that nothing 
succeeds like success. I found that selling pocket knives 
was one of the most difficult things I ever undertook, 
as you don’t have anything to talk about, so I quit trying 
to sell the dealer merchandise and instead sold him the 
‘Idea.’ I finally emphasized this selling idea by trying 
to educate the dealer how he could properly sell pocket 
knives to his customer, by showing him that there were 
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very few pocket knives of any reputable firm that were 
returned as defective, that were really faulty. I did 
this by showing him that the proper bevel on a knife, is 
as necessary or more so, that the quality of the steel or 
the temper and that no knife that is improperly sharp- 
ened would ever cut properly or hold an edge. 

“I illustrated this with a little drawing (reproduced 
on this page), showing how the old style razor of grand- 
dad’s days was made very heavy without any bevel, in 
order to give the blade enough metal to keep the edge 
from turning. I then showed him how a modern razor 
was made and how necessary it was that the bevel on 
the edge of the blade should be exactly in line with the 
back edge of the razor, so that when the razor was 
stropped, that the edge was straightened. If this bevel 
were not true and straight, it would throw the edge 
of the razor to one side and it never would cut. I even 
carried this step a little further, showing him how a cold 


cat 





aes 














1. Illustrates the old style razor. 


2. New style full hollow ground razor, show- 
ing how bevel on cutting part of blade 
should be in line with back edge of blade. 


3. Illustrates pocketknife. 
4. Cold chisel improperly sharpened. 
5. Cold chisel properly sharpened. 











chisel was beveled and why and how impossible it would 
be for a cold chisel to cut anything and hold its edge, 
without this small bevel being put on the edge of the 
blade. You would be surprised how very few hardware 
men, some of whom have been in the business for years, 
knew anything about this. I was telling them something 
that they had never heard before, but it was something 
that they could all appreciate and see, then to further 
clinch my selling talk, I told them a story of Henry Chal- 
fant, an oldtime hardware man, who ran a hardware 
store in Portland, Ind. 

“Henry was quite a character. He had a tremendous 
pocket knife business. He sold no pocket knives except 
those that were then known as returned goods, namely, 
knives that had been returned to the manufacturer as 
defective. The manufacturer either put new blades in 
them or reground the blades and then sold them at what 
he could get out of them. At that time, from $2 to $3 
per dozen, but Henry sold these pocket knives at the full 
retail price that a similar knife would bring if it had 
never been used. 















































The season is on 


Some dealers sell Cordley Water Coolers the 


year round and make a continuous profit. But 
those who wait for the season have no time to 
lose to get ready for spring and summer busi- 
ness. 


With all the “drink more water’ propaganda 
going on—from insurance companies, medical 
and health associations and beauty specialists— 
you will have to hurry to get your share of the 
business. 


If you have not ordered your stock—do so at 
once. Write for descriptive literature and prices. 


This is going to be a big water cooler year. 


CORDLEY & HAYES 
10 Leonard Street—New York 


Cordley & Hayes 

10 Leonard Street, New York 

Gentlemen: Without putting me under any obligation to you, will you 

—, send me full information about your 20th Century Water Coolers, 
can be sold the year ‘round and how I can take advantage of the 

pn interest of the public in hygiene to aid sales. 

eee Tere oe Tea ee LEER CRETE OTTER REO OT 


eer 


City . State 


BOG? - SONG vc css: 
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The New G-V Lacquer Sprayer 





*. SPRayer CO 
VW ICMTTA 
nameas 


ee 


INTERCHANCE ABLE 
METAL CONTAINER 








Unexcelled for Spraying Brushing Lacquers 


Bronzing 
Lacquering 
Enameling 
Varnishing 
Staining 
Shellacking 
Painting 
Kalsomining 


< 


Spraying “ 
all kinds of “ 
insect killing 

mixtures 

and 
disinfectants 


7 a 





( Automobiles, tops, fenders. 
Furniture, floors, woodwork. 
Wicker, rattan and reed work. 
Radiators and picture frames. 
Baby carriages and go-carts. 
Trucks, tractors, machinery. 
Boats, canoes and yachts. 
Walls, ceilings and casings. 
Screens, blinds and lattice. 

L Shingles and porch floors. 


_ On Cattle, Chickens, Dogs. 
Clothes, Carpets, etc. 
Trees, Bushes, Shrubs. 

“ Vines, Gardens, etc. 
The perfect Sprayer for use in 
Theatres, Markets, Stores, etc., 
| and for oiling floors. 


Ask Your Jobber for Full Information. 


THE G-V SPRAYER CO. 


Wichita 


Kansas 

















Standard for 30 Years 


The Sherman Hose Clamp 
is of heavy wrought brass 
construction throug h- 
out, therefore rust-proof. 
Its stiff ears cannot pull to- 
gether when the clamp is 
tightened. Ears also form a 
locknut. 


The tongue runs in a chan- 
nel, holding it close and 
making a uniform. grip. 
The heavy shoulders allow 
the clamp to be pulled tight 


with tremendous pressure. 
The Sherman clamp is 
known as 





Sherman Wrought Brass 
Hose Clamp (Patented) 








The Clamp that Outlasts the 


Hose 


It will outlast any hose it is put on. 


The Sherman wrought brass Hose Clamp is the best 
known—the acknowledged world’s standard. 


Your customers deserve the best—sell the Genuine 
Sherman wrought brass clamp and they will buy 
other products in the Sherman line. 


Sold through jobbers 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 














“Henry never guaranteed a knife he sold, but all of 
the boys knew if they bought anything from Henry that 
wasn’t right that he would make it right, and I have 
seen a farmer boy come in his store and say, “This knife 
you sold me, Henry, won’t hold an edge.’ Henry would 
say, ‘Let me see it.’ He would then go over to his whet- 
stone and put an edge on the knife; turning around he 
would pick up an old razor strop that he had, work the 
wire edge off the blade. Henry was a very hairy man; 
he would then hold out a forearm, wet it with his tongue, 
take the knife blade and before the boy’s eyes he would 
shave the hair off his arm. He would then take a hickory 
pick handle and cut two or three chunks out of the han- 
dle. Again he would put out his forearm, take the knife 
and it still shaved. By this time the boy’s eyes were 
standing pretty well out of his head and you could read 
in his face that he was beginning to be afraid that Henry 
was going to give him some knife other than the 
one he had returned to him. Now, during all that time 
the chances were that Henry had not said a word. When 
he got through he would go up to the boy and say, ‘Seems 
that this is a pretty good knife to me, but you simply don’t 
know how to sharpen it; do you want another one?’ In- 
variably the boy always wanted the knife back. Henry 
would then say, ‘You want to learn how to sharpen a 
knife and if you got time some day come around and I'll 
show you.’ Thus endeth this story.” 


An Automotive Hand Shear 


The Unishear Co., Inc., 270 Lafayette Street, New York City, 
is manufacturing the Mighty Midget Unishear, an electric tool 
for cutting sheet iron, aluminum, brass, linoleum, etc. This 
model will cut any sheet material up to 18 U. S. gage iron, 
softer materials in proportion. It assures hair-line accuracy 
along any line, whether straight or curved, and handles notches 





and angles with ease. The speed of the tool is governed by 
the speed with which the operator works, but will average 15 feet 
a minute on 18 gage iron. 

The blades are interchangeable and can be ground. A spe- 
cially designed handle provides convenient grip for using the 
machine in any position, and the trigger switch is contained 
within it. The Mighty Midget weighs 614 Ib., including the 
\%-hp. Universal 110-volt motor. A cradle can be furnished 
for mounting the tool on a bench, converting it into a station- 
ary bench tool. 





gaia people are not fitted intellectually to take ad- 
vantage of a college education. They merely go 
through the motions while robbing some worthier man 
of his chance for a higher education. 


A FOOLISH consistency is the hobgoblin of little 
minds, adored by little statesmen, and philosophers 
and divines. With consistency a great soul has nothing 
to do.—Emerson. 

















HARDWARE AGE for APRIL 5, 1928 


113 











The Universal Repair Drill 
‘Fits the pocket as snugly as a hand ina glove 





Packed in a neat 
leatherette case. 
Out of the me- 
chanic’s way. Yet 
as easily within 
reach as a pocket 
handkerchief. No 
delay. No con- 
fusion. No hunt- 
ing around for 
the proper drill. 


Makes friends 
with mechanics. 





New York: 94 Reade St. 


Chicago: 
552 W. Washington Blvd. 


Makes more sales 
for you. 


You have a good 
market for the 
universal Repair 


Drill in every , 
home, garage, 
public building | 


and factory. 


Can be ordered in } 
quantity lots or | 
in neat leather- 
ette sets as pic- 
tured here. 


Manufactured by 





London and Leicester, England. 


Fredk. Pollard & Co., Ltd. 
Paris, France—Burton Fils. 


THE STANDARD TOOL (0. 


. — pag gg 9 sme -Fo-Sa 
CLEVELAND ™ 


cier & Co. 

















ABCOCK-LADDERS © 


il tl i | SPR UC E ; 


BABCOCK— MEANS 
LLISAFETrYI {I 




















FOR CATALOG 
AND LATEST PRICE LISTS 


W. W. Babcock Co., 


















WE PAY THE 
FREIGHT 


PAINTERS HEUSEWIVES 
DEC2RATERS FARMERS 
MACHINISTS WIND@wW- 
MILLWRIGHTS CLEANERS 
STEAM CARPENTERS 
FITTERS ROEOFERS 






Bath, N. Y. 
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Failure to Keep Track of Shorts and Outs 
Means Lost Profits to Jobber or Retailer 


By John L. Taylor 
The Geo. Worthington Co., Cleveland, Ohio 


LINE OF HOME 
HELPERS 


CANNOT help but think there is 
I much room for improvement in 

many companies, both wholesale 
and retail, in regard to the being out 
of so much goods in regular and 
seasonable items. 

Several years ago I was head of one 
of the departments in a very success-. 





Paul Automatic 


Water Systems 


A comPLeTe line of Home 
Ww 
Helpers—every thing for the ater Softeners 














weed ‘Pact Prive ng ee af L ful jobbing house, and I overheard 

i. naa Poul Hend seventy per cent of the salesmen say- |. aavrop 

pact, silent, fully automatic, | + mat ing that there was no use in selling a 

oe ao. ) certain line of fall goods which the house was handling 

ated and automatic regener- Paul because there never was enough stock to fill more than 

sing. Fanl Electric Water = ie Azienet | half of the orders. 

very low operating y wesrSener Immediately I went into the sales office and asked for 
an accurate check on all the future orders on this line 


cost, high efficiency. 
Paul Septic Tanks 
offer safe sewage dis- 
posal for the outly- 
ing home. 


THE FORT WAYNE ENGINEERING- 
& MFG. COMPANY 


1707 N. HARRISON STREET 
FORT WAYNE~INDIANA 


PAUL SEPTIC TANKS 
In Farm or Suburban Home 
or Lake Cottage aPaul Water 
System is the last word of 
modern convenience, 


that were in the house at the time. The sales manager 
iaughed at me, and said it would be out of the question, 
as it would take five girls at least a week to check up on 
them and give me the quantity sold of each item. The 
next day I went back and plead with him to no avail, but 
the following day after a long argument he decided in 
my favor. Three days later the report came back show- 
ing that where we had two thousand each of twenty 
some items ordered that the boys had already sold, ap- 
proximately three thousand each on future, and where 
we had one thousand ordered they had sold from fifteen 
hundred to two thousand, and only two-thirds of the or- 
ders were in on this line. 

The buyer was away at the time, but we managed to 
get the orders increased and for the first time in the his- 
tory of some of the men their orders were practically 
completely filled. 

Now what was the reasen that they were always short 
before? The stock record showed for five years back 











The Most Practical 
DOLLAR Door Closer Made 


This mounted sample of the NOT-A-SLAM 
Screen Door Closer shows customers how 





quickly and quietly it closes a door. A dem- 
onstration convinces and they buy. The low 
price appeals to them. 

Can be used on Screen Doors, Combination 
Doors and Light Wooden Doors. Works 
equally well on a door opening from either 
side. Will hold a door open at any angle if 
desired. . 

The spring is enclosed which protects it from 
the weather. Easy to install. Strong and dura- 
ble. A big seller. Sold only through Hard- 
ware Jobbers. 


Write for prices. 


i) 


Detroit Door Check Co. 
Detroit, Mich. 























that the fall order was placed for one thousand or two 
thousand each of this or that item. The buyer bought 
the same each year because he had no record of selling 
any more. He could not see on that stock sheet just how 
much more could have been shipped out if the stock had 
been sufficient to fill the orders, because there was no 
record of the many, many orders that were sent out with 
the shorts on them. 

In my department I had the clerks go to the desk 
after they had filled an order and write down each item 
that was short. Then at the end of the week or month I 
entered them on a record and kept it with the stock sheet. 
I found on some items, mostly small ones, that we were 
shorting more than we sold. 

Why cannot a house afford to take time to keep track 
of the shorts and outs and place them on the stock sheet 
just as they do the ones that are sold, so the buyer will 
know how to order when the time comes. 

It costs a merchant more than just the profit on the 
sale to have to say “we are out of it,” and the jobber 
likewise, 
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Why Hardware Stores Should 
Sell Electrical Goods 


A esery fies excellent reasons can be cited as to why 





every hardware store should stock and sell electrical 
merchandise. The chief of these reasons is: 


Electricity, through its household equipment, is do- 
ing a large and increasing function that was formerly 
done with other equipment sold by the hardware 
store, and unless the hardware store supplies this 
equipment, a considerable portion of the household 
business will disappear. 


Reference is made in the above to lighting the home, 
cooking and cleaning especially. The hardware store 
formerly sold a considerable portion of home lighting 
equipment, such as oil and other kinds of lamps, kero- 
sene, lamp chimneys and shades. 17,600,000 families, 
or considerably more than half, have deserted the oil 
lighting for electricity, and the lighting needs of these 
people are now incandescent lamps, cables, cords, 
switches, sockets and similar merchandise, to which may 
be added lighting fixtures and portable lamps. 

This is merely an indication that “business has wings,”’ 
and he who would maintain his volume of trade, in keep- 
ing with the increase of population and standards of 
living, must change his stock to meet the new require- 
ments of his customers. 

Electric cooking is making rapid advances. Toasters, 
grills, electric cookers and other lamp socket appliances 
are here to stay, and are daily making new friends, and 
in the newer communities are the advance agents of the 
electric range. Especially is this true in communities 
where there are no gas mains, for in these communities 
a special cooking rate is made. In communities where 
gas mains are already installed, electric cookery is mak- 
ing slower progress for obvious reasons. 

The continued progress of electricity in domestic and 
industrial use is admitted. Last year electricity was car- 
ried into unwired homes at a rate of from 4 to 10 per 
cent in different sections of the country. The increase 
of domestic consumers is lower than in recent years be- 
cause of the heavy saturation in many cities, especially 
in the West and Middle West. The next extension of 
lines must be into the rural, sparsely settled communities, 
and the heavy cost of wiring necessary to carry current 
to the isolated home is a new problem for the electrical 
industry. 

Other reasons for the hardware merchant taking up 
electrical merchandise may be summed up as follows: 


In the main, electrical appliances and equipment 
manufactured by reputable firms are now fool-proof, 
or nearly so. 

There is a considerable line of electrical merchan- 
dise that has been pioneered and is accepted by the 
public. 

There is a tendency toward lower prices for the 
standard appliance, which will widen the possibility 
of sale. 

There is a strong tendency on the part of the power 
companies to accept the legitimate merchant as the 
proper distributor of electric appliances and equip- 
ment, and stop the sharp competition that has been 
an annoyance to merchants. 

The electrical industry as a whole realizes that the 
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Eliminate Competition with this 


NEW BEISSER KEY MACHINE 


Cuts ALL kinds of keys. No other machine like 


it. Anyone can operate it. Do not be 


misled and 


say “I wish I knew about the Beisser Key Machine 
before.” Make first keys without taking the lock 


apart. 


Let us tell you what a key department 
you. Write today. 


—_ 7 Machine Co. 
East Fort Street 
eimai. 


can do for 


Mich. 


















They cost you less— 


And Make More Money 


* -—the TUCKE 
through with it, “just 
These Sampsons fold 


be nervous (as 





You can sell ’em for less 


STACK AS "EASILY 
AS PAN CAKES 
—and they’re selling like 


hot cakes! 
Here’s the -_ that’s THHPRD! 
WAY. 










When 
tuck’er away! 
absolutely flat 


and stack without toppling 

Easy to open and poy ‘(with the 
foot); EASE-y to sit in. Heavy- 
weights are comfortable (exception- 
ally wide seat and back) and need 


strong as an 


not 
ox, won't break through, and can't 


Folds tilt). You ‘tan treat ‘em rough— 
Flat they’re as tough as a yegg. 

— ET 
Won’t Well 
Tilt Built 
ce tenemememnatiedl 
Made of beech (wood throughout)—uniform in  color— 
waterproof varnished (leave ’em out in the rain—they 
won't turn white, rust or warp!) Sold singly or in sections. 


Peerless Camp Furniture 


skratch Mops. Send for prices, 


TUCKER DUCK & RUBBER COMPANY 


Fort Smith, Ark ANSAS 

















Another TUCKER product also. Tuduco Tents, Kant- 


send for sample chair and jobbers’ proposition. Use coupon. 
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VACUUM 
FREEZER 


Self-Freezing 


(Y= at first sight is the 
superlative quality of the ma- 
terials and workmanship in Ev- 
erybody’s Freezer. Prices reduced 
to a new popular scale. Have 
you enough on hand? 


BUY FROM YOUR JOBBER 








1140 BROADWAY, NEW YORK, N. Y. 








“Is This FREE Display Cabinet 
Working for You?” 


Get one from your Jobber. 
Station it in the fore- 
Dart of your store. Keep 
it there. Watch custom- ee 
ers stop—look and buy 
Domes of Silence. It’s 
a handsome STEEL cab- 
inet that does full jus- 
tice to a standard prod- 
uct that sells on sheer 
merit and repeats so 
frequently that a small 
item becomes a source 
of steady profit. 

We also make all grades of Sliding Casters, Pin 

Slides, Felt Slides, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street, New York City 








DOMESY SILENCE 











» HOLLANDS VISES 
AND 





Not the ordinary 

type or quality 
but a line of in- 
dividuality and 
merit that means 
satisfied customers 
and increased volume of business. 


Send for Catalog and Discounts. 
Hollands Manufacturing Co. 


Established 1887 
Erie Pa., U. S. A. 














Made of one solid 
iece of durable 
o. 10 Canvas, 

lock-stitched, 12 

gage steel frame, 

riveted securely to 
body. Electri- 
cians’, Linemens’, 

Mechanics’ and 

Plumbers’ Tool 

Bags, also Tool 

Rolls, Golf Bags 

and Brief Cases. 


Get our prices. 
1928 Catalog 
ready. 








LENDzION LEATHER Goons Co., 1227 Gia in 

















days of natural increases of business are past and is 
getting itself on a merchandising basis. 

Electrical merchandise is chiefly attractive to 
women, and its inclusion in the merchant’s stock will 
likely increase the woman traffic in the store. 

Much progress is being made by the electrical in- 
dustry toward reaching a definite line between stand- 
ard and sub-standard merchandise. It is the latter 
sort that has caused trouble for the merchant. 

Electrical merchandise runs to volume, and there 
is a good margin where price competition is avoided. 


Many hardware merchants have been critical of con- 
ditions under which electric appliances have been mer- 
chandised. It is admitted that there has been an insuffi- 
cient educational effort for the merchant, and that in 
many communities the power company has forced the 
situation by selling terms instead of merchandise. 

With the changing conditions, we believe there is com- 
ing a marked change of attitude on the part of the elec- 
trical industry. The appliance manufacturing industry 
realizes keenly the need of more and better merchandis- 
ing outlets. It is admitted by manufacturers that, de- 
spite the handicaps under which the merchant has 
worked, only 20 per cent of appliances are sold by the 
power companies. There is no question that the manu- 
facturer is going to cultivate the non-electric-merchant 
outlet in the future. 

During the last year there has been a series of con- 
ferences between representatives of hardware, drygoods, 
furniture and drug stores concerning the merchandis- 
ing methods of the power companies, which the mer- 
chant representatives contend are unfair to merchants 
generally—that no merchant can compete in prices and 
terms offered by power companies. Also that terms 
and premiums were disturbing to general merchandising 
conditions. 

Representatives of the power companies have met the 
merchants half way in these conferences. They have 
admitted that in the effort to pioneer the use of electric 
appliances in the home power companies have sold ap- 
pliances on terms that were not profitable, and that some 
power companies are still doing so, although the need 
has passed. It is also admitted that in many cases losses 
in the merchandising of appliances have been charged to 
advertising, because the effort to sell appliances is pri- 
marily an effort to get more electricity used in the home. 

At the last of these conferences, a resolution was 
adopted suggesting that power companies should so keep 
their accounts to show actual profit and loss in merchan- 
dising activities under conditions that obtain with inde- 
pendent merchants. The merchant representatives be- 
lieve that if clean-cut accounting is kept of the mer- 
chandising departments of the power companies, that 
the stockholders and others interested will see that the 
business is conducted on a reasonable basis. 

The conference does not believe that power companies 
should entirely drop promotion and merchandising activi- 
ties on behalf of appliances, at least until it is assured 
that there is a proper interest and understanding on the 


part of the merchants. 

So we express the belief that electrical goods will be- 
come an increasingly large and satisfactory line for the 
hardware merchant, and that the hardware store is the 
natural outlet, because it was the outlet for the same 
articles before they were electrified. 
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370 ATLANTIC AVE, 





THE ELASTIC TIP COMPANY 
RUBBER GOODS AND SPECIALTIES 2 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 


MANUFACTURERS OF 





BOSTON, MASS. 
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Removes the Entire Root || The King Folding Iron Table 


oe NORCROSS & SONS, Mf i General Offices, Tiffin, Ohio 


Getting rid of weeds—depends 
upon getting the root. No 
Weed Puller is thoroughly 
practical unless it does this. 
The New “OUT-U-KUM” 
Weed Puller is guaranteed to 
remove Dandelions, Plantain, 
etc. ROOT and ALL, quickly 
—easily, without marring the 
lawn—and there’s no tiresome 
stooping nor getting 

down on one’s knees. 
Attractively displayed 

in our Special Display 
Carton—occupying very 

little space, this “Silent 
Salesman” will bring 

you some extra profits 

with little or no .bother 

at all. 


Try a@ “half dozen” thru 
your jobber—and see how 
fast they sell. 


“NORCR ong 
OSS CARDEN CULTIVATORS IRONING TABLES and WASHBOARDS 


have been standard for 36 years. 
for Catalog. 


No. 55 


BUSHNELL, ILL. 











Rigid—Convenient 


=~ 








New and Novel in Design, made from the best se- 
lected, kiln dried stock, Spruce tops, with Hard- 
wood Frame. Legs fold within width of board, 
only nine working joints. No wires, screws or 
nails used, all bolted and riveted—rigid and firm- 
setting and will remain so. Write for catalog and 
price. 


Three sizes. Send 
Quality, Price and Service that mean Profits for 
you. : 


Write for our proposition. 


The Federal Washboard Co. 


























They sell on 





of high class service and they stay sold. This means sure profits. 
The Blizzard is simpler in construction and a _trifie cheaper, but 
sells as well as either the Lightning or Gem, and should be carried 
with either style to satisfy the demand. 
We suggest that you piace your order at once, for shipment at 
such time as you may designate. This will assure prompt shipment 
at the proper time. our jobber can supply. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia, Pa. 


Your women customers will buy 
these Freezers in preference to 
any others. Just tell them how 
easily and quickly they can make 
the many delightful ice cream and 
frozen dainties most any time and 
most anywhere at a very small 
cost. 

They take very little ice and salt 
and freeze so quickly, it’s really 
no trouble at all. 





a reputation established by more than thirty-five years 
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Every Hardware Buyer 


Needs Hardware Age 











No sane business man would think of 
buying stock in Wall Street without first 
looking up the market quotations in his 
daily newspaper. 


Real hardware merchants are just as careful to look 
up the current market prices in an authoritative 
Hardware paper. Money can be made at the buy- 
ing end of your business as well as at the selling end. 


Keep posted each week on the hardware market 
prices which are quoted in HARDWARE AGE. Just as 
you consult your thermometer to see how hot or cold 
the temperature, so should you consult this reliable 
business barometer to obtain information that will 
enable you to buy at or near the bottom every time. 


HARDWARE AGE 


“The weekly text book of hardware merchandising ” 


239 West 39th St. “i New York 





YEARLY SUBSCRIPTION RATES: United States, $3.90; Canada, $4.00; Foreign, $6.00 






































HARDWARE 


AGE for 





APRIL 5, 1928 Piaieiel”. 


















Get Your 
Name on 
This Roll 
of Profit! 


” says the Old Gardener. 
“The returns from the big PENNSYLVANIA 
National Advertising are mounting higher every 
week, and the dealers who have already displayed 
the new LIFE-SIZE cut-out of me pushing a real 
PENNSYLVANIA Mower are getting most of 
the benefit. 


“It’s just as I thought, 


“You see, this National Advertising is telling 
folks everywhere to buy their mowers where they 
see this life-size cut-out of me displayed. What’s 
more, the PENNSYLVANIA headquarters is 
keeping a strict record of all dealers who order 
this cut-out and are sending to these dealers all 
inquiries received from their particular sections.” 


Get on this “Roll of Profit’? now by asking us to 
send you this business-getting cut-out of the Old 
Gardener. When you write, please give your 
jobber’s name and the names of the PENNSYL- 
VANIA brands you carry, so that we can send 
you a complete package of other appropriate 1928 
Sales Helps. 


PENNSYLVANIA LAWN MOWER WORKS 
1615-35 North 23rd Street Philadelphia, Pa. 


ENNSYIVANIA 


LAWN MOWERS 




















Every tool 
user needs 
them ~ 


Most tool 





users ask 


for them 














1657 
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SELL PADLOCKS 


To the Automobile Owner 





No. 26502 





A assortment of Padlocks espe- 
cially selected for service of 
the auto owner, for his garage door, 
spare tire, etc. 
Twelve Padlocks are mounted on a 
handsome Black Enamel Steel 
Panel, with easel for standing on 
‘ counter or show case. 
Send for Descriptive Leaflet 
List Price $10.90 Each 


® Eagle Lock Co. © 
General Sales Office 


eag.inu.s.pat.ore 26 Warren St., New York cg muy,6.pat.or. 











Branches: 

521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, II. 
114 Bedford St., Boston, Mass. 
Works at Terryville, Connecticut 

















A wide range of use is 
found for this popular 
GRIFFIN Fleur de Lis 
Hinge that combines 
beauty of design with 
precision in every 


manufacturing detail. 





“Manufacturing Co 


ERIE, PENNSYLVANIA 
Offices, 
a a « 
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MYERS 


ELF- OILING 


AREGISTEREDTRADE NAME 


SHALLOW | 








ACompleteLar 
Automatic Unit for 


Country and suburban homes and estates— 
hotels, parks, camps—groups of small residences 
—centralized schools, colleges, sanitariums, 
churches—state and county institutions, cream- 
eries and dairies—and similar installations where 
from five hundred to one thousand gallons of 
water per hour are required. 


A remarkably compact, complete and highly 
efficient unit for shallow wells not to exceed 
twenty-four feet in depth, equipped as follows 
and assembled ready for connection to power and 
water lines. 


EQUIPMENT 


Myers Self-Oiling Shallow Well Power Pump with Silent 
Chain Drive, motor, pressure gauge, automatic electric switch, 
galvanized tank and fittings as pictured in illustration. Two 
sizes, five hundred and one thousand gallon capacities and 
furnished with belt drive if desired. 


This is but one of the many proven styles of Myers Water 
Systems now available for Myers dealers and distributors. 
Write for information and catalog showing the complete line 
with capacities up to ten thousand gallons per hour. 






ASHLAND, OHIO. 


‘Years of MYERS HONOR-BILT 


Manufacturers for over T’PUMPS for Every Purpose, 
WATER SYSTEMS. at GRAIN UNLOADING TOOLS ~ PAR, FACTORY end 


E DOOR HANGERS: STORE LADDERS, E 


Take Off Your-Hat= 
© The ‘ 
MYERS 
DOOR HANGERS 


PUMPS-WATER SYSTEMS *HAY TOOLS - 

















J 
Capacity 








TH FLEIMYERS & BRO.¢9. 









Silica-Graphite flakes 
lie flat—close together 
—over and under each other 


Thus an impervious film is formed—one that 
gives entire protection to every inch of sur- 
face under it. 


The pigment used in Dixon’s Silica-Graphite 
Paint is flake graphite which is combined by 
nature with silica. The vehicle is boiled lin- 
seed oil. Every experienced paint maker 
knows that this combination provides the 
most satisfactory paint protection. Every 
user of Dixon’s Silica-Graphite paint knows 
this paint lowers their yearly painting costs 
by tenaciously clinging to and protecting 
surfaces to which it is applied in spite of 
moisture, fumes, and other destructive con- 
ditions found in and about industrial plants. 


You'll be interested in our booklet 40-B. It 
tells the full story of this remarkable protec- 


tive ‘paint. 
JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City > New Jersey 


Established 1827 


DIXON’S crarae PAINT 


Adequate Protection at Minimum Ultimate Cost 
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DIETZ BURNERS 


BURN and WEAR 
a 


IETZ Lanterns have a 
carbureter—the BURNER. 


The remarkable efficiency of this 
burner is responsible for the un- 
equalled lighting power of Dietz 
Lanterns. 


The burner has likewise been an 
important factor in making Dietz 
Lanterns the BEST SELLERS 
and the most profitable for any 
dealer to handle. 























R. E. DIETZ COMPANY 


NEW YORK 


LARGEST MAKERS OF LANTERNS IN 
THE WORLD—FOUNDED 1840, OUT- 
PUT DISTRIBUTED THROUGH 

THE JOBBING TRADE ONLY. 


ow 










DIETZ LANTERNS 
BEST SELLERS 
AND wuy/ 









iy 4 


LANTERNS 





American Steel & Wire 




















Millions of farmers know that 
Barb Wire, made by the Ameri- 
can Steel & Wire Company, 
stands supreme in tensile strength, 
quality of steel, regularity of 
twist, extra heavy galvanizing 


and firmness of barbs. 


The following brands are busi- 
ness builders for dealers: 
Baker Perfect Ellwood Junior 
Waukegan American Special 
Ellwood Glidden American Glidden 
Lyman Four Point 
Write for catalogue and prices 





American Steel & Wire Company 


Sales Offices: Chicago, New York, Boston, Atlanta, Birmingham, 
Cleveland, Worcester, Philadelphia, Pittsburgh 


Buffalo, Detroit, a Baltimore, Wilkes- Barre, 
St. Louis, Kansas Ci Minneapolis, St. Paul, 
Oklahoma City, eg allas, Denver, Salt Lake City, 
*San Francisco, Angeles, *Portland, ‘*Seattle 





*United | AL. Steel Products Co. 
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ELL directed display will cause 
QD) many present users to secure 
easier, better sweeping with a 
new sweeper to replace the old one 


which has already given its best ser- 
vice. 


This handsome “Octagon’’ Display | 
piece of eight airy colors in a setting { 
of border purple and gold lattice work 
will materially aid you. Size 39 inches 
high by 29 inches wide. 


It will be sent on request. 


BIS SELL’ 


CARPET SWEEPER CO.,GRAND RAPIDS, MICH. 


Carpet Sweeper 


New York Office and Export Dept., 46 West Broadway 











5.1928 
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NEW IMPROVED 
“OKohWv 
(STEEL) 
MEASURING TAPE 


covers a larger field for 
measuring tapes and can 
be sold with less effort and 
at a greater profit than 
tapes not possessing its 
unusual features. 


KEUFFEL & ESSER Co, - // 
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—— Bath Room Fixtures 


are Always Attractive 


The beautiful heavily nickeled finish on the 
Solid Brass Base of RING Bath Room Fix- 
tures attracts customers instantly wherever 
these fine fixtures are displayed. 


But INC Bath Room Fixtures do more than 
attract—their general construction reflects the 
high quality and workmanship that are built 
into them. 


These popular Bath Room Fixtures never 
rust or corrode, and the fact that they last a 
lifetime is the strongest of arguments in mak- 
ing sales. Over 300 designs. 


Send for Catalog and Trade Prices. 


AMERICAN RING COMPANY 
Waterbury Connecticut 


No. 3793 Branch Offices: 


Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Combination Tumbler and Tooth Brush Holder Chicago—29 E. Madison St. 
Cap Screws 


=| @ | 


Thumb Screws qi 

Hand Rail Screws 

Special Automatic Serew 
Machine Products 

Stove Bolts 

Tire Bolts 














CORBIN 


Wood Serews 
Drive Screws 
Ceach Screws 
Machine Screws 
Set Screws 





Hanger Bolts 

Machine Screw Nuts 
Steve and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 

S.A.E, Nuts 

Jack Chain 


manne thie UNIFORM QUALITY and ADEQUATE STOCK 
sade At The CORBIN SCREW CORPORATION 


Ladder Chain The American Hardware Corp., Successor 
Sash Chain NEW BRITAIN, CONN. 


ee Pins Warchouses—New York, Chicago, Philadelphia 
peedometers Western Factory—Dayton, Ohio 


CORBIN 


a 
eee 
— 

— 
—- 
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— 
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Here’s a Wrench You Can Recommend 


For the Heaviest Duty 


When a customer asks for a wrench he can depend on under all circumstances 
put an All-Steel Coes in his hands. Let him “heft” it, and examine it criti- 
cally. His own examination will do all the selling necessary. 


All leading jobbers carry the Coes Line. 


COES WRENCH COMPANY 


“In business since 1841” 


Worcester Mass. 
j. C. McCarty & Co...... oer as 253 Broadway, New York 

° John H. Graham & Co......... 113 Chambers Street, New York 
Selling Agents 61 Shoe Lane, London E. C. 
Fenwick Freres............... 8 Rue de Rocroy, Paris, France 














No. 116 
Hinge Lid Elbow 
Oil Cup 


oz 


No. 118 
Hinge Lid Straight 
Oil Cup 





Snap Top 
Oil Cup 





No. 3739 
Feed Reservoir 
Oil Cup 


Wick 


GREASE Cups 
and OIL Cups 


An intelligently selected stock of grease and oil cups is indis- 
pensable to the hardware dealer. The constant demand for 
them as repair and replacement parts as well as for new work 
makes them a profitable article to handle. Your stock is incom- 
plete without them. ; 


You cannot go wrong in stocking Empress Grease and Oil 
Cups. Manufactured by a concern whose sole business for the 
past thirty-eight years has been the manufacture of lubricators 
for every purpose, they are preferred by machinery builders as 
standard equipment on all types of machines. 


The few styles shown here are excellent for the hardware 
dealer’s stock, but other Empress cups are equally good. Your 
jobber handles them. 


BOWEN PRODUCTS CORPORATION 
AUBURN, NEW YORK 


Branches 





CHICAGO, 412 Wrigley Bldg. 
CLEVELAND, 7113 Euclid Ave. 
MINNEAPOLIS, 983 17th Ave. 
SAN FRANCISCO, Monadnock Bldg. 


NEW YORK, 220 Broadway 

DETROIT, 2760 W. Warren Ave. 
KANSAS CITY, 411 Mutual Bldg. 
BOSTON, 161 Massachusetts Avec. 


Complete data on these cups and over fifty other types of grease 








Y 


No. 200 
Plain 
Grease Cup 


7 


No. 207 
Leather Packed 
Grease Cup 








No. 249 
Ratchet 
Grease Cup 


9 











and oil cups is given in Booklet No. L-104A. Write for it to-day. 














papererenaes 
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Which Hod Would You 
Rather Carry? 


ou had to haul mortar for a ng F ee 
nly wouldn’t want to 
sn water all over your sho Soni 
ou would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 
whistling on your way while the other fellow 


There are lots of hod carriers in your town 
who are wep ton the discomforts of car ng 
leaky hods simply because they have not 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 














THE MORRILL LINE 
Nail Pullers 
ae ewe 


i Soup 1 Dispensers 
Presses 
Mond ia 


Morrill Sawsets 


Professional Carpenters prefer MORRILL SAWSETS. 
Constant use shows up quality. You can sell MORRILL 
SAWSETS to the most critical customer, because Mor- 
rill is the kind that “gets over” at first sight. 


Morrill Products Sell and STAY Sold 


Superior quality is the thing that appeals to the customer 
most. We make Morrill Products with this idea m mind. 
This is the reason you find it easy to sell them. They 
sell quickly and pay good profits to dealers. 


CHAS. MORRILL, INC. 


104 Lafayette St. New York 














OR every commercial job—no matter what it 

is. Good bearings that stand up. “Commer- 
cial” Bearings have the three-point contact design. 
Speeds up to 2500 R. P. M. Easily withstand 
radial and thrust load in either direction. 


BD) Gemersial 


Send for Illustrated Catalog, Discount Sheets and 
Samples. 


THE SCHATZ MANUFACTURING CO. 
New York 








Poughkeepsie 











Curiosity 


Creates Customers 


GOOD window display is the 
best cutlery salesman you can 
engage. No man can resist 
the glitter of a well-arranged knife 
assortment; it stops him every time. 
Once his interest is aroused it’s an 
easy step to a profitable sale; profit- 
able not only in the gain from that . 
one sale, but in the building up of 
good-will for continued business. 


The merest novice of a window- 
trimmer can qualify with the best 
by taking advantage of the display 
ideas in Hardware Age. 
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as tacks and small nails, folks are 
—- to forget where they got 
em. 


But the full weight, good quality 
of Atlas tacks, always impresses 
them favorably. 


And to help them remember where 
they got 


ATLAS 


Tacks and Small Nails 





we print this reminder on every 
package—“When you get a good 


It helps, at least customers always 
remember the quality of Atlas 
tacks, as well as the store where 
they bought them. 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 


S44 SS SS Sj SH SS 


[er 
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| Just Tacks and Small Nails ] 


After purchasing small items such T 
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DOOR-STAY AND HOLDER 
No. 38 and 39 





The two curved arms “B” are of spring steel and fur- 
nish ample spring cushion. To hold the door open turn 
thumb piece “‘E.”” This applies to No. 38 only. 

The No. 39 Door-Stay and Holder is identical to No. 38, 
with the exception that thumb piece ‘‘E’”’ is made a sta- 
tionary block, so designed that by applying a slight pres- 
sure to the door, this block will engage the curved arms 
“B,” holding the door in an open position. A slight pres- 
sure at the handle of the door will either engage or release 
the hold-open feature. 


Circular upon request. 
THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 10! PARK AVE., N. Y. 














A poorly constructed tool 
Consider of any kind is expensive 
even at a very low price. 


Quality When again or dering 
‘ urnaces, con- 
Firs t orches an e' 


sider carefully the quality 
and merits of the “AL- 
WAYS RELIABLE” line. 
The leading make on the 
market today. FULLY 
GUARANTEED. 


Order through your regu- 
lar distributor, or*,mail 
your order to us with the 
name of your regular<dis- 
tributor. 3 
OTTO BERNZ CO. INC. 
Newark, N. J. 


Stocks in Newark, N. J., New York 





Covered by 
several pat- Cage Chicago and San Francisco 


ents. Offices tn Newark, N. Ju. Now York 
" rt. Bi cago, Fort Worth, Denver. 
re Faire Helena, Mont., San Francisco, Seattle, 


For gasoline. Los Angeles and St. Thomas, Ont. 











BULL@ FROG 
WHEELBARROWS 


OU will sell more of these Bull Frog 

No. 301 new home barrows than any 
other model you ever carried in stock. 
Lots of people who would never buy any 
barrow will buy this one. It’s light, only 
43 pounds; it’s strong, 18 gauge pressed 
steel tray; strong, rigid steel legs, se- 
curely riveted and strongly braced; steel 
front braces; 16” wheel. It will easily 
pass through any door. Tray painted 
black, wood parts red. The low price 
makes it irresistible. If your jobber 
can’t supply you write us. 


The Toledo Wheelbarrow Company 
Toledo, Ohio 
Branch Office and Warehouse 


CHICAGO 
69 BE. Wacker Drive 
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APPEARANCE 


SPRING JOINTS 


OFKIN “RED END’ RULES 


STRIKE PLATES 
A NEW AND BETTER RULE, OF SUPERIOR QUALITY, FINISH AND 








Working, Rust Proof. 





Snow White and Cream Enamel Finishes, Beautiful and Durable. 
Brass Strike Plates, Preventing Wear in opening and closing. 
as well as without Folding Hook. Gloss Red Ends dress up and distinguish these rules. 


Spring Joints of Solid Brass, Firm, Smooth- 
Rules furnished with 


THE LUFKIN fouLe (0. 


SAGINAW, MICHIGAN 
NEW YORK WINDSOR, CAN. 


TAP ES—RULES—TOOLS 








Reg. U. 8. Pat. Off. 


UNDERHILL 
* 


Boston 


Trade Mark 


The first hatchets for the especial use 
of Lathers were made in our shop in 
Boston under the Underhill Star Boston 
trade mark, The Lathers know these 
hatchets as the genuine Underhill. 


UNDERHILL BROS. 
WINTER HILL STATION 
Boston, Mass. 





Sales Agents, Surpless-Dunn & Co. 
Chicago—New York 

Regular St. Paul California CONVEX 

Chicago St. Louis Montana HEAD 








Style N 


CAROLUS CUTTERS 


The Style N is the regular Bolt Cutter with the added End 


Cut, and also the Nut Splitter, making a 3 in ‘1 Tool. You 
can also obtain Carolus Cutters in Style A, Straight Cut; also 
Style B, Straight and End Cut. Steel Plates hold Jaws rigid. 
Made in SIX SIZES and THREE STYLES. Why not Buy 
the Best Time-Saving Tools? 

If your Jobber cannot supply you, write us direct for 
Literature and Prices. 


CAROLUS MFG. CO. Sterling, Ill. 
Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 








MY EIRS Corpo’ 


MODERNIZE STORE METHODS 


To provide adequate storage facilities for shelf stock—te 
make it ible and jent for clerks and stock men 
to handle with absolute safety—te insure quick service for 
wholesale or retail trade—install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce a ladder of ample strength for 
safety, convenience and efficiency. One style oni at of 
design—attractively finished—any height—easily installed — 
meets most requirements. Circular on request. 


mE PFE MYERS & BRO.co. 


ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 




































Clothesline 


Solid braided 
100% cotton. Sold 
in the hank or on 
metal reel,—alllines 
have handy metal 
loop. 


SILVER LAKE Co. 
Newtonville, Mass. 


HLL A= 


WIRE PRODUCT 
















for every need 


Cambria Fence 
; Steel Fence Posts 
» Wire—Barbed, Barbless and 
Twisted; Processed, Bright 
‘ad and Galvanized 
me Nails—Cement-coated, Bright 
y Blued and Galvanized 
Wire Rods Staples 


BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 





| BETHLEHEM 


. e 19) io. 
Ki i 
£ Ak, 


- 
= Uuaranteed | 
SO 75 


yA 
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STAR HEEL PLATES 
“PIONEER BRAND” 


They have stood the test for over 25 years, and have 

and always will be superior to other brands. ? 
Because they are made of the very best annealed malle- 
able iron and are larger and heavier than other brands. 


Send us your order today. 








They | © They 











Are fe) fom Are 
the Best Pg the Best 














Millions 
and Millions 


Of People Are Pushing 


BOMMER SPRING HINGES 


Whenever They Open a Door 


Follow 
the Line of Least Resistance 


Stock and Push Them 


Bommer Spring Hinge Co., Brooklyn, N. Y. 





No. 6 
gatty 
INVZ® no. s 
“ 2c LAR ®: 
ye AUIS No. 4 
wel! 
and a STA R 
soll WALLS No. 3 
STAR’ 
“MUTI: No. 2 
CoO No. 1 
No. 0 
These illustrations are \% size. 
STAR HEEL PLATE CO. 
LOUIS SACKS, Ine. 
Newark, N. J. U. S.A. 
= 





White Adze 


are known and asked 
for in every section of 
the country and if you 
do not have them, you 
are losing out. 


Cost a little more 
but are hand-made and 
will outwear two of any 
other — so really are 


8 economical. 





Ask For New Catalogue 


Your copy of our new Carpenter’s Catalogue is ready. 
Drop us a card if you wish it. 


The L. & I. J. White Co., Inc. 
125 Columbia St. Buffalo, N. Y. 





> 
BRIDGEPORT. CONN. 


WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 





THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 
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FOSIER 


> BOLTS > N 


(15) CAPSCRE 





Personal EK 


Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections 
of the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 
Union Ave. and E. 72nd St 6249 te 6265 West 65th St. 
Telephone Breadway 640 Telephone Homleck 4484 





in Big Business 


Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog. 


C. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 

















IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 
MAKE EVERY DAY COUNT 
Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 


New Yorks 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 


This practical 
SOLDERING 
and TINNING 
FLUX flows 
evenly, acts quickly, fluxes perfectly, sticks to the 
work, makes a “better joint” with less solder, and 
never corrodes. 





To prove it never corrodes we put it up in tin 
containers. Send for Free Sample and Prices. 











Good 
Seller 


68 McDOWELL STREET 


RUBY CHEMICAL CO. {eet 
COLUMBUS, OHIO 

















A Lively Profit-Maker for You 


The modern way to keep 
recipes is in a card file, and 
the favorite of these is the 
Polly Prim Recipe Cabinet. 
Has patented card holding 
device which eliminates 
handling cards with doughy 
hands. Made of steel, fin- 
ished in red, green, yellow 
or blue enamel. Polly Prim 
retails at $1.00. It is an easy 
seller because of its useful- 
ness and because it is na- 





Finished in 
Popular Colors 


PATENT NOVELTY CO., INC., Fulton, Ill. 


tionally advertised. Write 


for details and prices. 


This display tray 
contains 11% doz. 
hammers to retail 
for 50c, 75¢ and 
$1.00 


Lh otal likly RS 


Dealers tell us this 
tray has trebled 
their hammer 
sale. 

Ask your jobber 
for No. 90 Display 
Tray. 


EVANSVILLE 
Tool Works, Inc. 
Evansville, Ind. 














Two NECESSITIES In Every Garage 


Garage Door Bolt <i we) 
Specially designed for é ‘ 
garages, factories, ware- 
houses and fire doors. 





Prevents accidents, broken headlights 
and bent up fenders. Operates by 
hand or foot. 
For prices and further information 
write today to 

- Co. 


Phenix Mf; 
032 Center Street waukee, Wis. 








No. 80 Holder No. 52 











Want a Customer 
For Your Hardware Business ? 


Tell your story in the paper that most hard- 
ware men read. 


Your message, giving the main facts, will find 
a quick buyer when inserted’ in Hardware Age. 


Address: Hardware Age, 239 West 39th St., 
New York City, ‘Classified Opportunities 
Section”’ 
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Conductor Hooks, Etc. 


Illustrated 

% J Catalogue sent free 
isi showing full lines of 
| Hooks and Hangers 
















Manufactured by 
L. D. Berger Co. 
59 N. Second St. 
Philadelphia, 
Pa. 











“TIVES” Patent Ventilating Lock 





aaa yee Manufecturers of Rants “Wantee 


“Quality Hardware Since 1876” 
Window and Door Specialties 


TueE H. B. Ives Co. 
New Haven, Conn., U. S. A. 





Clas S Cus 


@ RED DEVIL MEANS GLASS INSURANCE’ 


023 — Cuts Ribbed, (Cathedral and. 
Plate Glass. Has BALL END for Tapping 
(ts all inthe whel 


LAN DON P. SMITH, Ted 
1165 Springfield Ave. - ° IRVINGTON, N,j: 

















. RED DEVily 





BURNLEY. 


The Soldering 
Paste that has 









satisfied cus- 
SUR tomers for over 
« DERING PAs 23 years. 
Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 








A-P catalog No. 95 is an authentic buyers’ guide 


for garage door hardware, door hangers, overhead 
carriers, fire door hardware, rolling ladders, spring 
hinges. Keep yours at your finger tips. It will 
help you close many money-making hard- 

ware jobs. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 











KEYSTONE 


Box Kit Socket Wrench 


Meets the demand for a 
moderate price emergency 
wrench set. 6 sockets and 









handle. Finely finished, 
tapered steel box. Does not 
rattle. 


Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives — Surpless, 
Dunn & Co., New York, Chicago 


= \SUPER « 
BxC) VALUE 


hatte Adjustable “S” 
Nut Wrenches 





No. 222 
list price 
$1.00 











Bemis & Call 


Springfield, Massachusetts 


WIRE 


“Buffalo” Quality Standard Hardware 
Grade and “Buffalo” Special Hardware 
Grade are backed by 58 years’ experience 
in wire manufacturing. They give the kind 
of service to your customers that means 
more sales to you. Write for Catalog 8-A-B. 


BUFFALO WIRE WORKS CO., Inc. 


(Formerly Scheeler’s Sons) Est. 1869 
518 Terrace Buffalo, N. Y. 








AND 
WIRE 
PRODUCTS 
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Classified Opportunities 








BUSINESS OPPORTUNITIES 


HELP WANTED 








HARDWARE BUSINESS FOR SALE 
An old established hardware business in one of the most desirable locations 
in the Southwest, is offered for immediate sale. Sales for last year totaled 
over $240,000.00. Stock invoices about $80,000.00. Own store, building 
and warehouse. Prosperous stock farming country and a large territory to 








WANTED—LARGE MANUFACTURER OF HOUSEHOLD WARES 
in ‘Middle West is looking for an assistant to the Sales Manager. Appli- 
cant to be from 30 to 35 years old, preferably with experience in hardware 
and kindred lines. Splendid opportunity for advancement. Address Box 
H-902, care of Harpwarz Ace, New York City. 




















ey? nena —. 6 in — ee. _ = 
s failure o! ealth of principel owner and manager. sell controlling 
interes ll. No trad iddl d . It is a live and ANTED 
pg EIT a EE POSITIONS W. 
kind comes but seldom. Immediate action necessary. Address Box H-913, 
care of HARDWARE AGB, New York. 5 
“Ti 
VERY es ae HARDWARE wae ~ NE . YORK CITY 
usiness, locat in Centra inois. Sell invoice price, stoc 35,000, © ® 
established 25 years, good wong eggs ~_—- p< no time pF og Sales Executive Available 
unless you mean business and able to purchase either part or whole. 
Address Box H-910, care of Harpware Ace, New York City. for manufacturer requiring a representative in 
this territory who has all the requisites of a high 
FOR SALE—GOOD HARDWARE BUSINESS, yn ag ING SHELF 
HARDWARE, TOOLS, SPORTING GOODS. PAINTS, ETC. _ IN- grade salesman with a productive record. Twenty 
VENTORY ApouT ai25 000, 00, é IN EN TER PRISING MANUFAC. years intimate contact with the housefurnishing, 
TURING OW AN O R 7A 3 
SECTION. ILL HEALTH REASON FOR SELLING. CHASE & hardware and department store buyers. Pres- 
BREED. (WINCHESTER STORE), MEDINA, NEW YORK. ently conducting the sales of a nationally known 
FOR SALE—NEWLY STOCKED STOVE STORE in a Pennsylvania Western manufacturer with Eastern sales sages 
city Sard dente agen m0 -_ the only stove store of » — in the Nine years with present employers. Reason for 
city, gi reason for selling and is a good opportunity for men to > . : : 2 
go into the stove business. Will be sold right for cash. Address Box changing due to their liquidation. Address Box 
H-915, care of Harpware Ace, New York City. H-921, care Hardware Age, New York. 
—) 





IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 





WHITE ENAMELING—We have excess capacity in this department 
of our plant. Can white enamel on contract large quantities of products 
requiring quality white finish. Can also finish work on small parts in 
limited number of colors. E. H. TITCHENER & CO., 130-136 Walnut 
Street, Binghamton, N. Y. 





FOR SALE—Well established Hardware Business in northern Illinois. 
Best farming community 40 miles from Chicago. Clean stock and fixtures. 
Invoice about $3,500.00. Owner wants to retire on account of age. Brick 
building for sale or rent. Address Box H-905, care of Harpware Ace, 
New York City. 





FOR SALE—Virginia Hardware business and stock consisting of light 
hardware, paints, wallpaper and housefurrfishings, located in good town of 
five thousand, can reduce stock to $6,000.00 cash will handle. Address 
Box H-908, care of Harpware Ace, New York City. 








Available— 
Assistant Sales Manager 
Promotion Manager 


A mature executive with a record of substantial results 
with nationally known manufacturers is seeking a perma- 
nent association. Lecturer, fluent writer, correspondent, 
field salesman. Familiar with Paint and Varnish: in- 
dustry. An exceptional opportunity to obtain a compe- 
tent associate for your sales department. Address Box 
H-903, care of HARDWARE AGE, New York City. 











FOR SALE—AN OLD ESTABLISHED HARDWARE BUSINESS 
in thriving central Wisconsin agricultural community for sale to settle 
estate. No bonus asked for reputation and prestige. Investigate. Address 
Box H-897, care of Harpware Ace, New York City. 





HELP WANTED 








HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 


BVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 


113 W. 42nd Street Bryant 7374-5-6 








us of 








WANTED-—Salesmen calling on Retail Hardware Trade to sell our line 
of Tool Racks, Rubbish Burners and Cappers.. Commission basis, Write 
for proposition. GRAND RAPIDS WIRE PRODUCTS CO., corner 
First and Front, Grand Rapids, Mich. 





EXPERIENCED HARDWARE SALESMAN, not over 35 years old, 
for busy retail hardware firm in New Rochelle, New York. tate age, 
experience, salary and references. All replies will be held confidential. 

dress Box H-906, care of Harpware Ace, New York City. 








HARDWARE MAN, 12 YEARS’ EXPERIENCE, thoroughly familiar 
with shelf and builders’ hardware, tools, plumbing, electrical and paint 
supplies. Can schedule and list hardware from blue prints and take com- 
plete charge of Builders’ Hardware Department. refer location in or 
near Néw York City. Married amd with A-1 references. Address Box 
H-907, care of Harpware Acre, New York City. 





ASSISTANT MANAGER—Twenty years’ experience in wholesale and 
retail Hardware. *harge of Office, Accounting, Credits and Collections. 
Assistant Manager in charge of Sales and Purchasing. Desires change 
where above experience will be of value. Age 40. Reference. Address 
Box H-918, care of HarpwAre Ace, New York City. 





HARDWARE MAN who has had five years’ experience in Retail Store 
management and Bookkeeping. Would like connection with retail or whole- 
sale Hardware Store. Address Box H-914, care of Harpware AGE, 
New York City. 





EXPORT SALESMAN with large experience in Central and South 
America, age 32, married, wants position as salesman in Central America. 
Address Box H-916, care of Harpware Ace, New York City. 





EXPERIENCED BUILDERS’ HARDWARE MAN qualified to 
manage a department at present employed desires to make a change. 
Address Box H-917, care of Harpware Ace, New York City. 





Position wanted by an experienced Hardware man. Has also had_De- 
partment Store experience. Buying, sellin; , displaying. Address, ‘“Hard- 
ware”, 6750 Vinewood Avenue, Detroit, Mich. 


SALES ACCOUNTS WANTED 


SIDE LINE WANTED—Salesman calling on New England hardware, 
plumbing jobber and department store trade desires adaptable side line 
proposition. Has close acquaintance with buyers. Uses own automobile 
conveyance. Best of references. Address Box H-919, care of HarDWaRE 
Ace, New York City. 
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SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 








HARDWARE LINES 


Salesman having 15 years’ personal contact with Hardware 
Jobbers and Retailers desires to represent, in New York 
City and Metropolitan area, reliable manufacturers of 
Hardware staples. Address Box H-904, care of Hardware 
Age, New York City. 














SIDE LINES WANTED for hardware, mill supply and auto supply 


trades. Have covered entire Metropolitan territory for ten gare represent- 
ing well establishd lines. Address Box H-884, care of Harpware AGF 
ew York. 





Resident Sales Agent, located at Havana, Cuba, desires agencies of 
hardware lines. Interested in furniture, hardware, wood screws as well 
as the general line. Commission basis. M. F. FERNANDEZ, P. O. Box 
2002, Havana, Cuba. 





MANUFACTURERS AGENT calling on Hardware and Department 
store trade in New York State—twenty years’ established trade connections 
—want one or two good additional lines—commission basis—reliable and 
responsible. Address Box H-909, care of Harpware Acg, New York City. 


SALES REPRESENTATIVES WANTED 











Salesman Calling on Paint and Hardware Dealers 


can earn liberal commission twelve months of the year 
with our line of Decalcomanias as a side line. We are 
now ready with proposition of unusual merit. Write us 
now for details giving complete history of past experience 
and lines now handled—a few territories still open. 


A. THORNE, 5320 St. Clair Avenue, Cleveland 














SALESMAN TO COVER BERGEN AND HUDSON COUNTIES of 
New Jersey for wholesale hardware jobber. Must be familiar with line 
and territory. Reply in detail ‘to Box H-922, care of HarpwArE AcE, 


New York City. 





COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware cialties. Advise territory covered and houses 
represented. Address Box 1638, care of Harpware Acz, New York. 





look for the full nam 


Russell Jennings 


mn ther 
} 


Auger Bits 


ee | I 
Nir. Ku i ni 


Russell Jennings Mfg. Co. 


Chester, Conn. 











WANTED—Hardware and Sporting Goods salesmen of mechanical 
ability to call on retail trade in eastern territory. Leading line Gasoline 
Pressure Stoves, Camp Stoves, Water Heaters, Radiant Heaters, Lamps 
and Lanterns. Must give Bond and drive own car. Address Box H-784, 
care of Harpware Acg, New York City. 





AN OLD ESTABLISHED MANUFACTURER of Coaster Wagons 
located in Wisconsin is making numerous changes. We have many vacancies 
in our sales force and are particularly interested in salesmen for Ohio, 
Iowa, Illinois, Indiana and Minnesota. We offer first class merchandise, 
straight commission and exclusive territory. Please give full particulars 
in application. Address Box H-886, care of Harpware Acz, New York. 





SALESMEN WANTED—By a manufacturer to sell full line of High 
Quality Cutlery and Tools to Retail Hardware Trade. State age, experi- 
ence, reference, territory preferred. Would you consider other territory? 
Address Box H-911, care of HarpwAre Ace, New York City. 





EXPERIENCED BUILDERS’ HARDWARE SALESMEN to repre- 
sent eastern manufacturer of locks, padlocks, etc. To cover Pittsburgh 
territory and Western New York. Drawing and commission to right 
man. Address Box H-876, care of Harpware Ace, New York City. 








NEW YORK MANUFACTURER AND IMPORTER is seeking high 
class experienced traveling representative to sell well known line of Cutlery 
and Hardware specialties in Ohio, Indiana, Michigan and Kentucky. Com- 
mission basis with drawing account. Write fuily stating age, past experi- 
ence and earnings. Address Box H-920, care of 
York City. 


Harpware Ace, New 





EXPERIENCED HARDWARE SALESMEN with established following 
in Westchester, Putnam, Rockland, Orange, Fairfield, Nassau and Suffolk 
Counties, etc., to sell standard lines of builders, shelf hardware and 
tools for a progressive jobbing house featuring price and service. Must 
have a car. State full particulars. Address Box H-912, care of Harp- 
WARE AGE, New York City . 





EASTERN MANUFACTURER OF A WELL KNOWN LINE of rim 
locks, padlocks, and builders’ hardware is looking for sales representatives, 
referably residing in Buffalo, Kansas City, Missouri and Columbus, Ohio: 

rawing and commission to the right men. State experience and qualifica- 
tions. Address Box H-892, care of Harpware Ace, New York. 








MANUFACTURERS of full line of household specialties want local 


representatives in all important cities to handle line on commission. De- 
partment houses, premium concerns are all big users. State experience, 
lines handled and territory covered. We want none but those who can 
“make good.” For such our proposition is an excellent one. Address 


“S. H.” care of Harpware Acr, New York City. 






















REAL METAL Solder 
in Paste Form— Z 
Packed in 
Collapsible 
Tubes 











Greatest Soldering Convenience 
Ever Invented. 

Every Electrical Connection 
_orIntricate Job Needs ~ 
SOLDERALL. 


THE SOLDERALL CO., Newark. N. J. 















j 











Seymour Smith “Handy Grass Shears” 
A complete line of 
Grass Shears, 
Prun: Shears and 
ABSOLUTELY 
GUARANTEED 
Bond hed Now 





Manufactured by 5 
SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Sales Representatives: Jom H. Graham & Co., 113 Chambers 6t., New York 





Ses Guaranteed Equal Wire or Bar Solder: 
STRATTON  ***,s°,02"* 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 
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THE ADVERTISERS INDEX 


No allowances will be made for errors or failure to insert. 


is published as a convenience and not as a part of the advertising contract. Byery care 


will be taken to index correctly. 
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American National Co...... 
American Ring Co. 
American Saw & Mfg. Co.. 


American Screw Co. 
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Bowen Products Co....... 
Brach Mfg. Co., L. S... 


Brainerd Mfg. Co... 
Bridgeport Screw Co...... 
Bright Star Battery Co.... 


Brown & Sharpe Mfg. Co..... 


Brush-Nu Co.......... 


Buckeye Alum. Co........... 
Buffalo Wire Works Co., Inc... 
Burnley Battery & Mfg. Co.. 


Burns Mfg. Co...... 
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Caldwell Mfg. Co... 
Carborundum Co. ..... 
Carolus Mfg. Co........ 


Century Electric Co......... 
Chain Products Co........... 
Challenge Refrigerator Co..... 


Chamberlain Co. 


Chamberlain-Haber Chemical Co. 
Cheney & Sone, S........... 
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Chicago Flexible Shaft Co.... 
Chicago Roller Skate Co...... 
Chicago Solder Co........... 


Chevrolet 


Chicago Spring Hinge Co...... 


Clarinda 


Clayton & Lambert Mfg. Co... 


Clemson 


Cleveland Stone Co., The..... 
Cleveland Wire Spring Co.... 
Coates Clipper & Mfg. Co.... 
Coes Wrench Co............ 
Coldwell Lawn Mower Co..... 


Works 


Colonial 


Columbia Tire & Rubber Co... 
Rope Co.......... 


Columbian 


Congoleum Nairn, Inc....... 


Consolidated Electric Lamp Co. 


Continental Screen Co........ 
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Dexter Co. 
Diamond Calk & Horseshoe Co. 
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Display Material Co........... 


Disston & Sons, Inc., Henry... 
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He’s Satisfied With His Profits 


HERE’S always a smile of satisfac- | 
tion when a merchant totals his 
sales for the year and finds his busi- : 
ness on a good, sound, profit paying 
basis. 
He keeps abreast of the times and watches what other 
merchants are doing. He pays strict attention to his 


window displays and makes frequent changes to keep 
customers interested. 


He follows the weekly market prices in Hardware Age 
and buys advantageously. 


Such merchants often subscribe for extra copies ‘of 
Hardware Age for their clerks. In short, they are suc- 
cessful because they study and adopt the ideas and 
suggestions that have built success for others. 


These merchants are usually readers of 


Hardware Age 


239 West 39th Street, New York, N. Y. : | 
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The Obligation of Leadership 


OU can have Leadership only at the price 
of eternal vigilance. 


Many years ago when we originated the 
“Sand’s type of Level” it was a decided inno- 
vation. It was bound to be imitated and today 
we have countless imitators. 


To maintain our leadership it has been our 
pleasant obligation to build into every Sand’s 
Level the utmost in QUALITY, and to sub- 
stantiate this with TESTS and INSPECTIONS 


that have guaranteed it its premier position. 





Our obligation of Leadership consequently 
assures you of an unsurpassed line of Levels 
easily sold, because their quality is widely 
known and because true to our slogan: “Sand’s 


Levels tell the Truth.” 


Sand’s Level & Tool Co. } 
8629-37 Gratiot Ave., Detroit, Mich. 


Sole Manufacturers and Distributors of Sand’s Stevens 
Line Levels 


Zo SANDS “np 
LEVEL & TOOLCO. 


; Sands Levels. Plumbs & Tools 


Sands Levels Tell the Truth. 










































Dymond Eoce Mond EDGE 
ros See CUTLERY 


"Dymond EDGE IS A QUALITY PLEDGE” 
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